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The biggest thing you have had 
to cash in on in years! 


ANNOUNCING the NEW COLUMBIA 
METAL CASE “HOT SHOT” BATTERY 


A wonderful improve- 
ment in an ignition 
battery for gas en- 
gines, tractors, motor 
boats, and non -self- 
starting Ford cars— 


a. WATERPROOF 
b. MOISTUREPROOF 


c. STRONGER AND 
MORE DURABLE 
CO. INC. THAN EVER 


. COSTS NO MORE 
THAN FIBER CASE 
BATTERIES TO 
TRADE AND CON- 
SUMER 





























Metal Case “Hot Shot” No. 1461M is now on sale—and is the only 
size at present made in a metal case. Other standard “Hot Shot” 
sizes will be made in metal and announced as fast as practicable. 


This is the greatest step forward in the 
battery industry since the invention of the 
original Columbia “Hot Shot’’—remember its 
advantages—talk them up—it’ll pay you big 


NATIONAL CARBON COMPANY, INC. 
Long Island City, N. Y. 


Atlanta Chicago Cleveland Kansas City San Francisco 


Columbia 
Dry Batteries 


-— they last longer 
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With the Editor 


EXT month we are going to pub- 
N lish the three winning letters in 

the “Sell "Em Something More” 
prize letter contest which we an- 
nounced in our June issue. “Every one 
of them is a corker, telling of good 
work well done in helping dealers boost 
their sales, especially during the sum- 
mer months. We think the boys have 
written real stories—in your own lan- 
guage—but we won’t steal their thun- 
der; wait until the October issue. 


+ * * 


Fall trade will be on in full blast in 
October, for then is the time for job- 
bers to prepare their dealers for holi- 
day business. It will give us an oppor- 
tunity to publish an article pointing 
out how to capitalize on the demand 
for electrical goods as Xmas presents. 
The article will be supplemented by a 


complete list of electrical products 
suitable for gifts. 
* * * 


Your attention is called to the tab- 
ulation on page 13 of this issue, which 
gives a summary of the market for 
electrical supplies, with particular ref- 
erence to demand and price tendencies. 
As this report is continued from month 
to month, we think it will become a 
valuable buying as well as selling in- 
dex. We thank all the jobbers who 
checked off and sent in reports, and 
we would like to thank a great many 
more next month for their co-operation. 


* * * 


There will be another “What and 
Why Is a Jobber?” article in the Octo- 
ber issue, this one emphasizing the value 
of the trade information given to 
the trade by jobbers and their sales- 
men. Other feature articles, written 
by salesmen in the field, as well as our 
staff of contributors, together with the 
regular departments, ought to make 
next month’s issue in keeping with the 
encouraging spirit of the times. 
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Every Bull Dog Safety 
Type Switch has quick 
make, quick break, in- 
terlocks, Type A con- 
struction and bears Un- 
derwriter’s Classifica- 
tion “A.” 











Switch Manufacturers for over 20 years. 


Your Life Hangs 
Two Sivas 


Beware of the switch whose blades are connected to the 
cross bar by a screw with two feeble threads. 





These threads strip easily, leaving one or more blades 
in contact when the switch handle indicates that the cur- 
rent is off. The most serious accidents do happen in such 
cases. 


These accidents cannot occur with the Bull Dog Safety 
Switch. A special analysis steel rod, covered with Horn 
Fibre tubing, runs through all blades being doubly insu- 
lated by a horn fibre bushing cold flowed into each blade. 
All blades MUST come out together. 


Plenty of wiring room in the cabinet with knockouts 
everywhere saves wiring costs. Prices are comparative. 


Not only must you protect the safety of yourself and 
your men, but you owe it to your customer to see that 
he gets a Switch that is safe. 

















September, 1922 


THE JOBBER’SJSALESMAN 








= 


at 











A Message to Jobbers’ Salesmen 





Progress—Not Tradition 


N THEIR little island near 
Japan live the Ainu, a member 
of the indigenous race of Japan 

which formerly occupied the entire 
archipelago but are 
now confined to the 
Kuril Islands. They 
are noted for their 
abundance of hair 
and beard, and the 
women make a prac- 
tice of tattooing the 
form of a mustache 
on their upper lips. 
They believe it makes 
them beautiful. 

It’s the tradition 
of their race, coming 
from no one knows 
how many centuries 
back, that influences these Ainu women 
to disfigure their faces with “smut-tat- 
too” marks. 

Tradition is an old mossback that 
hides back of the years and pulls back 
to keep folks from going ahead—keeps 
them from improving standards of liv- 
ing, health and business. 

Fulton and his steamboat were booed 
and ridiculed. So were Morse and 
Bell with their telegraph and telephone. 
Langley and the Wright brothers were 
thought of as eccentric but harmless. 


Many of our grandmothers and grand- 
fathers refused for years to ride on rail- 
road trains, claiming it to be an impos- 
sibility to breathe while traveling at the 
terrific speed of 30 
miles an hour. 
Advertising is one 
of the antidotes 
against tradition. It 
neutralizes the acids 
of opposition and re- 
moves the cobwebs 
of prejudice. It pre- 
pares the way for im- 
provement. It edu- 
cates toward rapid 
progress. It is for 
this reason that 
growing a habit of 
reading advertise- 
ments is profitable to everyone. 

Take ‘THE JOBBER’s SALESMAN, for 
instance. Here each month leading 
manufacturers give instructive infor- 
mation about the products of their fac- 
tories. Even if your house or your 
customers are not contemplating the 
immediate purchase of some particular 
new device, there is benefit in reading 
about it because it is an education to 
know the trend of practical invention. 
Progress, not tradition, is an outstand- 
ing characteristic of advertising. 
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GREAT 
LIBERATORS 





The Liberty Bell boomed forth its message of freedom 
from old world domination in 1776. 

The Liberty Hot Plate proclaims a message of freedom 
from old fashioned cooking habits in 1922. 

It brings a keen appreciation of the joy of electrical ap- 
pliances to hundreds of thousands who have been unable 
or unwilling to buy high priced hot plates. 

It educates people to the wider use of electricity and 
thus leads to the use of higher priced appliances. 

Quality rings loud in The Liberty Hot Plate. 
biggest $2.00 value in the electrical goods field. 


It is the 


Jobber’s salesmen do their customers a good turn by 
showing them the big selling possibilities of The Liberty 
Hot Plate. 


You have the assurance of this company, and myself 
personally, that the quality that put The Liberty Hot 
Plate on the map is going to be fully maintained. 


Lawrence Efferth, 
Sales Manager. 


The Liberty Gauge & Instrument Co. 
6545 Carnegie Ave. Cleveland 


Pacific Coast Representatives 
THE UNITED STATES ELECTRIC Co. 
710 Polk St., San Francisco, Calif. 


Libewt 


HOT PLAT 
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Extra elements: 








Pl 
Retail 





West of the Rockies $2.50 


In Canada $3.75 


Rockies, 75c in Canada. 
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ELEVEN POINTS 
OF SUPERIORITY 


- Beautiful nickel finish over copper 


plating, it is the best made, best look- 
ing, best wearing hot plate on the 
market at the price. 

Long heating element gives large 
radiating surface. sily renewable. 
Strong, beautiful single-piece, full 
nickeled grille. 

Three extra strong coaster legs can- 
not injure delicate surfaces. 

Joints tight, clean and sanitary. No 
sharp corners. 

Thick asbestos pad retains heat and 
reflects it upward. 


. Nickeled bottom plate increases 


strength and protects surface under- 
neath. 

Six feet of heavy black double exten- 
sion cord. 

Standard two-piece plug fits any lamp 
or base socket. 

Cord is secured to bottom plate with 
pressed lava insulator. 


. Name “Liberty Hot Plate” stamped 


on under si is your guaranty. 


Look for it. 
















50c retail, 60c west of the 
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Now Is the Time to Look Ahead 


Preparation for Increasing Business in the Electrical Industry Necessary 
if Opinions of Leading Economists Are; Accepted 


ANKS, govern- 
ment bureaus, 
statistical organiza- 
tions and other similar 
agencies concerned with 
business surveys and 
predictions disclose a 
startling unanimity of 
opinionregarding the cer- 
tainreturnof prosperity. 
This hopeful prospect 
has been held in front of 
business for many 
months but now the jus- 
tification for a strong 
undercurrent of busi- 
hess optimism seems to 
be well founded. The 
widespread houseclean- 
ing and retrenchment in 
management of business 
concerns resulting in re- 


duction of stocks of raw material and of man- 
ufactured products to a point no longer than 
necessary to bridge the normal period between 
production and consumption, the improved 
money situation, and the excellent crop out- 
look are all fundamental factors that have an 
important bearing on business improvement. 

_ The Department of Commerce, in a bulletin 
issued last month, gives voice to the belief that 





these factors really de- 
termine the increase in 
business activity, which 
is scheduled for the 
fall. Says this federal 
department: “Recent 
figures received by the 
Department of Com- 
merce on commercial 
and industrial move- 
ments bear out the con- 
clusions _ previously 
noted with regard to 
the retarding effect of 
labor difficulties on in- 
dustry. However, these 
disturbances do not seem 
to have materially af- 
fected the deeper un- 
dercurrent of returning 
prosperity. Production 
in many industries has 


been slowed down by these annoyances, but 
there is the general feeling that early settle- 
ment will be reached and that business will con- 
tinue to gain in volume.” 

Concurring in the belief that labor disturb- 
ances will only temporarily retard improve- 
ment is the Babson Statistical Organization, 
which states in a recent bulletin to its clients: 
“Never mind the threats of coal famine and 
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railroad tieup. Remember that fundamental 
conditions determine business. ‘These condi- 
tions now justify gradual improvement. The 
recovery will be slow but sure. If you are to 
take advantage of it, you must make your plans 
now.” 

Likewise, the National Bank of Commerce 
in its most recent survey states that conditions 
at the close of the first half of 1922 indicate that 
business will expand materially during the 
autumn and winter months. 

Ss 2% 


This optimistic attitude toward the business 
outlook is not by any means confined to pro- 
fessional forecasters. The rank and file of man- 
ufacturers and jobbers have already noted im- 
proved conditions, especially in the way of in- 
creasing demand. And with a gradual rise in 
commodity prices, it will tend further to have 
its effect on general conditions. 

The marked activity in building, especially 
residential, has reacted very favorably to the 
electrical industry, particularly manufacturers 
and jobbers supplying conduit, wire, wiring 
materials, etc. It should be borne in mind that 
many of these hundreds of new homes are not 
equipped with a full complement of electrical 
labor-saving devices, and that much of this busi- 
ness remains to be placed. 

Likewise, the marked improvement in the 
employment situation forecasts a renewal of the 
urgent demand for such products as washing 
machines, vacuum cleaners, heating appliances, 
etc., all of which increases the prospects for 
splendid fall and holiday seasons. 


With the increasing industrial activity and 
the resumption of mining and full railroad oper- 
ations, purchases from these quarters will un- 
doubtedly show revival as,a consequence. 

Radio is also destined to play an important 
part in fall business. Radiotelephony is still 
very much in the public eye, and although there 
has been some lessening in the clamor for sup- 
plies, this was to be expected, and in no way re- 
flects on the stimulus which this branch of the 
industry confidently awaits with the advent of 
cool weather. 

It isn’t to be assumed that we are rapidly ap- 
proaching a business boom. Nobody looks for 
one, and nobody really wants one. It is cer- 
tain, however, that the corner has been turned 
and that we are now on the “home stretch.” 

* * * 


To electrical jobbers, as well as to manufac- 
turers, the most significant note that these in- 
dications sound is preparation. Many jobbers 
have a distinct recollection of the collapse of 
1920-21, when they found themselves loaded 
down with high-priced goods and no demand, 
and it is only natural they should remain skep- 
tical and hesitate to heed the signs of improving 
business conditions. 

But a warning should be sounded against a 
policy that is overly cautious. If indications 
count for anything at all, now is the time for 
vision, for foresight instead of hindsight. Now 
is the time to come to a full appreciation of the 
market for electrical supplies that will come as 
a result of better business. And best of all. 
now is the time to prepare for it. 





R 


ADIO will undoubtedly bring thousands 
of new customers to the stores of wide- 
awake electrical dealers this fall. Dem- 


onstrations and window displays will act as 
powerful magnets to win store attendance and 
create sales. Electrical dealers never have had 
a medium like radio to attract public attention 
and patronage. 

But to fully cash in on this opportunity, deal- 
ers must also sell their regular lines of ap- 
pliances to radio buyers. Every radio enthu- 
siast who goes into a store to inspect or pur- 
chase radio apparatus is a prospect for one or 
more of the many labor-saving household ap- 
pliances. 


It presents another good opportunity for 
dealers to use the “Sell 7Em Something More”’ 
idea, and for jobbers’ salesmen to show them 
this opportunity. Let radio help! 
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My Faith in the Jobber 


President of George Richards & Co., Chicago, Tells How His Experience 
Has Convinced Him of the Merit of a Strict Jobber Policy 


By FRED T. BANGS 


This Is the Eighth of a Series of Twelve Interviews With Prominent Electrical Manufacturers 


vehement protestation of innocence amounts to prac- 

tically an admission of guilt. This conclusion is 
based on the supposition that the innocent need no defense, 
while the guilty put forth 
all their energy in build- 
ing up one. 

What on earth, say you, 
has this to do with the 
electrical jobber? 

Just this: 

There have been too 
many briefs, too much 
hullabaloo and talk, too 
many arguments and pro- 
tests put forth in mis- 
directed attempts to 
justify the jobber as an 
economic factor in the 
distribution of electrical 
products. Why, if an 
outsider were to make 
snap judgment on some 
of the so-called defensive 
statements he hears and 
reads, he might infer that 
the electrical jobber 
hasn’t a leg to stand on, 
that he is only a ware- 
houser and that he really 
cannot justify his exist- 
ence, although he is at- 
tempting to do so! 

There is no occasion 
for such controversy. The 
jobber is indispensable 
to the electrical industry, 
just as he is to the hard- 
ware, the clothing, the drug, and a hundred other indus- 
tries. There isn’t any question about it; there never 
sheuld be. And that ought to settle it. 

Now let us hear from a manufacturer who received 
his early business training in an electrical jobbing house, 
who depends on jobbers for his distribution, who has no 
bone to pick with them, but voices his appreciation of what 
they have done to build up the electrical industry. 

“That the electrical jobber is not only an economic 
necessity but also deserving of a great deal of credit 
in connection with the growth of the electrical industry 
is firmly fixed in my belief,” said George Richards when 
I asked him regarding his relations with electrical job- 


To statement has been made frequently that a 





George C. Richards, President of George Richards & Co., Who 
Is for the Jobber and Doesn’t Mind Telling Him So. 





bers. “My early association with an electrical jobbing 
house probably gave me an insight into the importance 
of the jobber’s functions that has helped materially in 
my association with jobbers during recent years. 

“A great nation-wide 
system of electrical retail 
stores now serves the 
electrical appliance needs 
of the public. Each one 
of these retail outlets ex- 
ists as an individual prof- 
it-earning institution, and 
it is no one but the job- 
ber who has made these 
stores possible through 
his centrally located as- 
sorted stocks and small 
unit sales. 

“The electrical retailer 
must carry a great many 
different articles, but his 
purchases of a given unit 
are governed by his turn- 
over, and are necessarily 
small. The electrical con- 
tractor, regardless of how 
large his business may be, 
would find it a handicap 
if the jobber’s stocks 
were not available to him. 
His own cost of doing 
business as well as his 
investment would be ma- 
terially increased were it 
not for the service that 
the jobber is in position 
to render. 

“The fact cannot be 

overlooked that it would be practically impossible for a 
manufacturer doing a national business to ignore the 
jobber and sell his goods direct to the 28,000 electrical 
retail outlets in this country. In order to accomplish that 
the manufacturer would have to locate stocks in distribu- 
ting centers, and maintain a sales force that in a meas- 
ure would equal the combined sales organizations of the 
existing electrical distributors. The cost would be pro- 
hibitive, the extension of credits dangerous. 

“It must be understood that in order to popularize 
the electrical idea with the consuming public electrical 
retail stores and departments must be conveniently located. 
The neighborhood shop is necessary. The centrally 
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located shop is necessary. The large central-station mer- 
chandising department, together with even the well devel- 
oped electrical departments in other retail stores, are 
necessary when they help the growth of the industry by 
serving the consumers electrically with what they want 
when they want it and where they want it.” 

* * * 

‘“‘What about the development work and sales co-opera- 
tion given by your jobbers?” I asked Mr. Richards. 

“We have heard it said that the jobber does nothing of 
the kind, that he merely operates a warehouse and fills 
orders,” he answered. ‘Even if this were true there 
would still be a justification for the existence of the 
jobber as an economic factor. My own experience, how- 
ever, has been that while there are some jobbers who 
function more or less as warehousers for materials of fixed 
demand, there is a great majority of jobbers who maintain 
real, fighting, constructive sales organizations. These 
jobbers do extension work on established lines, they create 
new business, and in a very skilled way “tie in” with 
national advertising campaigns, and make the success of 
such campaigns possible. 

“Complaints against the jobbers usually originate from 
manufacturers dissatisfied with their sales. My idea is 
that we can only expect sales effort and co-operation on 
our lines in proportion to the sales effort and advertising 
we are willing to direct at the consumer and the con- 
tractor-dealer. It belongs to the manufacturer’s work to 
justify the placing of his goods on the dealer’s shelf. 


When that justification has been made and his device lb 
electrically and mechanically correct, the jobber does his 
part and does it well. He dovetails the selling process of 
the manufacturer by first going into details with the deal 
ers about possible profits on the article. He secures tl: 
actual order. He packs and ships the goods, and then car 
ries the account. Besides this, a great majority of jobbers 
require that their salesmen watch the sales of articles and 
make suggestions as to how things should be displayed and 
when they should be displayed. The jobbers’ salesmen 
take care that the dealer is equipped with sales points that 
help him sell and secure for him store display materials. 

“T do not like to mention any particlar lines we are 
distributing through jobbers, but most of them are familiar 
with the methods by which ‘Hemco’ plugs are advertised 
and sold. We justify the placing of these plugs on the 
shelves of electrical retail stores, first, because we show 
the dealer the mechanical construction of the device; 
second, we deliver to the dealer the message that the sales 
are profitable, due to the advertising directed to the con- 
sumer and due to a natural demand for plural plugs, and, 
third, because of the equipment we furnish the dealer free 
of charge for displaying them in his store, and because 
we supply sales ideas through our dealer help bulletin 
service. We justify, I say, the place on the dealers’ 
shelves,’ but the fact that our plugs are actually in the 
stocks of 83 per cent of all the dealers in the United States 
is rightfully credited to the work of the jobber. 

“About 60 days ago we announced (Turn to page 56) 








Jobbers from practically every state in the Union .are shown 
in this photograph, which was taken at the Homestead, Hot 
Springs, Va., in June, when the Westinghouse Agent-Jobbers’ 








Association held its convention. A large percentage of the job- 
ber executives—including the ladies, too—in attendance at the 
meeting, together with Westinghouse officials, are in the group. 
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“Shakes My Hand as if They Is a Pump on the Other End of It.” 


Osgar Pliers Learns to 
“Sell "Em Something More” 


Jobber’s Salesman Comes Along with the Idea, and Then Osgar Goes Him 
One Better by Showing Him It Can Be Done 


By HERBERT METZ 


EAR EDITOR: Well all I have got to say is 
D somebody started a barell of trouble with this 
hear “sell °em something more” idear and this 
being the night when the sweet woman is out at the uplift 
league meeting which league is all together diferent from 
this hear uplift league that these western electric birds 
has orgonized out at chicago which meets at the least 
provocation and since I am home minding the young pliers 
and I aint got nothing better to do I thot I would write 
and tell you as how I say somebody started a barell 
of trouble and ete. 

A couple or three days ago I was standing at the door 
of the shack picking the corn out of my teeth (I do love 
green corn, but the skins stick to my teeth like my wifes 
relations, that is my wifes relations dont exactly stick to 
my teeth but they is hard to get rid of, both the skins and 
the sweet womans relatives). Well, as I was saying, I 
was standing there and watching the preacher cranking 
his ford and trying to smile at the same time sorter prac- 
tising what he preached last sunday about send him away 
with a smile when who breases in but the smart alack 
salesman which sold me the radio. 

Well says I to myself heres where I put in a line of 
heatless sodder irons or cordless plugs. George, I yells 
back to the office, lock up the safe. 

Well, Well, mr. pliers, and how is every little thing 


this bird starts dropping his catalogs which drops like a 
ton of bricks and shakes the building till the cases rattle 
like they is a earthquake meanwhile shaking my hand as 
if they is a pump on the other end and handing me a cigar 
which I cant grab because my hand is shaking as though 
I have the D. T. and finely he stops pumping and | 
stops shaking and I grabs the cigar and puts it in my 
mouth before he changes his mind. Well that precaution 
was as unnecessary as warning the W.C.T.U. about not 
drinking no hootch for I aint took no two puffs outer that 
cigar than I letter go dead and I will lay you 6 to 1 that 
that bimbo puts down on the old s. s. cigars to osgar pliers 
50¢ cents and if those cigars cost more thon 50¢ cents a 
thousand they is priced too high. 

Well pliers old kid I repeat says this wise cracker hows 
every little thing. 

Well every little thing is allright I says but little 
things didnt make rome in no day. 

Well he laughs at that comeback and says well its the 
little things that count. 

Well I have a son at home, I says which aint no bigger 
than a shoe box, I says, and if he can count, I says, hes 
a prodigee but let me tell you that their kid is a wonder 
at that, I says, now just yesterday— 

Yes I know says the so called salesman and as I was 
saying I just came from the electric shop, he says, and 
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they tells me they sold over 100 electric washers last 
month, he says. 

Now its my turn to tell a joke, I says. 

That aint no joke, he says. 

I know it aint but I was too polite to call it by its 
true and short and ugly name, I says. 

Well finely we get talkin about the tariff which we 
both agreed was rotten and as that was the only thing we 
both agreed on we kept talking about it. Finely he takes 
an order for some skedule material and some wire and 
loom and etc. and then he starts talking about this hear 
sell em something else again. 

Pliers, he says, pliers what this country needs is 
salesmanship, he says. 

No, I says, what it needs is light wines and beer, I says; 
as long as you are going to lecture stick to a popular sub- 
ject, I says. 

All jokes to one side, he says, what you need is sales- 
manship, more salesmanship and better salesmanship, he 
says. 

Charity starts at home, I says, but that bounced offen 
his head and made no more impression than a brick 
would of and I seen he was wound up and rarin to go so 
I set down and lit a sheroot and says, well mark anthony 
the floor is yourn go to it and this is his line. 

Pliers he says, pliers, consider the barber, theres a regu- 
lar salesman, he says, but we dont know it. You go 
in for a shave, he says, set down in the chair and say once 
over Joe and go easy under the chin and while hes lather- 
ing you he talks about the weather and the kids he says, 
and the lick-her question and takes your mind offer your 
troubles, he says. First thing you know he says your 
nails need fixing and before you know it, he says, a dame 
what would make you forget turn over and net profits, 
he says, is holding your hands and putting a shine on your 
nails, he says, while a boy is putting a other shine on 
your shoes, he says. Then when he has went over your 
face once, Joe says a good mauSage will make you feel, he 
says, like a million dollars and before you can say no a 
hot towl is wrapped around your face and a young trip 
hammer is pounding on you, he says. ¢Then Joe finds your 
hair needs a trimming and a singe and a shampoo and a 
treatment, he says, because its getting kinder thin in front 
and finely he lets you go and you hand the cashier a five 
case note and all you get back is a smile, he says. You 
came in for a shave and you go out with a thoro trimming. 
Thats salesmanship he says. 

What in the hell, I says, has that got to do with the 
electrical business. I aint running and dont intend to run 
no barber shop, I says. 

No, says the smart alack, as a barber youd be the bees 
wax, he says, but you ought to be as good a salesman as 
any wop barber and when a man comes in for a socket, 
he says, don’t let him go out without a iron or a other 
apliance, he says, to put in it. 

Ssh, ssh, I says, here comes a customer. 

Let me wait on him, he says, and Ill show you some 
real salesmanship he says. 

A young feller and a girl comes walking in arm and arm 
and I says go to it and Ill watch you do this sell em 
something more stuff, I says. 

Well this girl was one of them shy kind, you know 
meek as a lamb as a miss but a champeen iron thrower as 


a missus. She was hanging on this guys arm as tho she 
was scared either shed fall or hed run away if she let 
go and it was just as plain as a quakers hat that they 
was engaged but this oil can of a saleman muffs the signs 
and but, Im getting ahead of my story. 

We would like to see, says the young feller, we would 
like to see a floor lamp, he says, that is artistick, gives 
a good efishent light and is cheap. 

So would I, says the salesman, walk this way and walks 
as tho he meant it. Well, they goes in the fixture room 
and I lissen and the salesman gives em a line of chatter 
and the feller picks out one lamp and his girl a other and 
they is a swell argument’ as to which lamp they should 
pick. This bimbo could have seen right there what kind 
of a queen he selected to tie to but this guy was so far 
gone that this flapper could have comited murder and it 


_would have not made no diference. Well finely the order 


taker settles the argument by selling them both lamps. 
When they come out in the shop the so-called salesman 
whispers now watch the dirty work, he whispers very 
sliely to me. 

Now, keep in mind they is a engaged couple, see! 

Well the oil can starts writing the order and says is 
there nothing else you want? 

Your question covers a lot of teritory says the b. b. g. 
but unless you know the name and adress of a honest 
bootleger they is nothing else, he says. 

Well, says the poor fish salesman, no home is complete, 
he says, without a flock of electrikal apliances, he says. 

Now it so happens that he is standing behind a show 
ease in which is the heating apliances and reaches in 
whilst he is talking and without looking picks out a 
apliance and sits it on the counter. 

Guess what that oil can picked out! A BOTTLE 
WARMER AND THE NURSING BOTTLE IN IT! 

Well I tried to grab it but I was too late the dame 
gassped and got so red I reached for the fire extinguisher 
but she made one be line for the door pulling the guy 
with her. 

What do you think of that, says this prize salesman. 

You get back in that office, I says, and dont think, the 
doctor is out of town, I says, and I rushed out to the 
street and overtook the young couple in the next block 
and apologised saying as how the salesman did not mean 
no harm and that he was green and meant to pick a iron 
but did not know the stock and picked the wrong apliance 
altogether. 

Well finely I got em back and after a hours tough work 
sold em a washer and ironer and a whole smeer of other 
apliances which seeing as what they was sold on time 
payment I am going to have a twenty year life policy 
took out to cover the young man as a sort of protection 
on the acount. When they went out the so-called salesman 
comes out and says, see how it works. 

See how what works, I says? 

My sell em something more plan, he says. 

Well, all I can say kid, I says, is that your wind up 
is good but your delivery is wild, I says, you sure pulled 
a bone that time and in the future, I says, you get the 
idears and let the execution up to me. 

Hoping you are the same, 
Respectively, 
OSGAR PLIERS. 
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Lighting Traffic Congestion 


Rapid Increase in the Number of Motor-Driven Vehicles Opens Up New 
Field for the Sale of Lamps and Lighting Equipment 


T’S an ill wind that blows nobody good. F’r example, 
I take the traffic congestion that has come as a result 
of the increasing popularity of the automobile. Who 
would ever think any such thing would open up a new 


field for the sale of lamps, 
lighting equipment and other 
electrical supplies? But it 
has, just the same. 

A score or more years ago, 
when the horse-drawn vehicle 
was still in vogue, city streets 
were considered fairly roomy, 
but with the advent of the 
motor-driven conveyance con- 
ditions changed a great deal. 
Since 1910, or thereabouts, 
the number of automobiles 
has been steadily increasing, 
with the natural result that 
traffic congestion in big cities 
is becoming a more serious 
problem year by year. Not 
only is there greater liability 
for accidents but the speed 
of transportation is greatly 
hampered unless methods are 
used to dispel congestion. 

It’s like any other dark 
subject; the best thing to do 
is to throw a little light on it. 








First Traffic Control Tower Installed in Detroit. Note the Three Projectors with Color Lenses on Each Side at the Tower Top. 











By C. E. JOHNSON 


National X-Ray Reflector Co., Chicago 


And that’s what a few city officials who are endeavor- 
ing to improve traffic conditions in their respective com- 
munities are doing. They have called in lighting special- 
ists, put their problems before them, and installed vari- 
ous systems of traffic control 
which utilize electric lighting 
and signaling. Several meth- 
ods have been worked out 
that are giving entire satis- 
faction. 

In cities that have a much 
heavier traffic at night than 
during the day the simplest 
and most inexpensive method 
is to spot-light the traffic of- 
ficer. A concentrating pro- 
jector unit is suspended about 
22 ft. above the street on a 
guy wire or is mounted on a 
post or trolley pole by means 
of a gooseneck. A standard 
200-watt lamp is used, pro- 
ducing a spot of light about 
6 ft. in diameter that makes 
both the traffic officer and his 
signal standard clearly visi- 
ble at a distance of approx- 
imately 1,500 ft. 

One of the first city of- 


Spot-Lighted Traffic Officer in Camden, N. J. ficials to use this method was 
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J. W. Kelly, chief of the electrical bureau at Camden, 
N. J., who is known as an authority on municipal elec- 
trical matters. He claims that the Camden traffic officers 
are the best lighted in the world, and there is necessity 
for it because on Sunday and holiday evenings in the sum- 
mer 12,000 to 15,000 automobilists pass through Cam- 
den on their way home from outings. 

The type of traffic control that is used both day and 
night is generally known by what is termed a “traffic sig- 
nal tower.” Towers of this kind are built in the center 
of the street intersection to a height of about 22 ft., with 
a small compartment for the patrolman. A bright, con- 
centrated colored light is used to signal traffic, the stand- 
ardized colors being: red to indicate “stop, amber to in- 
dicate “change of traffic,’ and green to indicate “go.” 
These signals are controlled automatically by a flasher 
or by an individual switch for each set of signals, de- 
pending entirely on local conditions. When the proper 
reflectors and color lenses are utilized the signals can be 
seen at a distance of half a mile during the day and even 
farther at night. 

The use of signal towers was first considered at De- 
troit, and an experimental structure was erected on one 
of the busiest crossings, with three powerful reflector 
units and standardized color signals on each side. It 
resulted in better regulation of traffic, together with a 
decrease in the number of accidents, and proved so sat- 
isfactory that twelve additional towers are being installed 
in other parts of the city. Installations have also been 


made in New York City, Baltimore and many other cities. 
An important item in connection with the construction 
of signal towers is that they must be equipped for oper- 
ation both day and night. The reflector equipment and 
the color lenses must be arranged to give a concentrated 
spot of light, so that they will be visible at a great dis- 
tance. The lenses must withstand the heat of the lamp 
and not be affected by temperature changes. Also, there 
must be no reflection from the sun during the early eve- 
ning hours that will result in glare that will blind motor- 
ists and pedestrians. 

For emergencies, when it is necessary to stop all traf- 
fic, a master switch is used to flash on all of the red lights. 
A siren or horn is sometimes employed to make the “stop” 
signal audible. 

It is safe to say that traffic control by electric lighting 
has by no means been fully developed and that there are 
many city officials who have not yet considered—let alone 
realized—its possibilities. It offers a good field for the 
jobber and his salesmen because not only lamps and pro- 
jectors are required but wire, fuses, conduit, switches, 
flashers and many other items are necessary for an in- 
stallation. 

The jobber’s salesman in a city of 100,000, or even 
50,000 population who is in touch with officials interested 
in traffic control has an excellent opportunity to bring 
this matter before them with the idea of helping them solve 
some of their traffic problems. It is service selling of a 
high order. Where traffic centers—stop! 











































































































13,000,000: , . Ae 

Yearly Increase of’ en 
12,000,000 Traffic 1912 to 1921 cA 

from figures complied Ps 
1,000,000 for Aulomotive Industries’ 7 

issue of February 16, 1922 
10,000,000 Indicated 

Probable trend to 1028 
9,000,000 Indicated ________ 
8,000,000 a 
2Z000,000 Z 
6,000,000 6105,974 
5,000,000 
4000,000 

a. 
3,000,000 e 
479742 
2,000,000 a a | 
000,000 | ___—“ 
800,000 

w=) riz | 1913 | 1914 | 1915 | 1916 | 1917 | 1918 | 1979 | 1920 | 7927 | 1922 | 1923 | 

















This Chart Shows the Increases in Registrations of Motor Vehicles from 1912 to 1921, and Gives an Indication of Greater 


Traffic Congestion to Come, with Consequent Demand for Lighting Equipment. 
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HE accompanying tabulation gives an interesting 
review of market conditions in the jobbing field from 
July 15 to August 15. Report blanks were sent to 
practically all the jobbers in the United States and 
Canada, with the request that they give us information 
as to the demand and price tendencies for the different 
presented herewith was 


commodities. 


Market for Electrical Supplies 


Jobbers in Different Sections of the Country Report on Demand and Price 
Tendencies in Their Respective Territories 


The compilation 


made from the returns, which, with a few exceptions, are 
remarkable for their general consistency. The com- 
ments are our own, being deduced after the reports had 
been segregated according to different sections of the 
country. With the assistance of further co-operation from 
jobbers we plan to make this report of market conditions 
a monthly feature of the THe Jospper’s SALESMAN. 







































































































































































| § ve MARKET PRICES 
| 2:5 | July 15 to Aug. 15 General Trend 
COMMODITY | 8 granary imnereetrmanatetsieicemete | COMMENTS 
Sart | In- | | De- | 
| % | Good | Fair | Poor |\creas- |Steady| creas- | 
ing ing | 
Transformers, insulators, and other | Demand better in southern states than in other 
C.S. distribution equipment... . 52 5 35 12 2 | 49 | 1 | © sections. 
arp fami a RBGY or, | Ca | . . . e 
| | Big companies busy in South. Needed extensions 
Poles and pole-line hardware. ..... .. | 60 1] 39 9 || 38 | 18 4 | should increase demand. 
Switchboards and accessories........| 55 5 22 28 1 I as Demand only fair; prices steady. 
— —— -——— —- -—--—— | ———|| 
| Market most active in central states; other sec- 
Motors and control apparatus....... | 64 mw Tw a |: $ 60 1 | tions fair. 
— |__| —_-—_— 1] | } 
| | 
Safety ewitthnea.. 20. 68. a8 72 26 34 12 || 6 | 60 | 6 | Increasing sales in all but eastern states. 
| Good turnover indicated in all sections, account of 
Weiter GI SS Lena eeceance ss | 77 36 34 5 12 | 58 | 7 | building. 
| | | | Price increases on some lines; market good in all 
Conduit and fittings............... 72 43 27 2 || 52 20 | O | _ sections. 
Pe Tee ee a Oe oe 
| | 
} | | ‘ 
R. C. wire and cable............. 77 42 31 4 31 | 40 | 6 | Demand strong; prices somewhat unsettled. 
a opr, amahas QO t Uarwiy oot | 
Weer Ce ad bh ees nob ecgee 72 22 | 39 11 97 | se | 8 Market and prices uniformly steady. 
| | 
WOE Cut 4 ae | 7 : 
, Summer season has affected demand in all sec- 
LOR sto Fn RSet Wi se Kai are b. ae 23 43 11 oo WE 6 tions. 
—s ie i ae Soe eee , 
| Only fair, although some favorable reports from 
Industrial reflectors................ | 70 + 30 36 0 | 66 4 | central states. 
———— Ss | | 
| toe 
Commercial lighting units.......... | 63 6 29 28 1 | 56 | 6 | Same conditions exist as for industrial reflectors. 
|—_—__— | ____| ~ —_——| 
Street lighting equipment........... | 51 i 22 25 1 | 46 4 Better business expected in fall. 
} | | Wide divergence in reports, indicating spotty 
Heating appliances..............- 75 15 31 29 | 5 | 36 | & demand. 
sai ——— ee ee ee einniiiepeenee a 
| ¥ 
Motor-driven appliances............| 64 4 | 17 43 1 | 55 8 | General business is not very good. 
| _——-__—— | —_ 
| | | | Demand good in South, but season disappointing 
Page. Benalad var tye inv ams eee nts | 74 8 | 2 43 || O | 60 | 14 in other sections. 
| | Is expected to pick up in fall; prices steady on 
RAG SC Ust ans casas onewd «00s 65 9 | 2% 31 Boat 25 | 36 | quality goods. 
| | Reports indicate slower movement than was 
Flashlights and batteries........... 73 15 | 38 20 0 | 71 | @ | — expected. 
Prospects good in central states, but little new 
Dec wk emia b+ 53 46 2 13 o | so | 7 work. 


Telephone equipment 
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| ; 
Market strengthened on account of radio. 





Demand only fair. 
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“Electrify America” 


Knowledge of Conditions in Different Communities Affords Jobbers’ 
Salesmen Chance to Help Nation-Wide Movement 


N OPPORTUNITY has been given jobbers’ 
A salesmen to assist in the “Electrify America” 

movement which is being advanced by the Joint 
Committee for Business Development and the Society for 
Electrical Development. 

This movement, it may be explained, grew out of the 
increasing interest displayed by the public in use of elec- 
tric service and of the desire on the part of the electrical 
industry to explain co-operatively in different communities 
the usefulness of this service. These tendencies assumed 
such proportions that last spring the National Elec- 
tric Light Association invited some fifty executives repre- 
senting every branch of the industry to discuss the ad- 
visability of inaugurating a broad, general movement to 
stimulate and develop the electrical business. As a re- 
sult, the Joint Committee for Business Development was 
formed to prepare a program of ways and means. H. A. 
Lane was appointed director, with offices at N. E, L. A. 
headquarters, 29 West 39th street, New York City. 

It is the belief of the committee that the public will 
make a greater use of electricity and things electrical as 
people are taught its greater usefulness, and that the 
best way to accomplish this and to build good-will for 
the industry is to show them. 

While the ultimate success of “Electrify America” will 
be reflected in increased sales and profits, only three of 
the four fundamentals of selling can be accomplished by 
any movement so broad in scope. These fundamentals 


are: 
(1) Commanding the attention of the buying public. 
(2) Creating an interest in electrical products. 
(3) Creating a desire to have electrical products. 
(4) Making individual sales. 


The fourth can never be covered by co-operative devel- 
opment work, but only by the efforts of the individual 
retailer, who must tie in with the work of the general 
movement. 

As a matter of fact, the movement can be called one of 
preparation for selling, and not one that can be used as 
a guise for a selling drive or campaign. It will be a 
sustained activity, in which the effort will continue over 
a period of years. During this time the several branches 
of the industry will be taken up and exploited individually 
by the many communities in this country, so that the peo- 
ple may more quickly learn of the maximum usefulness 
of the various applications of electrical service. 


Success Depends on Local Activities 

The success of the movement will be measured by the 
number of communities which start electrical develop- 
ment programs, and the thoroughness with which these 
activities are carried through. In general, the accomplish- 
ments of each local activity will include a greater good- 
will for the industry, increased helpfulness to the build- 
ing trades, real assistance for those who have not yet taken 
advantage of electrical service, and a demonstration of 
the economic value of greater use of electrical service. 


The activities will be local. The committee will not 
carry on a national campaign, but will act only as a 
co-ordinator of the movement and as a clearing house for 
ideas and for experiences which are proving successful in 
the field. Neither will the committee adopt any one pro- 
gram for all communities; on.the contrary, its function is 
to be definitely helpful to each community in perfecting 
an organization to function locally, and then to assist in 
the preparation of a program that will best meet exist- 
ing local conditions to the end that the maximum good 
may be accomplished. 


How Jobbers’ Salesmen Can Help 

Since the activities of this movement are to be of a local 
character in each community, the committee is anxious to 
learn from an impartial source just what the local situa- 
tion is, and whether or not the relations are very cordial. 
If they are not cordial, the committee would like to know 
what can be done to improve them. Furthermore, the 
committee would like to have the jobber’s salesman’s 
opinion as to who is the best person in each community to 
lead a local movement for business development. This 
is a question that the committee is unable to determine 
because none of its members are close enough to the dif- 
ferent local situations to enable them to judge properly. 

On the opposite page is a reproduction of a question- 
naire prepared expressly for use by jobbers’ salesmen in 
reporting to the committee. Over 75,000 copies of this 
form have been printed, and supplies have been sent to all 
member companies of the Electrical Supply Jobbers As- 
sociation, which is assisting the movement. This does not 
in the least prevent other companies and their salesmen 
from co-operating and sending in the data needed. Simply 
fill in the questionnaire with the necessary information 
on some town or city with which you are acquainted and 
mail it to the committee. 

Regarding the questions asked as to what the central- 
station company is doing in the way of reaching out for 
business, it is believed the jobber’s salesman is better 
qualified to tell than anyone else. Often a central-station 
company will say it is making a great attempt to push a 
particular line when, as a matter of fact, its work could 
be greatly augmented. 

Another important matter which the committee wants to 
know about is whether or not there is any kind of a local 
electrical league. In many cases these organizations are 
not active, but the fact there is an organization in any 
particular community gives the committee a nucleus 
around which it can work. 

It is a stupendous task to gather and digest the neces- 
sary information about every city and town in the coun- 
try, but the Joint Committee for Business Development 
has undertaken to do it in the belief that the ultimate re- 
sults will be of great benefit to the industry and the public 
it serves. Jobbers, and jobbers’ salesmen particularly, are 
in a good position to furnish valuable information that will 
assist the movement. Let everyone do his bit! 
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Questionnaire for Jobbers’ Salesmen 


To THE SALBSMEN OF THE INDUSTRY: 


A movement has been organized by the central stations, manufacturers, jobbers, electrical contractors and dealers, and the 


trade press to increase the uses of electricity by the public. 


The success of the plan rests upon the realization of all branches of the industry that volume and diversity of sales of current 


by the central stations will increase the opportunity for sales by the rest of the industry. 


To realize the greatest possibilities in this movement, which is designed to cover a period of several years and not simply to be 


a flash in the pan, certain information is needed at headquarters, and we ask your earnest co-operation in securing it in the 
shortest possible time. 


This movement will materially increase your opportunity for business in your territory, and will pay you for putting in the 


time necessary for securing this information. If we work together we will win together. 


To the salesmen of the industry this task has been assigned. Prove in its thorough accomplishment that no mistake has been 


made in delegating this most important work to you. 


Tue Jornt Comm™itree ror Bustness DeveLopMENT, 
29 West 39th St., New York City. 
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A Perspective on Distribution 


Questions About Jobber Service, Potential Demand and Correct Policies 
Discussed in Interview with George P. Baldwin 


By THOMAS F. CHANTLER 


price, and of percentage of selling expense, 

We speak of percentage of gross or net profit 
in terms of volume of sales. Some day we are going to 
speak more of gross profit and expense, and after we get 
that idea firmly fixed in our 


‘WN. SPEAK of expense in terms of selling 


by conditions that are largely independent of control by 
the manufacturer. What's the answer? Simply that 
that trio of manufacturer, jobber and dealer that can 
fabricate a useful article and get it into the hands of the 
user and collect for it by the most direct and economical 

means will accomplish the 





minds we are going to change 
somewhat our attitude and 
some of our methods. For 
after all, the important point is 
that the jobber receives a cer- 
tain margin for work to be 
performed for the benefit of 
the community which he serves 
—a margin regulated to a large 
extent by competition—and it 
is what he saves by his superior 
methods as against those of 
others likewise engaged that is 
his net profit.” 

This is what Mr. Baldwin 
told members of the General 
Electric Distributing Jobbers’ 
Association at the “Island” 
this summer, and while I was 
talking with him I referred to 
this statement and asked him 
what he meant by the work 
that the jobber should perform 
for the benefit of the com- 


7“ 


tribution—a 


Fundamentals 


TRUST you will not pic- 
ture me to THE JOBBER’S 
SALESMAN readers,” said Mr. 
Baldwin to the interviewer, “as 
a ‘bug’ on the question of dis- 
herald of new 
truths or anything of that sort. 

“I’m just an engineer who 
wandered into the merchandising 
field and remained there because 
the work is so engrossing. 

“T have not brought any new 
kinks into selling. 
trary, my efforts have been di- 
rected to understanding what al- 
ready is, and trying to discover 
the fundamentals that govern.” iy 


biggest saving out of the dif- 
ference between raw material 
cost and selling price—the 
greatest profit. And that trio 
that makes the greatest profit 
will be enabled to give the best 
service; also the trio that gives 
the best service will get the 
most business and make the 
greatest profit—not percent- 
age, but volume. And there 
you are.” 

“Can't you.step that illustra- 
tion down to just the jobber 
and his salesman?” I asked. 

“Yes,” he agreed, “that can 
be done. But I was aiming 
more to point out a principle 
than to get into the details of 
an individual operation. How- 
ever— 

“The jobber whose methods 
conducting his business 
grade to about 40 per cent, 


On the con- 











munity he serves. 

“Suppose we begin,” he replied, “by imagining our- 
selves viewing the work of the average jobber through a 
telescope—seeing his activities, but not hearing the inci- 
dental talk. We discern the manufacturer passing mer- 
chandise along to him; and we see the jobber, in turn, 
passing that merchandise along to the retailer, who then 
can be seen supplying it to the consumer. Now, viewed 
in that way, manufacturer, jobber and retailer are seen 
to be engaged all to the purpose of serving the consumer. 
Selling resistance there may be, and corresponding effort 
called for to overcome it, but the actions themselves speak 
louder than the words—we see and understand that a 
service is being rendered. And if, through our telescope, 
we see retailer, jobber and manufacturer receiving money 
for the goods that have been made and passed along to 
the consumer’s hands—well, that money must appear to 
be payment for service rendered. 

“Let us now put a little more detail into that picture, 
and see then what we have. The price to the consumer 
is regulated to a very definite degree by competition; and 
if not by that, then by the question of salability. Go- 
ing now to the other extreme, we find that the price of 
the raw material used in making the commodity is fixed 





= 


where they should be 75 per 
cent or higher, must make up for that lack somehow, 
mustn’t he? He loses business that would be his with 
better methods, and he piles up an unwarranted over- 
head on the business he does secure. Observed through 
our telescope he might almost appear as an impediment 
to business, rather than contributing to its direct advance- 
ment. 

“Then there is the jobber who peppers his territory so 
full of retail outlets that only skim-milk returns can be 
had by any of them. Also there is the jobber whose 
loose methods of granting credits tempts incompetents 
to undertake merchandising ventures for which the com- 
munity at large—you and I, if you please—must pay 
ultimately. Also, we must not forget the jobber who 
multiplies his duties and swells his expenses by stocking 
various products practically identical in utility, quality 
and price, spreading thinly over the lot what otherwise 
would be a profitable profit on one of them. 

“Those examples, together with others that they sug- 
gest cannot by any device or sophistry be construed as 
typical of good service.” : ; 

I referred to another extract from his speech at the 
“Tsland,” which was as follows: (Turn to page 60) 
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George P. Baldwin 


Nearly twenty years’ experience in the distribution merchandise department recently organized by the 
and marketing of electrical supplies is the record Mr. General Electric Co. for the purpose of handling the 


Baldwin brings to his new post as manager of the sales of electrical products manufactured for resale 
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Sea sickness and sea legs will be eliminated on ocean 
liners by the use of this 120-ton electrically operated 
gyro-stabilizer recently developed by Elmer Sperry. 


In the Yosemite is Camp Curry, which is becoming 
widely known as the camp with every modern electri- 
cal convenience. If you look real close you will see 
George Hughes watching the chef operate the electric 
bake oven. 


Pictorial Review of Electrical Developments 
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Talk about your electric time systems! Above are shown 
some of the 750 clocks which are to be installed in 
London’s new county hall, Westminster. Each clock 
will be electrically operated, the total being divided 
into groups of approximately 100, and each group to 
be controlled by an independent master clock. They 
aren't so slow over in England as you might think— 
that is, the clocks. 












~ Wouldn’t be ashamed of this receiving set in your front 


parlor, would you? Gives an indication of what radio’s 
coming to—mahogany console model, two stages of 
radio frequency, detector, three stages of audio fre- 
quency, loop aerial ’n’everything.—Photos by K. & H. 
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Below is shown an installation of a new type 
of electric heater for residences. Its action 
depends upon the principle of reflection and 
it is said to effect substantial economies in the 
consumption of energy. 





Above is a novel photo, loaned by M. M. 
O’Shaughnessy, San Francisco City Engi- 
neer, showing the lighting for night con- 
struction work on the Hetchy Hetchy dam, 
an important unit in San Francisco's water 


supply project. 

















‘es se po 
The Braid Electric Co., Nashville, is proud of that § o Loe - teats 
city’s progress in electrical matters, and sent in this : : pigs) 
photo, taken at night, of Nashville’s “Electric Home.” j Abs ‘Ps 
It was opened by the Electric Club of Nashville, was  ~#* LEM), 
visited by over 20,000 persons from July 11 to August 
11, and contained every kind of electrical convenience. 


Seems like almost too many telephone poles for a J. S. 
to jot down on one order, and, as a matter of fact, it 
was. It was a huge raft that was floated down from 
Washington to San Diego, Calif. The entire raft was 
900 feet long and contained over 30,000 lineal feet of 
cedar poles.—Photo by K. & H. 
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MEN YOU SHOULD KNOW 


C. B. Hall, 


ANY times in following the plow or harrow on 
M. the farm in LaSalle county, Illinois, where C. 
B. Hall spent the first 18 years of his life, he 
saw itinerant salesmen and canvassers of various kinds 
riding by on the road in their neat gigs and livery-stable 
rigs. By comparison, it seemed a very luxurious and 
desirable method of gaining a livelihood, and he finally 
came to the conclusion that his 


President, Illinois Electric Co., 
Los Angeles, Calif. 


he foreseen at.that time even a small part of the South- 
ern California expansion, undoubtedly he would have re- 
mained there. A few years’ experience in the Metro- 
politan National Bank of Chicago, however, gave him 
some good banking experience which proved to be an 
asset later, but at the time it seemed to him as if it was 
a waste of time. Added to that, the confinement in the 
bank was telling on him phys- 
ically, and his desire to return 





future success did not lie in 
tilling the soil. 

His father believed hard 
work the true measure of suc- 
cess, and early in life this 
principle was instilled in the 
son, who could not imagine the 
difficulties that confronted the 
men in the selling game he en- 
vied so much. And when he 
actually went on the firing line 
he learned that the art of in- 
ducing men to buy was not a 
bed of roses. He learned, too, 
that it is fortunate that this is 
true, for it is always the hard 
knocks which create qualities 
necessary for success in any 
line of. endeavor. 

Having the average country 
boy’s experience in a district 
school, followed by two years 
of high school at Ottawa, IIL, 





Getting Ahead 


CCORDING to Mr. Hall 
there is no truth in the state- 
ment that the average salesman’s 
habits and training render him 
incapable of becoming an effi- 
cient executive. 

He attributes no little part of 
his success in the jobbing game 
to the experience gained during 
his many years on the road. It 
gave him an insight into human 
nature which has proved of un- 
told value in building up a sell- 
ing and service organization, and 
his career is a good object lesson 
for the aspiring salesman. 


to the Coast became so great 
that he finally returned to 
“Sunny California.” 

Shortly after his arrival he 
took a position for a few 
months with a country news- 
paper called the Azusa Pomo- 
tropic in the little town of 
Azusa, Calif. 
pied his time in soliciting sub- 
scriptions, advertisements, 
gathering news, and trying to 
collect overdue accounts for 
the somewhat neglected week- 
ly. As the editor of this pa- 
per was desirous of going east 
on a vacation, he put Mr. Hall 
in charge as “editor in chief”’ 


Here he occu- 


during his six weeks’ absence. 
Again Mr. Hall had a good 
lesson in the conservation of 
capital, as the editor and own- 








and one year at Beloit College, 
Wisconsin, Mr. Hall entered 
upon his commercial career. At the age of 20 years, he 
applied to Wilson Brothers, a wholesale men’s furnishings 
concern in Chicago, for a position, and he considered 
himself fortunate when this large and growing company 
put him on the payroll at $6 a week. Board and lodg- 
ing cost him practically all of this amount, and by walk- 
ing pretty fast both ways he was able to get his lunches 
at the boarding house. This taught him, as time went 
on, a splendid lesson in the conservation of capital, which 
is a valuable asset to any man. 

Fortunately or unfortunately—he will never know 
which—Mr. Hall was compelled, after a few years, to 
sever his relations with this company on account of ill 
health. He had started with Wilson Brothers with one 
idea in mind, and that was to make it a life job. He 
had been put in charge of a small department, and his 
disappointment in being compelled to leave was keen, 
indeed. Wilson Brothers were glad to hold his position 
for a year, but it seemed best for him to get out in the 
open, and California appealed to him for this reason. 

After spending a year there in the business of regain- 
ing his health, Mr. Hall went back to the great com- 
mercial center of Chicago to renew his activities. Had 


er collected every dollar pos- 
sible before leaving, and then 
drew more money after his departure. Mr. Hall looks 
back on his short regime with this newspaper as being 
one of his most wonderful experiences, and he was able 
during the short time as editor in chief to sell this little 
country paper successfully. 

When the Illinois Electric Co. of Chicago severed its 
relations with the Charles Sloan Co. of San Francisco, 
which had been representing the Illinois company on the 
Pacific Coast for some time, Mr. Hall was approached 
with the idea of his taking the line. His first reply was 
that “you must be crazy,” as he did not know a socket 
from a switch, or had he ever actually enacted the role 
of a drummer. However, after some further persever- 
ance on the part of the Illinois Electric Co. he decided 
to try to sell the line. It is needless to say that his first 
year on the road was discouraging. He remembers dis- 
tinctly handing in his resignation after what he consid- 
ered his most unsuccessful trip, but he was again urged 
to keep going, on the very logical basis that he had not 
found out what the ultimate results might be from that 
particular trip. 

For a number of years all stock was shipped from the 
Chicago house, except a few items oc- (7'urn to page 71) 
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Sign Lighting 





Essential Facts for Jobbers’ Salesmen to Assist Dealers in Effecting the 
Sale of Lamps and Lighting Equipment 


By W. E. UNDERWOOD 


illumination problems in connection with elec- 

tric signs. There was the 10-watt sign 
lamp and it was universally used. Today there is a 
whole line from 10 to 150 watts for sign use. 


A FEW YEARS ago there were practically no 


Illumination 

The first consideration is the wiring of the sign. 
If it is an old sign the 10-watt lamps cannot be re- 
placed with 100-watt lamps without taking into 
account the carrying capacity of the wires. 

The second consideraion is the location of the sign 
with respect to competing illumination. In other 
words, how brilliant must the sign be in order to 
dominate. If there are nearby electric signs, high- 
intensity street illumination, brightly lighted store 
windows or movie palaces, it is obvious that the sign 
will require high-wattage lamps. 

On the other hand, the use of high-wattage lamps 
is limited somewhat by the location of the sign. Signs 
mounted two or more floors above the ground can be 
equipped with high-wattage lamps without resulting 
in unpleasant glare to pedestrians or car drivers. 
Low mounted signs, such as those over theater door- 
ways or above display windows, seldom can be 
sensibly lighted to a greater brilliancy than that pro- 
vided by white mazda lamps. Higher wattage lamps 
are so glaring at such low mounting heights that 
people avert their eyes and miss the sign message. 

In choosing lamps for electric signs there is the 
following range for choice: 

Ten-watt clear mazda sign lamps—suitable for use 
in masses for backgrounds, etc. 

Twenty-five-watt blue mazda sign lamps—suitable 
for use where there is little competition from other 
signs or night lighting. 

Fifty-watt mazda sign lamps—the right lamps for 
perhaps the majority of signs. These lamps, as well 
as the 25-watt blue sign lamps have great “end on” 
candlepower and give a light somewhat approach- 
ing white in color. Both lamps may be used in 
troughs originally designed for 10-watt lamps. 

Fifty-watt and 75-watt white mazda lamps—these 
type C lamps give a very pleasing effect in signs and 
because uf their diffusing qualities may be used in 
low mounted signs without undue glare. 

Seventy-five and 100-watt clear mazda lamps— 
suitable for high mounted signs. 


One hundred-watt and 150-watt mazda daylight 
lamps—suitable for high mounted signs. 

It should be remembered that type C lamps can 
not be exposed to the weather without the use of pro- 
ecting or weather caps. Color effects are best 
obtained with color caps, and the added effectiveness 
of flashers should not be overlooked. 


Market for Electric Signs 

Electric signs are steadily gaining in favor with 
advertisers. The increase during the past two years 
has been somewhere in the vicinity of a million sockets 
a year, so that today there are at least 10,000,000 
sign sockets in the country. Another big lighting 
market is the illuminated signboard, each requiring 
four 150-watt lamps, special reflectors and a lot of 
conduit. At present, about one-fifth of all billboards 
are illuminated and the billboard people are so im- 
pressed with the rapid increase in lighted boards that 
they predict that four-fifths of all billboards will be 
illuminated within five years. 


Sales Pointers 
Electric signs may be sold to merchants on the 
simple and straightaway basis that they pay big divi- 
dends by increasing the merchant’s business. For 
most merchants the electric sign and the well-lighted 
display window are the most effective of all adver- 
tisements. The ¢ost for electric advertising, con- 
sidering initial installation, upkeep, etc., for reaching 
1,000 persons is about 3.5 cents—almost the same as 

the cost of newspaper advertising. 


Careful analysis of electric signs made on the 
Pacific Coast, with reference to their effect in in- 
creasing the sale of merchandise, indicates a sales 
increase of 80 per cent within the first month. A 
slightly lower average is maintained for succeeding 
months. 

Selling the merchant on the basis of what the sign 
will do for him in the way of almost certain profit 
and by appealing to his pride is one of the easiest of 
selling jobs. Of course, it is necessary to pick your 
prospects—there’s no use wasting time on those who 
are in no position to buy. 

All told, sign lighting offers many and varied op- 
portunities for sales to the jobbers’ salesman and to 
his retailers, and every sale means an unending re- 
newal demand. 





This is the eighth of a series giving condensed sales data on lighting subjects, written 


expressly for jobbers’ salesmen. 





Save these pages for your lighting sales portfolio. 
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A contract for industrial lighting 


is of considerable importance to the electri- 
cal dealer. 

Important, in the first place, because it usu- 
ally means a large sale. Selling “good il- 
lumination” is profitable. A_ thirty-dollar 
sale of Westinghouse holders, sockets and re- 
flectors should mean another thirty-dollar 
sale of Westinghouse lamps, wire, conduit 
and switches. 

In the second place, industrial lighting is a 


*‘re-order”™ 
business—if the first purchase was satifac- 
tory. Then, too, most manufacturing plants 
are continually enlarging. 

Westinghouse “looks ahead’ in the design 


profitable field because it means 


of lighting equipment. Various types of fix- 
tures have been created with the definite 
object in view, namely, light—light where it 
is wanted, and light of the right quality. 
The photograph above shows what Westing- 
house-Cutter installations accomplish. 


you do not happen to be a Westinghouse-Cutter dealer, you will profit from a 
discussion of illumination with a Westinghouse representative or agent-jobber. 


you area Westinghouse-Cutter dealer, there are all kinds of industrial lighting 


business to be had in your town. 


George Cutter Works 
vy 


More power to you! 


Westinghouse Electric & Manufacturing Company, 


South Bend, Indiana 


VY; 


Westinghouse 
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Adventures of Hardluck Sam 


Our:Hero Uses the Right Idea But the.Wrong Subject 


EAR PHIL: Of course, your letter was wel- z 
come, but with.all due respect to your brand of 


humor, I can’t say it cheered me up any. It 
was all O. K. till you stalled on that sour note in the 
last bar, you know, where you ask me why don’t I write 
one of those “How I Landed the Order” stories! You 
big sap, haven’t I told you time and again I don’t have 
any trouble landing ’em; it’s trying to keep ‘em that 
makes me look so thin and gray. 

Now comes the confession, Phil. In spite of all my 
boasting, one week ago today I was sitting with my head 
in my hands, racking my brains (Oh, yes, I have, Cutie, 
lots of ’em) for a way to land an order. I wanted a big 
from a certain John Saunders, of Hoptonville, 
You know how 


one 
down in the tobacco section of Kentucky. 
they are down there, Phil; good quiet people, but lots of 
Why, even as I sat there that morning, trying 
to shove myself off the hotel veranda and call on 
Saunders, one of ’em got up, stretched himself, and says: 
“Well, I reckon I'll go out and kill me another police- 
man.” Nobody moved or spoke, except the village under- 
taker, who called to the storekeeper across the street to 
wrap up six pair of black cotton gloves. That's how they 


action. 


are; they made it look so easy. 

Well, this Saunders person-was one of my puzzles. I 
had been calling on him for six months, and never could 
He bought seldom, but heavy, from anybody 
but me. I was always a lap behind a nice juicy order. 
You know me, Phil; I’ll sell ’em if it takes me ten years, 
only I ain’t never going near that baby again, because 
circumstances has arisen, etc.; you know what I mean. 

While I was sitting there, all blue and useless, who 
should drive in from Princeton but your old friend, Jack 
Plunkett. I always liked Jack, too, and I’m giving him 
the benefit of the doubt till I can question him, but I tell 
you if I find he really meant to send me to my death, 
friend or no friend, I'll beat his ears in. 

Of course, you know Jack is not a competitor; that’s 
why I can’t believe he framed me. Anyhow, he was on 
his way to Paducah, and couldn’t stay long, but when he 
saw how glum I was looking he wanted to know if he 
could help me out. I told him all about it, and when 
I mentioned Saunders’ name Jack said he had heard some 
fellows at the depot talking about him. When he asked 
me about Saunders’ manner and habits, I told him all I 
could. He sat thinking for quite a while before he spoke. 

“Say!” he says, all of a sudden, ‘“‘have you ever tried 
kidding him?” 

“H—1, no!” I says. 
boy, I ain’t going to!” 

“Now, see here,” says Jack, “did you ever hear anyone 
kidding him ?”’ 


thaw him. 


“And that ain’t all, Plunk, old 


“No,” I answered. 

“There you are, Sam,” warbles Jack, “Nobody does it 
because they think he wouldn’t like it, and yet he’s just 
dying for someone to good-time him.” 
‘Interesting, if true,” I says, “but if he’s waiting for 


me to do it, he’ll be the deadest corpse ever put on icv.” 

Jack started to get hot. “You poor prune!” he 
barks, “don’t you see Saunders: needs a good jazzing u): 
Of course, he’s not use to it; that’s why he’s craving it. 
Why, Sam, if someone was to come along now and tell you 
how handsome you are, wouldn’t it tickle you to death? 
Why? Because, naturally, nobody ever told you that.” 

Some crust, eh, Phil? It made me kind of sore, but 
all I did was to remind him of the time he leaned over 
Thompson’s baby crib, and the kid had compound con- 
vulsions. He got sore as a bat for a minute, but he swal- 
lowed it down; then I gave in. 

“But what shall I razz him about, Jack?” I says. “‘It 
can't be politics, or religion, or anything delicate. 
to figure out some line, something good that’s happened 
to him for instance.” 


I got 


“That reminds me,” says Jack, “‘the very thing! | 
heard-one of those fellows at the depot say that Jolin 
Saunders had finally joined the lodge. Another one said 
that John had been itching to be made a member of the 
Tar Babies for a long while, and from the way they 
laughed, it must have been a grand initiation. Now, if 
there’s anything a fellow is proud of, it’s joining a lodge. 
You go and give him a good ride on it, and then write me 
how big his order is. Good-bye.” 

After Plunk was gone, the more I thought of it the 
better it listened, so I just sat quiet for another half hour, 
rehearsing my stuff. I hadn’t never sold him a nickel’s 
worth, so I couldn’t lose, and I figured I might as well 
go the whole hog. Of course, I ain’t saying I didn’t have 
a chill or two when I thought of what might happen, and 
I knew Saunders could plant a bullet on every button 
on my shirt at 20 yards, but I figured about 75 per cent 
on his Southern Hospitality. 

Well, the upshot of it was that I waltzed right in on 
him, never said a word about business, but hopped right 
on him about the lodge stuff. ° 

“Well, well, well, Mr. Saunders,” I chirped, “You sure 
rate some congratulations! Joined the Tar Babies at last. 
How you likum that initiation, that electric chair? How 
was the old goat, wild, eh? How x 

It was a new one on me, Phil, hitting a man from 
chair, but he sure pulled it over; started one from tlic 
floor, and I’ve get a big, blue ring in the small of my 
back where I lit on his iron cuspidor. The next think | 
knew I was out on the sidewalk, with old Huck Peevy 
holding me and asking: ‘What did you say to him?’ 

I told him I merely tried to josh Saunders about join 
ing the lodge. At that Huck let me drop on the walk, 
and began to laugh fit to bust. 

“What's eating you, you big stump-jumper,” I groans, 
“didn’t he join the Tar Babies last night?” 

“HAR! HAR! HAR;” he bellows, “sure he did. He 
made some talk about the boys holding their tobacco, and 
last night they TARRED AND FEATHERED HIM!!!" 

Yours for slate roofs, 
SAM. 
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“Reduce tactory Costs 


Over twenty million dollars is added to factory 





Photograph of the shops of the 
Kissel Car Cr., Hartford, Wsc.,; 
lighted with X-Ray Beehive Re- 
flecters. 



















costs each year by spoilage and industrial 
This label on all accidents resulting from poor lighting. 
X-Ray Reflectors 
You can reduce the cost of production in every 
poorly lighted factory by installing powerful X-Ray 
Beehive Reflectors for good industrial lighting. 


is your guarantee © 
for quality 





There are eight types of X-Ray Reflectors for 
industrial lighting in sizes ranging from 40 to 1,500 
watts—an X-Ray Reflector for every lighting need. 


Ask our engineers to help you plan the lighting 
for old or new buildings 


National X-Ray Reflector Company 


The Clearing House for Lighting Ideas 


New York CHICAGO Los Angeles 
31 W. 46th Street 231 W. Jackson Boulevard Pacific Finance Building 





Engineers in all principal cities 














T his is the first prize—$725.00 
Radio Receiving Set — You 
have two ways of winning 





This is the Ist Prize— 
$725.00 Radio Receiving Set 


This cabinet type Colin B. Kennedy Radio 
Receiving Set is complete in every detail from 
a self contained high grade loud speaker to “‘B” 
Patteries—all connected up—ready to ‘“‘listen 


in.’ The walnut cabinet stands 58 inches high 

a masterpiece of cabinet making. Effective 
range 175 to 25,000 meters—400 to 600 miles 
on ‘‘broadcasting.’’ Installed free in the home 
of the winner anywhere in the U. S. 


The “‘Finish-the-sentence” 
Contest for the Public 


The Red Seal Battery contest for the public 


is a simple contest that any man, woman or 
child can enter and have an equal chance to 
win one of the 53 prizes. 

To enter the contest it is only necessary to 
complete the following sentence in not more 
than 10 words: 

“The Red Seal Battery is best (1) because it 
is the all-purpose battery and 
(2) because . 


Enter Both Contests — 
Double Your Chance of 


Winning a Prize 


A Double Chance for You to 











































Your Part in the Biggest Drive Ever 
Launched to Help You Sell Red 
Seal Batteries 


ERE’S a new kind of contest—entirely different 
from all others—with you sharing in all the re- 
sults, including two different ways you may win the 


first prize, $725.00 Radio Receiving Set. 
These Are the Two Ways You May Win a Prize 


1. You can enter the Red Seal Battery “‘finish-the- 
sentence’ contest for the public, 


2. You can enter the Red Seal Battery Prize Letter Con- 
test for Jobbers’ Salesmen. The same set of 53 prizes will 
be awarded to those jobbers’ salesmen who send in the best 
letters of not over 250 words, describing the best method 
to be used in obtaining the consent of the dealer to display 
the free Red Seal Battery Contest material in his window. 
The letters may describe the arguments used to convince 
the dealer, or may describe methods suggested for deco- 
rating a contest window. 


This Is What You Do! 


Go to it! Pack the old grip and hit 'em hard. Talk Contest! 
Eat Contest! Sleep Contest! 

Get your dealers all keyed up. Show them how to make a 
good window trim with the fine material we send them. See that 
every dealer has plenty of folders with entry blanks. See that 
their stocks of Red Seals are complete. Get them to stock extra 
supplies for the contest period—Nov. Ist to Nov. 15th. They'll 
need them! And remember this:—when your dealer is in a 
buying mood you are going to easily sell him the rest of your 
line. 

Hit the trail for new accounts. You'll get ‘‘oodles’ of them 
with this big contest idea to back you up. Go to it! 


Contest Starts Nov. Ist 
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-INOV.1St- NOV 
. ean € — 
Win This $725. adio Set 
* . 
These are the 52 other Prizes 
Boost this Contest and ee 
n rize 
Y B d B Complete Radio Receiving Set consisting 
| ou are oun to oost of the Westinghouse R. C. Receiving Set, 
= Western Electric Loud 
our arnings Speaker complete, Tun- 
gar Battery Charger, 
Storage Battery, 9 “B” 
. Batteries, one 
t Your reward comes back to you many times Manhattan 
: ohm Head- 
> over. You get increased sales from your old deal- ents | 4, Vere 
P . and . 
e ers, You open new accounts—all meaning better Hy ee 
" ; equipment— 
earnings for you. And then there's the two pos- value $408.20, Third Prize 
sible ways for you to win a prize. Don’t these Complete receiving outfit made iip of the 
- si Grebe CR No. 9 Regenerative Receiver and 
facts make it worth boosting ? 2 stage amplifier, Magnavox Loud Speaker, 
Storage Battery, “Hom-charger” Battery 
Charger, “B” Batteries, one ae a 
° 2,000 ohm 
This Is What We Do! Headset, 3 
vacuum tubes, 
. . ‘ 2 telephone 
Over $100,000 is being spent in less than three months _— oun owe 
to feature the Red Seal Battery Contest to get new bat- epost — 9 
tery accounts for you and bigger battery business from $256.50. 
your old customers. Every dealer in the country will 
receive a smashing four color broadside giving him all T= SO thee Pvlnes 
‘ x \ To 50 oth ontestant 
particulars about the contest. Double page spreads in \ whines guawiek Wie holam ae 
‘ Fe rt ; cide are meritorious, will be 
st! two colors will reach him through his favorite trade } given one of the famous 
Manhattan 2,000 ohm Radio 
paper. Headsets. These Headsets 
are built with the precision of 
: a watch and have great sen- 
a All the details of the Contest have been gauged to ' eieetaaen ated high capitty 
at help you make a whirlwind sales record. ne Aeeees. 
at > ° e Note: 
We supply everything—the prizes, over $5,000 in to- The Radio Receiving Sets offered as prizes will be installed 
1 tal value—striking 6 color window displays, 2 color win- free in the homes of the winners anywhere in the U. 
4 ° ° ° 
dow header, consumer literature—intensive consumer and Judges 
a 2 ! The Judges of the Contest are: Mr. Llew Soule, Editor of 
dealer advertising. We do everything but actually sell “Hardware Age,” New York; Mr. Howard A. Lewis, Man- 
yur pS 7 ager of “Electrical Merchandising,” New York, and 
Red Seal Batteries to your dealers—and that s your job. Mr. Joseph A. Richards, President, Joseph Richards Co., Inc., 
Advertising Agents, New York. 
2m Write for the folder giving information about the Con- Announcing the Winners 
As soon as possible after the judges have rendered their 
test. Use the coupon below. . decision, the names of the — winning contestants will te 
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Manhattan Electrical Supply Co., Inc. 
17 Park Place, New York. 

I am strong for the contest. Send me full 
particulars how | will benefit. 
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Turning a Complaint Into 
Bigger Business 

$4 UILDING bigger 
isn’t the privilege of only the 
city merchandiser of lighting. It can 
be done and is being done by active 
agents in localities of all sizes,” says 
The Stimulator, published by the Na- 

tional Lamp Works. 

J. G. MeNeely, salesman for 
Western Electric Co., Pittsburgh, 
went to one of the plants of a large 
steel company to answer a complaint 

He took a volt- 
foot-candle meter 
The general manager said 


business 


about poor lamps. 
and his 
with him. 


meter 


lamps were not lasting long enough. 
McNeely’s voltmeter registered 240 
The lamps were rated at 220 
volts. The electrical superinten- 
dent who was called explained that 
he wanted to get more light by using 
the lamps at a voltage higher than 
their rating, thinking that 
although more light would be pro- 
duced the lamp life would be shorter. 

The manager wanted to place an 


volts. 


not 


order for lamps to replace all those 
used at wrong voltages—a nice little 
order—but Lighting Salesman Mc- 
Neely knows that a lighting installa- 
tion helps sell reflectors, conduit and 
other equipment. 
order he made 
with his 


Before taking an 
some measurements 


foot-candle meter and 


showed the manager and superinten- 
lighting 


dent what the conditions 





were. He also gave them some in- 
formation about the relation of light- 
ing to production, accidents and spoil- 
age. ; 

He obtained permission to make a 
lighting survey of the plant and sub- 
mit lighting recommendations. He 





Little stories of 
unusual sales ~as 


salesmen. 


found not only inadequate intensities, 
but also a conglomeration of poor 
equipment, at least five different types 
of reflectors, many of them obsolete, 
and some lamps without reflectors; 
also units hanging at various heights. 

His recommendations were _ to 
standardize the lighting of the plant, 
use RLM dome reflectors through- 
out, properly spaced, and increase 
the effectiveness of the entire light- 
ing system over 100 per cent. 

The general manager approved the 
recommendations and ordered the 
changes made. He also ordered a 
complete foot-candle meter survey of 
other plants and appointed an engi- 
neer to make the survey under Mc- 
Neely’s instructions. Before they 
through there were several 
large orders as well as saving for the 
company. McNeely also made up a 
record form which the company had 
printed for keeping records of light- 
ing conditions and equipment. “I 
did it with my trusty friend, the foot- 
candle meter,” was his significant re- 
mark. 


were 


* * * 


Landing With a Guessing 
Contest 
“WAY-BACK” Yankee running 
a store in Pittsfield was a 
target I aimed at for a long time 
trying to land an order for a clothes 
washer. On one of my trips from 
Boston to western New York I 
planned staying over in Pittsfield for 
a week’s vacation. It was during 
this week that I persuaded him to 
allow me to place one of my machines 
on exhibition in his store. 

Two months later I dropped in, 
hoping to get at least one order, but, 
on the contrary, I was told to take 
the “pesky” thing out and away with 
me. It was taking up too much 
room, I was informed. 

There seemed to be no alternative, 
so I decided on sticking around a 
while. I hadn’t planned on it, but 
Pittsfield is such a nice little place I 
thought it would do me good—be- 















sides, I thought a “stall” on the 
“way-back”” Yankee merchant might 
help, too. 

My first day was spent doping 
out plans on how to get my machine 
into that fellow’s window. It was 
late in the evening when a plan 
evolved. The next morning bright 
and early I was down in the store, 
and after an hour’s smooth talk I got 
his consent to clear the window for 
a five-day period. 

My plan was to have a guessing 
contest. The one who would guess 
the amount of water in the machine 
—it was one of those visible ma- 
chines, the name of which I forbear 
mentioning—at the end of each day 
would win $3 worth of merchandise. 
I figured I could afford to spend 
$15 or $20 as a bait to win over the 
recalcitrant Yankee. Fifteen dollars 
and all the free advertising his store 
got out of the contest was not to be 
sneezed at. 

The capacity of the water tank 
was written on a card at-the top of 
the machine. I also had the fore 
sight to paint a few other signs indi- 
cative of what the washer was capa- 
ble of doing in the matter of labor- 
saving and economizing on the week 
ly washing outlay. In fact, I built up 


a little stage and made the machine 
the star actor, and I must say it sure 
did “hog the center.” 
subordinate. 


The 


I was a willing 


first winner came within 





guessing a gallon of its contents, and 
+3 worth of merchandise went to 
young lady of a mathematical turn 
of mind. Needless to say, great 
crowds were attracted to the window 
during the day, and I almost became 
envious of the extra sales my friend 
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Snover Loom Fasteners 
Sell Themselves 







Because 
- Save time in installing. 


Hold loom more securely. 


Meet inspection requirements. 





ACTUAL SIZE 








PWN 


- Reduce outlet box cost. 


Approved by the National Board of Under- 
writers and recommended by electrical inspection 
departments of most large cities. 


Cannot Pull Out 


Snover Loom Fasteners are de- Snover Loom Fasteners are easy 
signed to grip firmly and positively to sell because they sell themselves. 
flexible non-metallic conduit against Their advantages are self-evident to 
withdrawal from the knockout in the the contractor—low in price, sim- 
switch box. The harder the pull on plest kind of construction and quickly 
the loom the firmer the fastener grips installed. A sample carried in the 
and holds the loom with its pointed salesman’s vest pocket for the con- 
claws. Snover Loom Fasteners do tractor to play with and test for him- 
away with the expensive switch box self will speedily turn the trick. 
with insecure loom clamps. No time Every contractor who reads Elec- 
and money lost in fussing with trical Record is already acquainted 
diminutive screws. with Snover Loom Fasteners. 


? 


Get a sample yourself and you'll 
wonder why it wasn’t done before. 


Renlim Manufacturing Co. 


1240 Ontario Street Cleveland, Ohio 
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was making all on account of my per- 
formance. 

The second night a boy won it, 
and the third night a man. The con- 
test was getting so interesting that 
I was kind of sorry when I had to 


inform my Yankee friend that I 
would have to “lift anchor” and 
“heave to” for Boston. He was 
most reluctant to have me go. His 


receipts were bigger than any ever 
taken in before for a similar period. 
Finally he begged me to leave the 
machine for another three days. I 
refused. He surprised me by offer- 
ing to buy it. It was a money mak- 
er, he informed me with a grin, and 
would help him out a lot using it as 
I did for guessing contests. 

Of course, I was glad to sell that 
particular machine, and to get an 
order a little later for a stock of 
them. 

Epear Branpon. 
* * * 


Talking in the Buyer’s Terms 
AY, Bill, did you ever bump 
against the problem of trying to 
sell your line to someone who was 


entirely unfamiliar with it? Un- 
doubtedly you have, for it is a very 
common problem, and one that is 


often hard to solve. 

Unfortunately there is no set rule 
that can be applied, as different lines 
require entirely different selling 
arguments, but if you can find some- 
thing about which you can “talk in 
your prospect’s language,’ you are 
much nearer the solution. For illus- 
tration I will relate an experience I 
once had, and the resourceful sales- 
man may find an opportunity to ap- 
ply it to his own particular line. 

Several years ago I was selling 
telephone supplies, aad _ received 
word from the office that the W—— 
Telephone Co. was about to purchase 
a new switchboard for its exchange. 
the small 
changes, the officials were business 
men and farmers, none of whom were 
practical telephone men. The pur- 
chase of ordinary supplies, and even 
telephones, was left to the local line- 
man, but so large an expenditure as 
a new board required the vote of the 
officers. 

I soon found that the official who 
was recognized as most familiar with 
the technical details was the local 
jeweler, who also carried a some- 
what limited line of musical instru- 
ments. He frankly admitted to me 


As is often case in ex- 


that he was not a practical telephone 
man. I also found that I had two 
very strong competitors, both of 
whom had a considerably lower price 
on their equipment than I. One of 
these had no other representative 
than the local lineman. This fact, 
however, strengthened this company’s 
chances, as he would receive a sub- 
stantial commission if its board was 
sold, and his word went a long way 
with the officials of the company. It 
would be an impossibility for me to 
win him over, for I was not in a 
position to allow him any commis- 
sion. 

I visited all the officials prior to 
the meeting at which the matter was 
going to be finally disposed of, but 
none of them seemed to be much im- 
pressed with my sales arguments, ad- 
mitting that H——, the jeweler 
knew more about the practical end 
of the business than they, and _inti- 
mating that his opinion, and also that 
of the lineman, would go a long -way 
with them. I therefore concentrated 
my efforts on the jeweler, and the 
last afternoon made a final visit to 
his store with my samples. He 
agreed that my equipment appealed 
to him, but he couldn’t see how it 
could possibly be worth 25 per cent 
than my competitor, 
whom he favored. 


more nearest 


As he expressed it, “Your state- 











The shade of the old elm makes it dif- 
ficult to distinguish the features of L. L. 
Shivers, president of the Carter Electric 
Co., Atlanta, Ga. but there’s nothing 
wrong with that swing. Lester, by the 
way, is one of the crack golfers of the 
E. S. J. A. 









ments are undoubtely true that 
your board is worth more than the 
others, but it can’t be worth 25 per 
cent more. They both have approxi- 
mately the same amount of cabinet 
work, and the same number of cords 
and drops, and although this and 
that may be better constructed, yet 
there cannot be enough superiority 
to account for such a difference in 
price.” 

A customer dropped in, and as he 
was making a purchase I wandered 
around the store. I noticed a num- 
ber of musical instruments, 
when the customer had finally left, 
I inquired if my friend was a musi- 
cian. I found that I had _ touched 
the right spot. He was. I had to 
admit that the only instrument |! 
could play successfully was a phono- 
graph, but that I was very fond of 
music, and especially the violin. 
This proved to be his particular 
hobby. I then inquired what a vio- 
lin cost. He replied that prices 
varied, that the few he had in stock 
ranged from $10 to $40, but that 
rare instruments often ran up into 
the thousands. Of course I ex- 
pressed surprise, and he was readily 
led into a discussion, in which he 
stated that he couldn’t explain so 
that I could understand it, why 
there should be such a difference in 
values, inasmuch as I admitted that 
I knew nothing about violins, but 
all he could say was that it was in 
the tone. 

‘Miis was just the opening I had 
been sparring for. Why, then, said 
I, should you presume to make the 
statement that there could not be a 
25 per cent difference in value be- 
tween two switchboards, about which 
you admit you are not a competent 
judge, and then try to tell me that 
one violin in your case is worth four 
times as much as one of the others, 
which has the same amount of wood 
and cat gut, and apparently a little 
more varnish. I -had him floored, 
and afterwards I learned that he 
fought for my equipment in the 
meeting that night, and succeeded in 
convincing the other officers, even 
against the arguments of the line- 
man who was trying to sell the 
board on which, unknown to the offi- 
cers, he would make a commission. 

If I had been unable to talk in 
terms that the jeweler understood | 
would have lost the sale. 


L. T. St. Joun. 


and 
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NE reason why the Royal 

Cleaner finds such ready 
sale is the fact that it is adver- 
tised with appealing force. Too 
much advertising, as you well 
know, is designed to flatter the 
manufacturer or the dealer. 
Ours is designed to convince 
the housewife that Royal is the 
cleaner she should buy. 


Saturday Evening Post 
Ladies’ Home Journal 
Good Housekeeping 


will continue to carryconsistent 
Royal advertising to millions 
of prospective buyers. 


This coming season Royal’s 
advertising appeal is particularly 
strong. Those who handle 
Royal will feel its strength as 
a sales-builder; those who do 
not will find Royal advertising 
makes the sale of competitive 
and unadvertised machines 
much more difficult. 


cleans better 
sells faster 


pays lpytegexs 


here are many opportunities for 
. alers of exce ey eLPEVeteer-lateyets 
to secure a Royal Franchise. While 
we are well and widely represented, 
there are a number of desirable 
territories open. 


THE P. A. GEIER COMPANY 


5112 ST. CLAIR AVENUE CLEVELAND, OHIO 











Manufactured in Canada by 
CONTINENTAL ELECTRIC COMPANY, Ltd 


Toronto, Ontario 












































































































Ratio of Appliance to Lighting 
Load 


An interesting test of the value of 
electrical appliances as income pro- 
ducers, just completed by the Public 
Service Co., of Northern [Illinois, 
showed that the appliance load in- 
creases the net revenue at a faster 
rate than straight lighting, making it 
desirable business for a central-station 
company. 

Five graphometers, adjusted so as 
to register small loads, were installed 
in the homes of five employees in Oak 
Park (a high-class residential suburb 
of about 40,000 people) for the test. 

The following table shows the ratio 
of appliance consumption to the light- 
ing consumption: 


Lighting Appliances Total 


Sundays ...:............ 45.8 None 45.3 
Mondays. .............- 47.3 15.4 62.7 
Tuesdays .............. 48.8 16.2 64.5 
Wednesdays _ ...... 43.1 16.1 59.2 
Thursdays ............ 40.9 14.1 55.0 
reaye © scares 44.1 4.4 48.5 
Saturdays ............ 47.8 4.8 52.1 

Total kw-hr....... 316.3 71.0 387.3 


The ratio of appliances to lighting 
works out about 22.4 per cent and the 
ratio of appliances to the total con- 
sumption about 18.3 per cent. The 
first percentage (ratio of appliances 
to lighting) is more important, be- 
cause without the appliance load there 
would be only the lighting load. Hence 
the use of appliances for these five 
customers has actually increased the 
previous consumption about 22.4 per 
cent. 

The appliances used were those 
commonly seen in many up-to-date 
households and included, percolators, 
toasters, waffle irons, washing ma- 
chines, electric irons, vacuum clean- 
ers, exhaust fans, curling irons, disc 
stoves, milk warmers, fans, sewing 
machines, electric stoves, etc. 

A lighting customer using 20 kw-hr. 
a month pays a bill of, say, $2. For 
this $2 the company goes through the 
costly operation of reading his meter, 
bookkeeping, rendering a bill, answer- 
ing complaints, follow up collections, 
maintaining the meter, transformer 








and lines, and furnishing the energy 
used. The electrical losses. must be 
considered also. By getting the cus- 
tomer to use electric appliances, his 
consumption will reach 32 kw-hr. a 
month, or an increase of 12 kw-hr. 


* * * 


Improvements in Cleaners 

So much progress has been made in 
vacuum cleaner design and quality in 
the past five years that the average 
cleaner of the 1916 vintage is 
more out of date than a five-year- 
old automobile, states G. Q. Porter, 
general manager of the Torrington 
Co., National Sweeper Division, in 
pointing out that there is a good op- 
portunity for sales to the owners of 
such old machines. 

Most cleaners five years old are not 
now 50 per cent efficient, he declares. 
The women do not know whether the 
revolutions the fan makes per minute 
have decreased from 10,000 to 4,000. 

“There is moré joy for a woman in 
replacing a 1916 model electric 
vacuum cleaner with a new machine 
than for a man in changing a four- 
year-old Ford for a new Cadillac,” 
said Mr. Porter. “There is that much 
difference in the machines.” 


aT} 
Rainy Days in the Suburbs 


“The chap who's really a ‘more’ 
salesman will find ways of capitalizing 
his rainy days,” said A. R. Brown of 
the Torrington Co. one evening recent- 
ly when he was in a mood to spill 
trade secrets. 

And he went on to describe an idea 
which his staff of vacuum cleaner 
hounds has found successful. Figuring 
that when it rains the women who 
live out in the suburbs are likely to 
stay at home, and that the same rain 
will cause other canvassers to lose 
their ambition, the Torrington men 
always canvass the outskirts of big 
cities in bad weather. 

“Salesmen are generally prone to 
neglect the suburbs and small towns,” 
said Brown, “but we find that they do 
much good work there on the drizzly 
days when Mrs. Housewife calls off 
her shopping expedition or her bridge 
party and stays at home to do the 
mending. 

“Over in Ukiah, Cal., a town of 
2,200, one of our teams sold 25 clean 
ers in one month, and later went back 
there again and sold 32 in two weeks. 
I'll say that combing the ‘sticks’ is 
good business.” 
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If you think for a minute that the electrical home idea isn’t a popular one for 
acquainting the public with the convenience and comfort of electrical household devicvs 
‘you've got another think coming. Every cross on the above map, which was prepare 
by the Society for Electrical Development, represents a city in which an electric! 


home is or has been on exhibition. 
that’s sure. 


Let the good work go on; *twont hurt sales any. 
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It Pays to Handle the 


STAHOT 


ELECTRIC IRON 




























because it is the only iron with the heat- 
ing element made of soapstone, which 
acts as an insulator, heat retainer and 
weight. There is only one—simple— 
safe—solid element to replace. 

The New York Tribune Institute, Mod- 
ern Priscilla, New York Edison Com- 
pany, Public Service Company of New 
Jersey and various other scientific lab- 
oratories, have not only reported that 
the STAHOT iron is built electrically 
and mechanically perfect, but in com- 
petitive tests with the best electric 
irons made, they found that the 
STAHOT iron holds the heat longer 
and distributes it more evenly, because 
the soapstone acts as a steady 
heat governor. 


This fall we are going to tell List 
the women folks about this re- 
markable iron, through the me- $ 50 
dium of leading newspapers and 


magazines. We don’t ask you 





to load up on promises, but we Attractive 
suggest that you place a small ° 

trial order now, and prove to Discounts to 
your own satisfaction that the Distributors 


STAHOT iron is the most prac- 
tical and efficient 
electric iron on 
the market to- 
day, and pays you 
mbre profits. 


and Jobbers 





Remember, we 
carry a large 
stock of STA- 
HOT irons, 
packed in cartons 
of six and twen- 
ty«five, ready for 
shipment, O u r 
factory of 12,000 
sq. ft. floor space 
is equipped with 
special automatic 
machinery. which 
enables us to pro- 
duce 2,000 ele- 


ments per 8 hour 


STAHOT ELECTRIC, Inc. 


YorKtown Heights, New York 
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The information given on this 
age relates to no single manu- 
Seacneee’s products, and no pref- 
erence is intended, the purpose 
being to furnish general sales 
data of use to jobbers’ salesmen. 





What kinds of reflectors are in- 
cluded in this class? 


All sheet-steel reflectors protected 
both inside and outside by one or more 
coats of what is commonly called por- 
celain enamel, and designed especially 
for use in the efficient lighting of any 
kind of industrial plant where the 
lighting equipment is subjected to se- 
vere service. The final inside coating 
is always white, while the outside 
coating may be white, green, black, 
blue or other color. 


What are the advantages of 
these reflectors for this service? 


They are very durable, not liable 
to breakage from rough handling nor 
to corrosion from excessive moisture, 
smoke and most gases or fumes. They 
are very easily cleaned on account 
of their smooth, hard surface. They 
have -good reflecting efficiency, which 
should be between 65 to 70 per cent; 
while this is lower than that of cer- 
tain glass reflectors, the liability to 
breakage restricts use of the latter in 
mills and factories some extent. 
Finally, they are of moderate cost. 
These combined advantages have put 
porcelain-enameled steel reflectors far 
in the lead for industrial lighting. 


to 


Of what material and how are 
they manufactured ? 

They are made of mild sheet steel 
of about No. (1-16 
thick). Round disks of appropriate 
size are punched from the sheet and 


16 gauge inch 


then either drawn, pressed or spun 
into the desired shape. This is us- 
ually done in several stages, with one 
or more annealings to equalize the 
strains produced in the metal. When 
finished to the desired form, which is 
done to exact templates, the metal is 
thoroughly cleansed by pickling and 
washing so as to adapt it to receive a 
thoroughly adherent enamel. 


What are the characteristics of 
the enamel? 


It is really a thin coating of opal 
glass, fused and thoroughly baked or 





Porcelain Enameled 
Industrial Retlectors 


fired so as to form a hard and uni- 
form but elastic covering over the en- 
tire metal surfaces of the reflector. 
Technically it is known as vitreous 
enamel, but its resemblance to the 
glaze on porcelain ware gives it its 
more common name. 

It should withstand the highest nor- 
mal temperatures of operation, resist 
corrosive action of any kind, retain 
its from 
cracks, flakes or chips, and have and 
maintain a high reflecting efficiency. 


smoothness, remain free 


How is the enamel applied? 


Details of the mixtures used for the 
enamel and of the process of applying 
it are usually trade secrets, since both 
technical and manipulative skill are 
required. In one process the chemi- 





Dome and Bowl Porcelain Enameled 


Reflectors of the RLM Type. 


cal salts are first carefully weighed 
out, finely ground and mixed, made 
into a paste with water and applied in 
paste form as evenly as possible on 
the clean surface of the reflector. A 
considerable number of reflectors are 
then placed in a furnace and the tem- 
perature brought to the point where 
the ingredients are on the point of 
fusion, thus forming the even, contin- 
uous covering of glass. The first coat- 
ing is often a dull gray color, both in- 
side and out. Colors are obtained by 
proper admixture of certain salts in 
preparing the enamel. Some manu- 
facturers apply up to five successive 
coats of enamel, while others claim to 
get better results from only one or two 
coats. 


What shapes and sizes are these 
reflectors made in? 


The modern tendency is toward us- 
ing only a limited number of indus- 
trial reflector shapes, chiefly the 
dome, bowl and angle types. The 


In this department an effort 
is made to give to jobbers’ sales- 
men a summary of general in- 
formation about different staple 
lines of electrical material. Tear 
out this sheet and save it. 





former is adaptable to more general 
uses than either of the other shapes. 
The bowl type is deeper than the 
dome of the same diameter and is 
sometimes preferred where low mount- 
ing heights require the lamp filament 
to be screened from direct view. Angle 
reflectors throw the light down and 
to one side and are used chiefly for 
lighting walls and other vertical sur- 
faces and also horizontal areas that 
cannot be lighted directly from above. 
Formerly flat and deep cone and shal- 
low bowl reflectors were also made, 
but these have been superseded by the 
other types mentioned. 

While different manufacturers still 
have several ranges of sizes, the ten- 
dency is to standardize on diameters 
of from about 12 to 21 in. for dome 
reflectors, 7 to 16 in. for bowl reflec- 
tors, and about 7 to 16 in. for the 
angle type. The larger the lamp, the 
larger the reflector must be. 

The top of the reflector, known as 
the heel, is usually a collar of copper 
spun’ to the neck of the enameled steel 
body, thus protecting the enamel from 
chipping where it is attached to the 
holder or socket. These heels are of 
several types, depending on the holder 
or socket to which the reflector is to 
be secured. 


What is the RLM line of reflec- 
tors? 


It is a standard line of porcelain- 
enameled dome reflectors made up by 
representatives of the largest steel re- 
flector makers and the largest lamp 
makers after a long study of all re- 
quirements. It is known as the Re- 
flector and Lamp Manufacturers’ 
standard dome, whence the name, 
“RLM.” Five standard sizes are pro- 
vided for: 12 1-8, 14 1-8, 16 3-8, 
18 1-8 and 20 3-4 in. in diameter with 
respective depths from 5 1-2 to 10 1-4 
in. and rated lamp sizes from 75 to 
1000 watts in Mazda C lamps. The 
standard also calls for definite speci- 
fications for the shape of the dome, 
material of the reflector body, charac- 
teristics of the enamel, and _ three 
standard types of heel. All RLM re- 
flectors are interchangeable, regard- 
less of what manufacturer made them. 
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HIE COLONIAL, the Adams, the English and the Georg- 
ian Homes, irrespective of grade or cost, reflect an atmos- 


haem phere of simplicity and refinement, and as such have been 
generally accepted as fitting backgrounds for Home Furnishings of 
like character that will establish absolute Harmony throughout. 


Through our intimate knowledge of what is fitting and proper 
to complete the furnishing in the Home we are particularly well 
; equipped to give definite service to the Dealer, through the ‘““Wahle 


Line,” with most attractive prices. 


: This entire collection of Lighting Fixtures can now be purchased 
from the following Distributors appointed to date. 





Sibley-Pitman Elec. Corp. 
Western Elec. Co. 
Western Elec. 
Western Elec. 
Western Elec. 
Western Elec. 
Western Elec. 
Western Elec. 9 
Schimmel Elec. Supply Co. 


PEPEED 


g 


Elec. Supply & Equipment Co. 
Elec. Supply & Equipment Co. 
Elec. Supply & Equipment Co. 
Elec. Supply & Equipment Co. 


Pettingell-Andrews Co. 
Union Elec. Supply Co. 
Pacific States Elec. 
Pacific States Elec. 
Pacific States Elec. 
Pacific States Elec. 
Pacific States Elec. 
Pacific States Elec. 
Pacific States Elec. 
Pacific States Elec. 


ALBERT 


PEELE OD 























W AHLE COMPANY 


Incorporated 
224 Fifth Avenue, New York City 


N. Y. City 

N. Y. City 
Brooklyn, N. Y. 
Newark, N. J. 
New Haven, Conn. 
Albany, N. Y. 
Syracuse, N. Y. 
Buffalo, N. Y. 
Philadelphia, Pa. 
Hartford, Conn, 
Albany, N. Y. 
Elmira, N. Y. 
Buffalo, N. Y. 
Boston, Mass. 
Providence, R. I. 
San Francisco, Cal. 
Los Angeles, Cal. 
Oakland, Cal. 
Portland, Ore. 
Seattle, Wash. 
Spokane, Wash. 
Alaska 


Hawaii 
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Meeting of Pacific Coast Divi- 
sion, E. S. J. A. 


A meeting of the Pacific Coast Di- 
vision, Electical Supply Jobbers As- 
sociation, was held at Del Monte, 
Calif., Aug. 10-12. At the business 
session there was a discussion by 
A. H. Hallorah, editor of the Radio 
Journal and president of the Radio 
Association, on the general radio situa- 
tion and how it will likely affect 
the electrical jobbing industry. C. W. 
Fritz, district manager of the Repub- 
lie Finance Corp., presented a paper 
on the subject of co-operation’ be- 
tween jobbers and dealers, with par- 
ticular reference to methods of finan- 
cing dealers in the handling of elec- 
trical appliances. 

The open session, which was attend- 














A little thing like intense heat doesn’t 
mean a thing in the life of Roy M. Stark, 
city salesman for the C. J. Litscher Elec- 
tric Co., Grand Rapids, Mich., in spite of 
the fact that his avoirdupois is a little 
greater than some of his fellow salesmen’s. 
When asked how business conditions are 
in his territory, he replied: “Business is 
always good in the furniture city. It all 
depends on the way you go after it.” 

















ed by a large number of representa- 
tives of manufacturers and central- 
station companies, was presided over 
by Ear] Fisher, vice-president of the 
Pacific Gas & Electric Co., who made 
a full report of what has been accom- 
plished by the California Co-operative 
Electrical Campaign. 

The regular, golf dinner was held 
Saturday evening, Aug. 12, at the 
hotel, presentation of the cups being 
made to the winners. The Old Copper 
Cup was won by C. B. Hawley, Inter- 
mountain Electric Co., Salt Lake City, 
and the Manufacturers’ Cup was won 
by J. A. Vandergrift. 


eee 


Wood-Reinecke Company to 
Continue 


Word came from Louisville several 
weeks ago of the untimely demise of 
Harry I. Wood, formerly president 
of the Harry I. Wood Co. Follow- 
ing the dissolution of that company 
and just prior to his death, Mr. Wood 
and W. Reinecke formed the Wood- 
Reinecke Electric Co. to conduct an 
electrical jobbing business. Accord- 
ing to a recent statement by Mr. 
Reinecke, the business will be con- 
tinued under this name. 

* * * 


On Pleasure Trip 


H. P. Woodill, president of the 
Woodill & Hulse Electric Co., Los 
Angeles, Cal., is making an extended 
pleasure trip to the Pacific North- 
west and Alaska. 

* * * 
Changes in Denver Branch of 
Western Electric Co. 


A. C. Connell, manager of the Den- 
ver branch of the Western Electric 
Co., reports a number of changes in 
the personnel of the supply depart- 
ment. J. C. Crupper has been ap- 
pointed supply specialist, in charge 
of all wiring and schedule materials. 
J. A. Baker has been appointed line 
material specialist, and will handle 
power transmission materials as well 
as distribution system supplies. W. J. 
Lauferburg is now light and appli- 








ance specialist, in charge of sales of 
lamps and fixtures as well as house- 
hold labor-saving devices. 

2. & 


Maxwell Goes Into Radio 
Business 

V. C. Maxwell, who has been sales 
manager of the supply department of 
the W. G. Nagel Electric Co., Toledo, 
Ohio for five years, has resigned to 
organize the Luma Radio Co., with 
offices and warehouse at 1712 Adams 
street, Toledo. He started in the elec- 
trical business about 20 years ago with 
the F. Bissel Co., later joining the 
Nagel company as a salesman. 

Mr. Maxwell’s new company was 
formed to do a general electrical 
specialty business, and also to act as 
sales agent for the Seiss Manufactur- 











W. E. (Heavy) Ament, manager of the 
lamp department, Union Electric Co.. 
Pittsburgh, says the summer season and 
the coal strike have surely given the lamp 
business a terrible slap in the face. But 
Heavy’s fellow salesmen says he’s only 
trying to hide behind his modesty, for he’s 
a regular whirlwind at selling lamps, n° 
matter how the market is. 
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ing Co., maker of radio apparatus. 
The company will wholesale a num- 
ber of other radio and specialty lines. 
Associated with him are George and 
August Seiss, of the Seiss Manufac- 
turing Co., and J. A. Lewellyn. 

* * * 


Visiting Yellowstone 

H. E. Rasmussen, secretary and 
treasurer of the Indianapolis Electric 
Supply Co., accompanied by Mrs. 
Rasmussen, is making an extended 
trip through Yellowstone National 
Park. They expect to return to In- 
dianapolis during the early part of 
September. 

* * * 


Changes Name 
The Utica Electrical Supply Co., 
Inc., is the new name of the Utica 
Electrical Appliance Co., Utica, N. 
The 
name was changed in order to iden- 
tify the company better with its in- 


Y., wholesale electrical supplies. 





Semi-Annual Meeting 


Electrical Supply Jobbers 
Association 
November 22, 23 and 24 
Cleveland, Ohio 











creasing supply business, and retail- 
ing has been discontinued. O. Fred 
Rost, L. Earl Hall and Ira J. Leon- 
ard are the officers of the corporation. 
& * & 
Now Stores Manager 


Anson H. Rees, formerly city sales- 
man of the Illinois Electric Co., Los 
Angeles, has recently been promoted 
to stores manager of the company, 
with complete charge of the purchas- 
ing, receiving and shipping depart- 
ments. Mr. Rees replaces Joseph 
Paulson, who resigned to take the 
agency for the A. G. Electric Co., of 
Seattle. Mr. Rees has been connected 


with the Illinois Electric Co. for the 
past seven years, previous to which he 
was connected with the Laclede Pow- 
er Co., St. Louis; the Ventura Power 
Co., and the northern division of the 
San Joaquin Light & Power Co. 


* * * 
Jobbing Radio Supplies 
The Federal Electric Supply 


Co., 332 Congress street, Detroit, has 
succeeded the Federal Electric Con- 
struction Co., and is carrying on a 
jobbing business in radio supplies. M. 
Denenburg is president of the com- 
pany, J. Bickon is vice-president and 


S. Bickoff is secretary-treasurer. 
* * * 


New Chicago Jobber 


A. E. Novey, formerly president of 
the Co-operative Electrical Supply 
Co., Chicago, has oganized the Elec- 
trical Merchandising Corp. and will 
carry on a jobbing business in elec- 
trical supplies. 














aan 





It isn’t very often that so many Western Electric supply de- 
partment executives get together in one bunch, but here they 
are, and they came from all parts of the country. 
left to right: R. W. Van Valkenburgh, Dr. F. B. Jewett, E. J. 
A. Ketcham, E. W. Rockafellow, F. B. Gleason, 
Second row: H. W. Hall, W. P. Hoagland, 


Wallis, F. 
G. E. Cullinan. 





Front row, 


nell. 





L. M. Dunn, P. L. Thomson, O. D. Street. 
Talmadge, W. J. Drury, C. E. Fee, W. S. Barry, J. L. Ray, 
A. H. Hallstrom, C. D. Cabaniss, M. A. Curran, H. N. Goodell, 
L. E. Walker, C. D. Wilkinson, William De Forest, A. C. Cor- 
Fourth row: A. M. Collins, G. T. Marchmont, E. W. 
Shepherd, H. L. Grant, J, F. Davis, C. D. McClary. 


Third row: C. H. 
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Arrow Duplex Table Outlet 
Display Carton 


Cat. List Std. Pkg. Car- 
No. Price Pkg. Wet. ton 
99 Arrow Duplex 

Table Outlet $2.50 10 13 1 
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The Duplex Table Outlet 


makes electrical appliances 
doubly convenient 


A NEW Arrow product with dozen of 
uses. In the dining room, in the office, 
on the boudoir table, it makes available two 
electric appliances instead of one from the 
same wall outlet or electric light fixture. 


The Arrow Duplex Table Outlet is portable 
and of handsome design, nickel finish, has 
six feet of silk cord and a convenience plug 
for attaching quickly and easily to the 
source of current. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONN. 








The complete. line of Wiring Devices 
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Reports on Coal Situation to 
A A. 


One of the most important matters 
to come before a recent meeting of 
the new 
National 
a summary by John W. Lieb, 


executive committee of the 
Electric Light Association 
was 
chairman of the joint fuel committee 
of the N. E. L. A., the American Gas 
and the Elec- 
tric Railway Association, of the activ- 
that Mr. Lieb 
stated that as a result of a warning 


Association American 


ities of committee. 
notice sent out from the three associa- 
tions in January, followed by addi- 
tional letters containing information 
on the coal situation, the public util- 
ities of the country undoubtedly were 
in better shape so far as coal reserves 
are concerned than any other class of 
industry. Questionnaires sent out by 
the three associations some time ago 
resulted in replies showing that the 
utilities as a whole had between 30 
and 40 days’ supply of coal en an 
average, the electric light and power 
at that 
days’ supply. 


companies time having 50 
Mr. Lieb said that virtually all com- 
panies are now in the spot coal mar- 
ket purchasing at increased prices in 
order to maintain existing reserves, 
although every effort is being made 
to get coal as cheaply as possible. 
Of particular interest to members 


present who operate steam properties 








at or near tidewater was Mr. Lieb’s 
statement that several hundred thou- 
of British coal had been 
ordered by utilities and industries of 


sand tons 


this country for delivery within the 
next two months. This coal is now 
available at from $7.25 to $7.75 per 
ton f. o. b. American ports. 

* * * 


National Electrical Home at 
Atlantic City 

The first “Electrical Home” of na- 
tional scope was opened on the Mil- 
lion-Dollar Pier at Atlantic City on 
Aug. 10 and continued to Sept. 15. It 
is a representative house of the bunga- 
low type, costing about $15,000, and 
contains the latest in domestic 
electrical equipment. Strict attention 
was given to harmonizing the electri- 


very 


cal fixtures with the interior decora- 
tions and furnishings. 
* * * 


Pennsylvania Contractor-Deal- 
ers to Meet 

M. G. Sellers, secretary-treasurer 
of the Pennsylvania State Association 
of Electrical Contractors and Dealers, 
has announced that the semi-annual 
meeting of the association will be held 
at the Hotel Adelphia, Philadelphia, 
The 


will include a get-together luncheon, 


on September 13-14. program 


business sessions and a large number 
of entertainment features. 





Program for Iron and Steel 
Electrical Engineers 

The tentative list of subjects to be 
discussed at the Cleveland convention 
of the Association of Iron and Steel 
Electrical Engineers, to be held Sep- 
tember 11-15, includes: “Improvement 
in Efficiency of Electric Power Sup- 
ply,” “A Review of Steel Mill Electri- 
fication,” “Some Consideration in the 
Electrification of the Steel Plant Rail- 
road Yard,” “Power in the Iron and 
Steel Industry,” . “Control, Motor, 
Lighting and Crane Standardization, ’ 
“Electric Furnaces,” “Electrical De- 
velopments in 1922,” and “Investiga- 
tion of Insulators for Stee] Mill Serv- 
ice.” 

* * 4% 


Conference of Local Electrical 
Leagues 

Plans are developing rapidly look- 
ing toward the gathering of repre- 
sentatives of all the local electrical 
leagues of the country in conference 
for several days in the first week of 
September at Association Island, Hen- 
derson Harbor, N. Y. A call was sent 
out recently by the Society for Elec- 
trical Development suggesting such a 
meeting for the purpose of affording a 
closer contact between local leagues 
in the work which they must carry out 
if the industry-wide movement for 
business development is to progress. 








This good looking bunch was made up of Western Electric- 
Sunbeam representatives who held their eleventh annual sales 
conference at the Nela Park summer sales camp, July 28-28. 
Back row: Lemon, Maher, Koch, Auld, Burke, Dailey, Ham- 
mond, Hannan, Gump, Foerst, Walsh, Lyons, Genor, Comacho, 
Zercher, 


Bruce, McCall, Wilmer, How, 





Timm, Potter. 


Goodrich, 


Packard, Luckman, 


McNeely, 
Linnerson, Goodrich, Schnedler, Esthus, St. John, Lancaster. 
Wholahan, Van Gilluwe. 





Middle row: Rider, Croll, Cairnie, Smith, Olm 
stead, Curran, McCrellish, Ray, Vandegrift, Terry, Vanzwoll, 
Rockafellow, Ketcham, Cullinan, Drury, Fee. Front row: Brown, 


Blank, Laufenburg, Mackasek, Collins. 
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The C-H Remote Control Switch 
replaces the knife switch 
in fuse cabinets. 














Overall 
Depth, 
nea only 454” 








After the Day’s Work Is Done 


One by one the various floors or sections are thrown into 
darkness by the engineer in the engine room, or by the last 





Made in 





Single, man out, down at the main entrance. 
Double and ° P Paap 
Triple Pole In many industrial and factory buildings, C-H Remote 


Control Switches are replacing knife switches in the fuse 
cabinets. In the Sears, Roebuck Co. warehouse, Philadel- 
phia, the push buttons are in the fire marshal’s office so 
that he may throw on all lights in any section. 


In stores they allow a master push button to be placed 
near the front door with the Remote Control Switch in fuse 
cabinet in rear. In theatres they are used extensively for 
centralizing control. In churches, dance halls, auditoriums, 
they are similarly used. 


Their increasing use not only points to the greater recog- 
nition of the value of group and distant control of many 
circuits—but to the highly satisfactory operation of C-H 
Remote Control Switches. 

There is but one hinging point, and the contact fingers are of 
the same rugged construétion as used on C-H motor control equip- 
ment. They are very shallow—only 458” deep so that they may be 
placed in cabinets. 

These Switches offer very desirable and steadily increasing 
business for the electrical jobber and contractor. Prices and data on 

















req uest. 
Push Button Switches for controlling THE CUTLER-HAMMER MFG. CO. 
the various floors or sections (by means of the : . 
C-H Magnetic Remote Control Switches) Switches and Specialty Department 
may be located at main entrance, in Works: MILWAUKEE, WISCONSIN 


engine room, or anywhere. 


“TCH Remote Control Switch 
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The Joint Committee for Business De- 
velopment is also supporting the move- 
ment and working in close harmony 
with the society. 

At the time of our going to press 
commitments to attend the conference 
had been received from over 80 repre- 
sentatives of some 19 of the most pro- 
gressive co-operative leagues. These 
men will be authorized to speak for 
no less than 43 cities. With the as- 
surance of representatives from Den- 
ver, California, St. Louis, Buffalo, 
Syracuse, Elmira, Cleveland, Colum- 
bus, Pittsburgh, Dayton, New York, 
Quebec, Newark, and other equally 
progressive communities prepared to 
tell their story, a wonderful cross-sec- 
tion of local co-operative effort will be 
made available. 

It is believed that it will greatly fa- 
cilitate 


leagues in other cities, where they 


the organization of similar 


must be established to carry out the 
co-operative work of the campaign, if 
the past and present methods, activi- 
ties and experience of existing leagues 
can be put on record before the indus- 


trv and a working harmony estab- 
lished. Association Island was sug- 


gested as the meeting place because 
it was felt that the traditions of “the 
island” as the birthplace of organized 
co-operation in the electrical industry 
will lend a stimulating background 
for this meeting and that the friendly 
atmosphere of the informal meetings 
and personal contacts which the island 
affords will assist in welding the unity 


of interests. 
* © # 


Telephones Silent in Honor of 
Dr. Bell 


For a period of one minute on Aug. 
4 operation of practically all tele- 
phones in the United States and Can- 
ada was stopped in silent tribute to 
Dr. Alexander Graham Bell, whose 
death occurred Aug. 2 at his summer 
home near Baddeck, Nova Scotia. 

Dr. Bell was born in Edinburgh, 
Scotland, and emigrated to Canada in 
1870. He went to Boston in 1872 to 
teach deaf mutes, taking the chair of 
vocal physiology at Boston University, 
and while there invented the tele- 
phone, announcement of which was 
made June 2, 1875, and patents grant- 
ed the following year. He also in- 


vented the photophone, the induction 
balance, and the telephone for the 
painless detection of bullets in the hu- 
man body. He was a prominent figure 
in the field of aerodynamics and spent 
considerable time in developing his 
tetrahedral kite, which he thought 
would be the basis of aviation. 

In recognition of his inventions he 
was awarded many honors from goy- 
ernments and learned bodies, includ- 
ing the decoration of the Legion of 
Honor from France, the gold medal of 
the Royal Society of London, and the 
Edison medal of the American Insti- 
tute of Electrical Engineers. 


* * * 


Interesting Program for I. E. S. 
Convention 


Announcement has been made of the 
tentative program for the annual con- 
vention of the Illuminating Engineer- 
ing Society, to be held at Swampscott, 
Mass., Sept. 25-28. The first session 
will be devoted to reports of officers 
and of the committees on progress, 
nomenclature and standards, educa- 
tion, and motor-vehicle lighting. Tues- 
day morning’s session will be devoted 
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“Work” and “Play” were the middle initials of those gath- 
ered for the annual sales conference of the Peerless-Brilliant 
Lamp Division, National Lamp Works of General Electric Co., 


at the Nela Park summer camp, August 6-12. Just before ‘Tom 
Brooke and Webby Webster gave their classic interpretations of 
typical A and B agents, the photographer got them all together 
and shot them, along with a few stray guests. , 
Front row, left to right: T. A. Brooke, Illinois Electric Co., 
Chicago; W. L. Startsman, Victor Electric Supply Co., Detroit; 
E. K. Knowlson, A. T. Knowlson Co., Detroit; G. E. Shoemaker, 
Frank H. Stewart Electric Co., Philadelphia; G. C. Conner, 
Peerless-Brilliant; O. J. Brown, Milnor Electric Co., Cincinnati; 
E. M. Russell, Creaghead Engineering Co., Cincinnati; F. W. 
Williamson, Peerless-Brilliant; Elmer Fox, Southwestern Elec- 
trical Co., Wichita, Kan.; S. G. Nease, Peerless-Brilliant. 


Second row: H. M. Kennedy, Kennedy-Webster Electric Co., 
Chicago; R. C. Nash, Peerless-Brilliant ; Frederick Truscott, Jr., 
Frederick Truscott & Son Co. Buffalo; N. W. Lovegrove. 
Herring Motor Co., Des Moines; E. C. Melaun, Hatfield Elec- 
tric Co., Indianapolis; E. A. Buel and R. D. Payne, Peerless- 
Brilliant; A. L. Hardigg, Illuminating Supplies Corp., Indi- 
anapolis; W. E. Underwood, Nela Park. 

Third row: M. C. Taradash, Hyland Electrical Supply Co. 
Chicago; W. G. McKitterick, “Pop” Bliss and C. L. Stover, Nela 
Park; Paul Mueller, Erie, Pa.; F. S. Kline, Illuminating Sup- 
plies Corp.; E. E. Nash and J. P. Brown, Peerless-Brilliant ; 
Fred T. Bangs, THe Josser’s SaresMAN; A,.M. King, Illuminat- 
ing Supplies Corp.; W. H. Webster, Kennedy-Webster Electric 
Co.; F. D. Sweeten, Sweeten & O’Donnell Co., Philadelphia; 
C. O. Brandel, Peerless-Brilliant. 
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will be quick to take advantage of the 


Lower Prices on 


No.92-- ‘%75¢ 
No. i a $1.10 
No. 96 os 50c 


Make Sales and Profits for yourself and Pass on 
the Benefits of Service and Economy to your 
Customers by getting behind 


The Original Plural 
Socket Devices 








Your Jobber will supply you, or address nearest office 





BENJAMIN ELECTRIC MFG. Co. 
847 W. Jackson Bivd., Chicago 


247 W. 17th Street §8o Howard Street 
New York San Francisco 
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PITTSBURGH 


Talk “Steel City” 


Products 


and You'll Not 
Talk In Vain! 


There's a lot of fine things that 
could be written about Con- 
venience Outlets and Wiring Spec- 
ialities, but it’s performance that 
wins the repeat orders. 


To get your trade’s customers 
coming back with repeat orders, 
the Wiring Devices and Conven- 
ience Outlets have got to be made 
right and stay right after installa- 
tion and use. 


That’s why “STEEL CITY” 
Wiring Devices and Convenience 
Outlets lay claim to leadership in 


the field. 


Every “STEEL CITY” Product 
is manufactured of the highest 
grade materials and is expertly 


made and finished. 


A few of our products are 
illustrated on the left—familiarize 
yourself with all their good points. 
Send for our catalog describing the 
entire line. 


You can unhesitatingly recom- 
mend them all to your customers— 
we stand back of every statement 
we make. 


“‘Sell ’em Something More.”’ 


Sell ’em The “STEEL CITY” Line! 


PENNSYLVANIA 








3 Chectric Ca 











to papers on residence lighting prac- 
tice by N. Macdonald, M. Luckies): 
and J. W. Gosling, report of the com- 
mittee to prepare bulletin on residence 
lighting, and report of the committee 
to co-operate with fixture manufac- 
turers. 

In the afternoon and on Wednesday 
morning there will be papers on com 
mercial lighting practice by Ward 
Harrison, J. L. Stair, W. H. Rade 
macher, J. W. Lieb, W. Sturrock and 
J. M. Schute, H. B. Dates, A. B. Em- 
mons, M. Luckiesh and M. M. Holla- 
day, F. S. Mills, and C. E. Egeler and 
R. E. Farnham. Wednesday afternoon 
will be devoted to entertainment and 
social features, and in the evening 
there will be a symposium on “Fifteen 
Years’ Advance in the Art of Light- 
ing.’ Thursday will be given over to 
papers on new developments in pho- 
tometry and on general lighting sub- 
jects. 

* * * 


Cincinnati Arranging for Con- 
tractor-Dealer Meeting 


Through its local committee, of 
which Charles M. Beltzhoover is chair- 
man, working in conjunction with the 
Chamber of Commerce, Cincinnati is 
making elaborate arrangements to en- 
tertain the delegates to the twenty. 
second annual convention of the Na- 
tional Association of Electrical Con- 
tractors and Dealers, which will be 
held Oct. 11-13. Hotel Sinton will be 
the convention headquarters. 

Full announcement has not yet been 
made regarding the program, although 
it is known that Edward T. Miller, 
secretary of the United Typothetae of 
America, will make an address on 
“How an 
Functions,” and that a p!aylet entitled 
“Selling the Job” will be presented by 
the sales department of the Union Gas 
& Electric Co. There will also be dis- 
cussions on the relation of the supply 
jobber to the electragist and on the 
influence of central-station companies 


Employers’ Association 


in business development. 

Numerous entertainment features 
have, however, already been arranged 
by the local committee, chief among 
which will be a day’s boat trip on the 
Ohio, with music, dancing and an old- 
fashioned beefsteak dinner. A _ visit 
will be made to the new power plant 
of the Union Gas & Electric Co., and 
those who want to play the ponies can 
go to Latonia, where the fall meeting 
will be on. 
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YOOLWORTH G07 $ Dans 


This full page advertisement in two 
colors in the Saturday Evening 
Post for September 16, is the fourth 
in a special series to make mer- 
chants better prospects for better 
lighting. 


Better Lighting — 


This Portfolio contains a complete work- 
ing plan for developing profitable store 
lighting business and is available to any 
Edison MAZDA Lamp Agent who will 
use it. If you want to go after this profit- 
able business write us today.* 


Betver Business 


The nation-wide store lighting campaign 
is now on 


‘THis MONTH Edison Mazpa 
Lamp Agents, contractors and 
central stations are conducting 
an intensive campaign in their 
communities to sell Better Store 

and Window Lighting 
to merchants. 


The merchants are ready 
for solicitation. The fall 


buying season is beginning 
and every merchant wants to 
increase sales. Better Window 
and Store Lighting will do it. 


If you haven’t studied your 
Store Lighting Portfolio and or- 
dered the advertising and sales 
aids which we are furnishing 
our Agents, do it today. 


*Send requests for Store Lighting Portfolios to 
The Edison Lamp Works office serving you. 


\ \} I | j LN A J, ys 1 
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AL ISAS. 


EDISON LAMP WORKS OF GENERAL ELECTRIC COMPANY 
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BATTERY. CHARGER 





The device that keeps 
batteries at home 


eneral 
Comrt 


General Office 
Schenectady. NY 





























Charging Storage Batteries 
Easy as Turning on the Light 


Tube sets require storage batteries, and they in turn require 
charging. You can do this at home merely by turning on 
the electricity, if you have a Tungar Battery Charger. 


Tungar is a device for changing alternating to direct current. 
It allows the current to flow only in one direction. It re- 
quires no attention while operating. Its first cost is not 
high and its cost of operation is extremely low. 


Tungar Battery Chargers were developed in the Research 
Laboratory of the General Electric Company over six years 
ago. Thousands have been in successful operation ever since. 


Do you prefer to carry your battery to a charging station, 
wait a couple of days or more, and then pay three times 
what it would cost you to charge it at home? Our new 
booklet on the application of Tungars to radio batteries will 
give you the details. Ask us for Booklet B-3640, if your 
dealer cannot give you one. 


Electric 


Dany wigtae 


















-id 
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And Christmas Cheer 


offers sales opportunities 


With the approach of the holiday season, dealers 
must consider stocking the goods they will need 
for Christmas buyers. 


G-E Christmas Arborlux 


(oo Combination Toy Transformer 
and multiple Xmas Tree Lighting Set 


will be a popular seller this year. Magazine 
advertising appearing in the December magazines 
which are issued the middle of November will 
contain Arborlux advertising to the extent of over 
a million anda half copies. This will be support- 
ed by window display suggestions and other 
dealer helps. 

This is the season when Jobber’s Salesman should stock dealers 


with “‘the light that never fails.”—Address any G-E distributor, 
Merchandise Dept., General Electric Co., Bridgeport, Conn. 


General@@Electric 
Soma Company 









Wells 
2h woo tt 


Sales Offices in 
all large cities 





“Christmas comes but 
once a year’ — 






yu 
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est. 


The 





‘RED 
SPOT”’ 


This is the well- 
known ‘Red 
Spot’’ Hanger 

the unit which 
has been adopted 
as standard by 
many of the 
most discrimin- 
ating distributors 
and installers of 
commercial light 
ing equipment 
Send for z 

Points of Superi 
ority’” which 
tells just why 
this is the 





elsewhere. 


Grasp it! 


HANGERS 


= for Commercial 
Lighting Units 


These hangers fit any of the popu- 
lar urn-shaped glassware. They 
are made right, packed right, 
priced right. 


WAKEFIELD 


Hangers are strictly a jobbing proposition. 
Not only does the jobber get a satisfactory 
margin and absolute protection, but we con- 
tinually advertise to the trade to “Buy 
Wakefield Hangers through your jobber.” 


“Red Spot” Hangers will repay your inter- 
The trade can make more net profit by 
buying “Red Spots” from you than they can 
make by assembling units from parts bought 


small commercial 
buildings is your sales opportunity. 


“RED 
SPOT” 





















“RED 


manded. 








In Cartons 


Gh 
F, 


Manufacturers Vermilion, Ohio 


“Red Spot’? Hang 
ers are packed n 
individual cartons, 
each part carefully 
wrapped and check 
ed, and the boxes 
plainly labeled. 
The Wakefield pack 
ing method enables 
jobbers to handle 
‘“‘Red Spots’” at: a 
sure profit—no parts 
are lost, they are 
convenient and easy 
to handle. and they 
make an orderly 
item to stock. 























SPOT”’ 


General Purpose 
Hanger is the 
cheapest good 
hanger made, 
yet, m spite ef 


through. This 
hanger solves 
the price prob- 
lem on all jobs 
where a low- 
cost unit is de- 





| Rocky Mountain Exposition to 
Be Big Affair 


According to the promoters of the 
| Rocky Mountain Electrical Exposi- 
tion, which is to be held at Salt Lake 
City on October 2-14, something more 
important that a temporary stimulus 
of business is aimed at. The larger 
purpose of the show is “permanently 
to widen the scope of the electrical 
market by bringing into logical con- 
tact and working relation the manu- 
facturer, the central station, the job- 
ber and the contractor-dealer,’ and 
to pave the way for a vast expansion 
of electrical service to the public. 


The exposition, it is asserted, will 
be by far the best ever held beyond 
the Rockies, and reservations of space 
already made show that manufactur- 
ing companies from every part of the 
country will be represented. An at- 
tendance of 200,000 is thought a rea- 
sonably conservative estimate, in view 
of the fact that the Utah State Fair 
and the semi-annual conference of the 
Latter Day Saints will be held at the 
same time. The Rocky Mountain 
Electrical Co-operative League _ is 
carrying on an active advertising cam- 
paign in the interest of the exposition. 





| A brilliant illumination feature in 
| the form of a 55-ft. “regional arch”’ 
'has been designed by W. D’A. Ryan 
: ‘ eF 
especially for this exposition. At the 
_end of the arch will be a circular em- 
| blem, 12 ft. in diameter, bearing the 
| coats-of-arms of the six states of the 
| Rocky Mountain group—Utah, Ne- 

vada, Colorado, Montana, Idaho and 
| Wyoming. 
| * * & 


| Junior Member of H. L. Do- 
| herty & Co. Dies 


Frank W. Frueauff, prominent in 
the central-station field, died July 31 
_at his home in New York City from 
an attack of acute indigestion. He 
was the junior member of the firm of 
Henry L. Doherty & Co., vice-presi- 
dent of the Cities Service Co., and a 
director of many of the central-sta- 


tion companies controlled by the Do- 
herty interests. 

Mr. Frueauff was born March 29, 
1874, in Columbia, Pa., and moved 
with his parents to Colorado in 1881. 
After graduating from high school in 
1891 he entered the employ of the 


| Denver Consolidated Electric Co., re- 


e 
W. Wakefield Brass Co. | mining there until 1899, when Henry 


L. Doherty combined it with the Den- 
ver Consolidated Gas Co. to form the 
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— Sor this ts 


Convenience—and convenience outlets—are most 
appreciated now. More electric irons and electri- 
cal devices are being used. More electrical cook- 
ing is done. Household tasks that can be per- 
tormed electrically can generally be moved to 
more convenient locations. 





PAISTE Plugs and Receptacles can be made to 
serve the dealer as Profit Inlets as well as to serve 
the user as Convenience Outlets. 


For the “convenience season” 
H. & H. Tumbler Switches 
are as convenient as even a 
“lazy”’ man would desire. A 
sweep of the elbow, wrist or 


Ga am hand works them—quiet, even 

Y | IVE j pressure, no sudden jerk, no 
~ wns M ‘al recoil. 

1rin ateriais 

~ Easy to sell—a variety of 

styles and every style up to 


the standard of “The Line of 
Least Resistance.” 








THE HartTS HEGEMANMeEGCo. 
HARTFORD, CONN., U.S.A. 


“The Line of Least Resistance”’ 
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Reg. US. Pat.Office 








































dling. 





Tvpe FSC Unilet 





tor. 


Type GTE Unilet for 
Snap Switch 





Type G Unilet 


Appleton Products Include: 


‘‘Unilets,’’ Outlet Boxes and Covers, Laun- 
dry Fittings, Locknuts and Bushings, Meter 
Terminal Fittings, Entrance Fittings, “Pa- 
grip’ Metal Molding and Fittings, Conduit 
Clamps and Hangers, Switch Boxes, Auto- 
Reelites and Reelites. 


tL —___ 





Tell The Contractor How! 
It’ll Make it Easier For You 


Unilets because of their pressed steel con- 
struction allow more wiring space with de- 
creased weight—easier and speedier han- 


Every contractor knows this! 


But did you show him the 
profit he can collect through 
standardizing on Appleton Fit- 
tings? Through the repeated 
handling of the same fittings his 
men will rapidly increase their 
efficiency and show a larger mar- 
gin on each installation. 


The jobbers’ salesman bene- 
fits because it takes less time to 
sell the “‘standardized’ contrac- 


APPLETON ELECTRIC COMPANY 
1708 Wellington Ave. at Paulina, 


Chicago 


If your information on 
Appleton Unilets and 
Conduit Fittings is not 
complete, we will be glad 
to send a complete set of 
sheets for your loose leaf 


catalog. 





Type SC Unilet with 
Hubbell Receptacle 5757 








Denver Gas & Electric Light Co. He 
began as a meter reader and rose rap- 
idly, becoming secretary in 1899, vice- 
president and general manager in 
1907, and president in 1913. In 1905 
he and Mr. Doherty formed the part- 
nership of Henry L. Doherty & Co., 
and was largely instrumental in its 
success. He was a pioneer in promo- 
tion of the sale of central-station se- 
curities to consumers. 

Mr. Frueauff was president of the 
N. E. L. A. from 1909 to 1910, an as- 
sociate member of the A. I. E. E., and 
a member of the I. E. S. 

* * # 
Engineering Societies Offer 
Employment Service 

The four national engineering so- 
cieties, which include the American 
Society of Mechanical Engineers, the 
American Institute of Electrical Engi- 
neers, the American Institute of Min- 
ing Engineers and the American So- 
ciety of Civil Engineers, probably 
maintain the best free employment 
bureau connected with any industry 
or profession in the country. 

The bureau has advised Tue Jos- 
RER’S SALESMAN that jobber executives 








Here we have a snap of Harry Hobson 
with an unusual background. Picture the 
Texas plains, with great herds of steer, 
and a few bronco-busting cowboys, and 
you have Harry in his natural element. 
Yes, he hails from’ Texas, and as most 
everyone knows, is assistant general man- 
ager of the Southwest Géneral Electric 
Co., at Dallas. 
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TALK THIS COMPACT VIOLET RAY 
HOME OUTFIT—YOU CAN SELL IT! 


Out of the thousands of items listed in your catalog 
there are a few on which you should center your greatest 
efforts. 


They offer you a bigger profit, they have quality and 
give you a greater proportion of repeat orders. Which 
brings us to one of them, the Halliwell Violet Ray Home 
Outfit. 


You can tell a mighty interesting story about the Halli- 
well Violet Ray Home Outfit when you're talking to your 
dealers. 


There’s a lot to be said but the high spots are that it’s 
a quality article with a multitude of users and friends. It 
has an unusually compact and pleasing appearance that 
cuts down sales resistance to a minimum. Then there’s 
the big price reduction—from $25.00 list to $12.50 list 
without alteration of quality or guarantee. This last fea- 
ture alone makes it a quantity seller. 

Your dealers ought to place a number of sets in their display win- 
dows. Many firms are making a “window seller” of it and their 
Jobber’s Salesmen are getting fat repeat orders. 

Halliwell Violet Ray Home Outfits give an attractive profit which 
makes sales worth while for Jobber, Jobber’s Salesman and Dealer. 


Talk Halliwell Violet Ray Home Outfits—watch your profits grow. 





—HALLIWELL | ELECTRIC co. 
ust 19 Ath Avenue z _ NEW YORK 
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Sell complete panel boards 
in trade marked packages 











“F-A” Triumph Residence Type “R” Panel 
Boards in trade marked packages represent the 
utmost in residence panel board salability. Deal- 
ers are glad to stock them because they are 
(a) Standardized in 2, 4, 6, 8, and 10 circuit 
sizes in quickly replaceable. one-circuit units; 
(b) Complete, ready to install when taken from 
the package, which eliminates carrying a mass of 
extra parts and connections in stock; (c) Abso- 
lutely safe—all live parts covered and accessible 
only by removing barriers; (d) Good looking, 
which coupled with safety makes possible loca- 
tion on the first or second floor at the center of dis- 
tribution, where fuse changes can be readily and 
conveniently made. 

These four features, backed by “F-A” materials 
and workmanship and all contained in a conven- 
ient, trade marked package are welcomed by deal- 
ers and their customers everywhere. Assure 
yourself of at least one steady, profitable seller 
by stocking “F-A” Triumph Residence Type “R” 
Panel Boards, complete in trade marked packages. 
Write today for details and prices. 


SAFrank Adam 


ELECTRIC COMPANY 
ST. LOUIS 
District Offices: Other “F-A” Products: 
Major System of Theatre 
Lighting Control; Cabinets; 


Kansas City, Cincinnati, knife switche s; safety 
switches; hanger outlets; 


Cleveland, New Orleans, 
reversible-cover floor boxes; 
Chicago, San Francisco, Los 4 C. and D. C. Distribution 


Angeles, Seattle. Switchboards. 


Detroit, Dallas, Minneapolis, 








} 








| are cordially invited to make free us: 
| of this service. Salesmen, sales engi 


neers, designers, executives and as- 
sistants are being furnished by the 
bureau, which is in charge of W. V. 
Brown, Engineering Societies build- 
ing, 29 West 39th street, New York 
City. In 1921 the bureau placed 1350 
men, and nearly as many were placed 


during the first six months of the cur- 





| 


| 


The Triumph Line of Standardized Safety Type Panel Boards | 


{ 
| 


rent vear. 
* * * 


Delinquent Accounts Smaller 


The accompanying tabulation shows 
the number of accounts reported to the 
National Electrical Credit Association 
by member manufacturers and jobbers 
during June and July, as compared 
with the same months last year, to- 
gether with the total and average 
amounts of the delinquencies: 


Central Division No. Total Average 
June, 1021............ 701 $99,228.48 $141.54 
June, 1022.........:.. 701 79,207.62 112.99 
July, 1921............ 617 80,681.69 130.77 
July, 1922............ 727 + §=$7,648.34 120.55 

New York 
June, 1921............ 884 69,212.00 = 207.00 
June, 1922............ 479 69,803.00 145.00 
July, 1921............ 341 67,907.00 199.00) 
July, 1922............ 895 54,704.00 139.00 

Pacific Coast 
June, 1921............ 14 1,786.71 127.65 
June, 1922..:.....:... 18 2,858.13 = 130.75 
July, 1921............ 19 8,511.55 184.61 
July, 1922.0... 18 1,280.71 98.51 

Philadelphia 
June, 192]1............ 228 38,269.92 167.85 
June, 1922............ 207 = 22,401.88 ~=—:108.70 
PUIY, FUBE:...:-..5.. 220 41,116.08 186.89 
July, 1922.......... 261 28,088.58 88.44 

New England 
June, 1922............ 81 10,152.24 126.57 
JULY, -SOel........-.- 80 10,194.64 127.48 
OUlY; WD2e........:... 55 6,779.59 123.26 

* * 


Power Club Issues New Edition 
of Handbook 


The Electric Power Club has issued 
the fourteenth edition of its hand- 
book, which covers substantially all 
the standardization it has effected in 
electric motors, motor pulleys, gen- 
erators, transformers, electric tools, 
mining and _ industrial locomotives, 
control equipment, power switcl- 
boards and switching equipment man- 
ufactured in this country. 

The handbook also contains defini- 
tions, symbols, general engineering 
recommendations and other informa- 
tion of value to users and purchasers 
of electric power apparatus and con- 
trol equipment. Single copies will be 
given to electric light and power com 
panies, rated electrical contractors, 
consulting engineers, architects, and 


_ technical schools upon request to S. \. 
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wT . 
ay TAKE HOME A PACKAGE OF rucee 
Vou will have oiee f ot 





Jobbers’ Salesmen: 


Tell your dealers to send for 
this Counter Display Stand. 


he end of 


fuse uncertainty 









Clearsite Plug Fuses never fail to indicate their condition. 

They save considerable time and investigation where a great num- 
ber of extension plugs are used, as electricians are able to note in- 
stantly whether a short circuit or an overload has caused the fuse 
to operate. 

Study of the ten reasons below will convince you that increased fuse 
sales are sure to result to all dealers handling this fuse. 


In manner of merchandising, as well as operation, Clearsite Plug 
fuses meet the call for consumer convenience. Be in a position to 
capitalize on this call. 


Have your dealers write for details of our four-package plan and 
counter and window display material. 


The ten sound, sure-selling arguments :-- 
1—Easily inspected; capacity plainly visible. 
2—Small, strong, clear window permanently attached. 
3—Link melts immediately under the window. 
4—Economy “Drop Out” Link used exclusively. 
5—Insulation cap has fluted grip. 
6—Screw shell is securely fastened. 
7—Breakage eliminated in handling or use. 
8—Lighter weight minimizes freight costs. 
9—Priced right to jobber and consumer. 
10—Packed in usual standard carton quantities and in 

attractively colored retail packages. 





Economy Fuse & Mfg. Co., Chicago, U.S.A. 





SALES OFFICES IN PRINCIPAL CITIES 
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Electric Service’’ 


Ask For The New 


CIRCLE T SAFETY SWITCH 
BULLETIN No. 4—Just Out 


You need this new CIRCLE T SAFETY SWITCH BULLETIN 
No. 4— it’s a big asset to every Jobber’s Salesman. Bulletin No. 4 
replaces pages 62-91 inclusive of Catalog No. 12 and all succeeding 
bulletins. In Bulletin No. 4 there is a complete revision of catalog 
numbers and such a comprehensive listing of the full line that your job 
of selling TRUMBULL SAFETY and EXTERNALLY OPERATED 
SWITCHES is made an easy one. 


“‘Guardians of 





















































For convenience, Bulletin No. 4 is divided into four sections. 


Section 1 covers A Safety Switches 
with Interlocking Catch; 30 to 1200 
Amperes; either 2, 3 or 4 Pole; 250-500- 
600V. A. C.; in either S. T. or D. T., 


fusible or without fuse. 


Section 2 shows the Type C Exter- 
nally Operated Safety Switch; 30 to 200 
Amperes; 250-500V. A. C. This line 
has no Interlocking feature and is naturally 
Type C Externally 
Operated Safety Switches are rapidly 
gaining recognition as the best punched 
clip switches on the market. 


lower in price. 


Section 3 contains complete informa- 
tion on Entrance Switches with both 
Porcelain and Slate bases. 125-250V.; 
either 2, 3 or 4 Pole. An unusually com- 
plete line at a corresponding low price. 


Section 4 gives complete information 
on the Meter Service Standard Type. 





Be sure you have your copy of Bulletin No. 4. 
It can be obtained from any branch 
office or from the factory. 








The Trumbull Electric Mfg. Co. 


Plainville, Conn. 


Philadelphia 
Boston 


San Francisco 
595 Mission St. 


New York 
114 Liberty St. 


Chicago 
40 S. Clinton St. 








“Guardians of Electric Service” 

















October 23rd -30th 


Ventilation. 
c sanitation 


€rsonal fyg!é 





Health departments and_physi- 
cians all over the country—to say 
nothing of life insurance companies 
and manufacturers of “health” prod- 
ucts—have united in a drive for less 
sickness which will culminate in 
“Good Health Week” October 238- 
80. Many executives of electrical 
manufacturing companies are lend- 
ing their efforts to the noteworthy 
movement. Prominent among these 
is G. C. Breidert, of the IIg Elec- 
tric Ventilating Co., Chicago, who is 
chairman of the executive commit- 
tée organized to promote “Good 
Health Week.” 

It is proposed to stimulate pub- 
lic interest in matters pertaining 
to good health and to make the 
drive every fall. Firms can co-ordi- 
nate through trade associations and 
through the use of stickers, such as 
that reproduced above,:on_ their 
outgoing mail. 











Clarkson, executive secretary, Kirby 
building, Cleveland. To others the 
price is 50 cents a copy. Jobbers’ 
salesmen are at liberty to advise their 
contractor customers regarding the 


handbook. 


Cleveland to Open Fourth 
Electrical Home 


According to J. E. North, one of 
the most active members of the Cleve- 
land Electrical League, preparations 
are nearly completed for the opening 
of the fourth electrical home in Cleve- 
land. A special committee of rep- 
resentative electrical men of that city, 
headed by J. L. Wolf, secretary of 
the Lighting Fixture Dealers’ So- 
ciety, has been working on the plans 
for the new home, which will be even 
better fitted than previous ones, it is 
claimed. 


* 
Tests on “Elexits” 

Our attention has been called to an 
item on page 50 of the August issue, 
in which it was stated that tests had 
been made on G-E type “Elexits” 
made by the Electric Outlet Co. The 
statement should have been that tests 
were made on “Elexits’”’ manufactured 
by the General Electric Co. under 
license from the Electric Outlet Co. 


* 
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DOMANCO 























NO-BURN-OUT ELECTRIC TRON 





A FIVE-DOLLAR IRON IN PRICE ONLY 


Point for point, material, workmanship and 
good appearance, the DOM ANCO, compared 
with higher priced irons, is not a second rater. 
It is merely a better value. 





VEA VEA 
NO: . <: 
HEATING ELEMENT 


REG, US. PAT, OFF, 






Gold medal award- 
ed Dover Mfg. Co. 
at Panama-Pacific 
Exposition in 1915 
for superiority in 
electric iron manu- 
facture. 


Long experience and a national standing 
are back of DOMANCO, a real NO-BURN- 
OUT electric iron. It is so good that our 
dealers sell on the basis of 


a new one free if the Vea Heat- 
ing Element should ever burn out. 


DOVER MANUFACTURING COMPANY 


DOVER, OHIO 
Central Western Representatives: 


The Standard Electric Sales Company, 105 W. Monroe St., Chicago, Ill. 
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lhe PEIRCE 


shock absorbing 
lead thread 

























pence Forged Steel 


Pins for low voltage 





insulators, can be fur- 
nished with the stand- 
ard resilient spring 
thread or with the 
shock absorbing lead 
thread, as illustrated. 


These, like all Peirce 


Pins, are designed to 
protect the insulator by 





eliminating the me- 
chanical stresses, 

. caused by temperature 
changes. 





The Number Eighty 
Lead Thread Pin. 


There is a Peirce Pin for every pin type insulator and 
for every construction requirement. 


Recommend Peirce Pins 


HUBBARD & COMPANY 


PITTSBURGH 





























My Faith in the Jobber 


(Continued from page 8) 

a new plug. A jobber in Cleve- 
land was approached on the idea 
of stocking and pushing this plug. 
and he responded to our ap- 
proach in a _ typical live jobber 
fashion. He not only vounteered to 
devote his entire sales organization 
to its introduction to his dealers, but 
also insisted that the sales letters 
used in connection with his campaign 
be of his own authorship, despite the 
fact that we could have saved time 
for him by furnishing him our reg- 
ular tie-in material. 

“In Pittsburgh another large job- 
ber informed us that the ‘Hemco’ 
name and standards were well known 
to the dealers, and when we went to 
him with the new plug the entire 
sales organization of the jobber went 
to work for over two weeks intro- 
ducing the plug to dealers. 

“In still another case a jobber in 
Milwaukee turned over his sales force 
in a way that seldom fails in results. 
One of our trained missionary sales- 
men was permitted to spend a few 

















Beg your pardon, gentlemen, but golfers 
in their togs look so much alike that we 
got the wrong caption under you last 
month. This time we'll watch the printer 
a little more closely. The good-looking 
fellow on the left is H. C. Callahan, 
General Electric Co., New York City, and 
the equally good-looking fellow on the right 
is his boon friend, Lester E. Latham, of 
E. B. Latham & Co., also of New York. 
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Appliance Cords 


Electrical table service without the nuis- 
ance of a tangled attachment cord is eas- 
ily secured by specifying PARANITE 
appliance cord. The extra flexibility of 
this special cord greatly increases its life 
in service and adds to the satisfaction in 
the use of the appliance. 


PARANITE appliance cord is made 
in several sizes, with standard conductor 
of No. 34 gauge copper. It is much more 
flexible than the average cord for this 
service, which uses No. 30 strands. 


The selection of PARANITE for 
use in this service is in keeping with 
highest degree of perfection in up to date 
appliance design. 


PARANITE appliance cord is made in several sizes 


and can be furnished with any standard braid cover. 


-sPARANITE™ =: 


Indiana Rubber & Insulated Wire Co. 


Jonesboro, Indiana 


Chicago Office, 210 South Desplaines St. 


New York, The Thomas & Betts Co., 63 Vesey St. 
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We Have Forgotten What the 
Denzars Cost 'Us, But— 


we have not forgotten that we are pleased with them.” So writes 
George F. Ebner, Jr., Treasurer of the Cotterel-Ebner Company at 
Harrisburg, Pa.; and then he adds, “Before we placed our order for 
lighting fixtures we went carefully into the matter and had proposi- 
tions from several dealers on fixtures that cost much less than 
Denzars, but we selected Denzars because we were convinced that we 
would be dollars ahead by buying them and our decision was cer- 
tainly correct. Our job called for about 100 Denzars—we have them 
throughout our four story office and store building and I do not know 
of a building in Harrisburg that is as well lighted as ours. After eight 
rnonths every one of the Denzars is giving the same wonderful light 
and service as the first week we used them.” 


You know that the satisfaction of quality remains long after the pur- 
«hase price is forgotten. Can you and the dealers to whom you sell 
afford to recommend lighting equipment that fails to give lasting 
satisfaction? 


ast month we suggested that you direct your efforts toward school 
lighting. But remember also, merchants are now preparing for fall 
and Christmas business. It’s an opportune time to sell Denzars for 
better lighting in stores. 


Beardslee Chandelier Mfg. Co. 


218 So. Jefferson St. Chicago, IIl. 

























days with each of the jobber’s sales- 
men. The campaign continued, how- 
ever, until all the dealers were cov- 
ered, and a great number of plugs 
sold. 

“The cases that I have mentioned 
are only a few among many. I could 
mention any number. Our own sales- 
men are continually reporting the 
fact that jobbers are conducting cam- 
paigns on our products. They find 
write-ups in house organs on our prod- 
ucts; they send in copies of special 
letters on our products that the job- 
bers send out to their dealers. They 
discover stores where special dis- 
plays have been made on our prod- 
ucts at the’ recommendation of some 
jobber’s salesman. All of which, I 
believe, proves that the jobber is out 
doing constructive sales work. 

“This month (September) we an- 
nounce a prize window trim contest, 
in which we are offering 39 prizes 
representing the expenditure of $500 
for prizes and a considerable amount 
for window trim equipment, circulars, 
newspaper mattrices, etc. Were we 
to depend entirely on our own sales 
force and our own advertising for the 
success of this contest, we would have 
a hard time making it pay, but I have 
faith in the jobber to such extent that 
I can predict now there will be thou- 
sands of jobbers’ salesmen urging 
their dealers to enter photographs of 
‘Hemco’ windows in our contests. I 
am sure that many jobbers’ salesmen 
will even trim windows for their deal- 
ers. They are interested in the in- 
creased sales and they will be anxious 
to have the progressiveness of their 
dealers recognized by the winning of 
prizes. 

“T’ll tell you my experience in 
working with and later in dealing 
with the jobber has created a faith 
in his work, and I don’t see how any- 
one who has regard for the facts in 
the case can question his ability. I’m 
for the jobber and I don’t hesitate 
telling him so.” 





New Station for Detroit 
Edison 

According to a recent statement by 
President Alex Dow of the Detroit 
Edison Co., plans are being completed 
for the construction of the company’s 
contemplated power plant on Slocum’s 
Island. The plant is estimated to cost 
$10,000,000 and work on it will be 
commenced some time during 1923. 
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This is one of a series of advertisements 


written by men in the field who know best the 


We Build Business LA M p S way to Build Their Business Around Lighting, 


and whom experience has taught that such 


. “ 
NATIONAL LAMP WORKS 
A round Lighting rir business building is extremely profitable. 


NATIONAL MAZDA LAMPS 
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It Pays Big 


To Sell 


Anylite Products 


We have increased the discounts 
on Anylite Plugs to give every pos- 
sible incentive to increase their sale. 
Coupled with the easy-to-sell, rapid 
turnover features, this increase of 
discount makes it decidedly worth 
while to push Anylite Plugs. Write 
for the new lists now—take advan- 





Anylite Twin Plug : 
List 75c tage of this easy way to profit more. 


Display Boxes 


Anylite Plugs are now packed in 
handsome display boxes that great- 
ly assist the dealer in selling them. 
These silent salesmen are attention- 
getters that put across the story to 
the customer in a forceful manner. 
By putting these boxes near the cash 
register and in the window the dealer Anylite TP-2 
will increase his sales tenfold. List 75c 





Anylite Regulators 


One of the big sellers in the Anylite line 
is the Regulator. It is easy to sell, gives 
perfect satisfaction and is a big money 
maker. They are mounted on new display 
cards that put their story to the customer 
in a more effective manner than is other- 


wise possible. 


Direct Mail Advertising 


Our direct mail advertising campaign now 





in progress is helping jobbers sel] Anylite 
Anylite Regulator Products. Take advantage of it and have 
List $1.25 your men talk Anylite. 


ANYLITE ELECTRIC CO. 


FORT WAYNE, IND. 

















A Perspective on 
Distribution 
(Continued from page 16) 

“A jobber may say that he is do- 
ing a nice business in a certain terri- 
tory. But the jobber alone cannot 
be the sole judge. This is a feature 
in which the manufacturer and con- 
sumer both have a deep interest. The 
measure of the jobber’s effectiveness 
must be his realization of the avail- 
able potential demand. I think it is 
modern to consider the transaction 
closed only when the goods are in the 
hands of the ultimate consumer and 
satisfactorily performing the service 
for which they are intended and when 
all concerned—manufacturer, whole- 
saler and retailer—have contributed 
their full, fair share, and each has 
received his just compensation.” 

“What is meant,” I asked, “by the 
‘available demand, and how is that 
to be determined?” 

“A lot of things enter in there,” 
he said, “and to explain in detail 


| would make a story by itself—a long 
| one. Also, manufacturers, whole- 








The contractors got the best of the job- 
bers at Asbury Park, N. J.. when the New 
Jersey Association of Electrical Contrac- 
tors and Dealers held its annual meeting. 
Baseball, though, not business, and one of 
the contractors is showing O. Fred Rost, 
manager of the Newark Electrical Supply 
Co:, the chap in white flannels, how it was 
done. O. Fred donated the Eversharps, 
and, of course, he had to have the official 
box score. 
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King says:— 
eal And above all— 


air, but it’s not about 
DURADUCT. He’s sure 
of that. 















Remember that DURADUCT is the 
original single wall Non-Metallic Con- 
duit. It has never been made any other 
way. It is not an experiment. Others 
' may try to make a Single Wall Loom, 
but you can easily see the difference by 
looking at the end of the piece. On 
DURADUCT it will be smooth and 
clean, on others it will be ragged or 


raveling. 


Be sure to specify DURADUCT for 
easy fishing and easy installation, and 


good clean ends. 


Tubular Woven Fabric Company 


Pawtucket, R. I. 
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Standing Out From The Rest 
You'll Find 


DUNCAN 


Watthour Meters 


Duncan Watthour Meters are the leaders in their field. 

Their dependability and accuracy gives them distinctive 
features uncommon to the general run of meters. 

The Duncan A. C. Watthour Meter Model M2 is the only 
meter that will accurately operate on all loads above 5 per cent 
‘of its capacity with its upper bearing removed. This is 
another decidedly individual and effective selling point. 

Another reason it holds the position it does, is the fact that 
for more than 20 years Duncan has been telling the consumer 
that it is a good meter. Further advertising of the consumer 
and dealer type will make the envious position of the Duncan 
Watthour Meter still more secure. 

Jobbers and Jobbers’ Salesmen who identify themselves with Duncan 


Watthour Meters stand out from the crowd. It’s sales they want and 
it’s sales they get with a minimum of effort. 


Identify your house and yourself with Duncan Watthour Meters and 
enhance your position as a Jobber or a Jobber’s Salesman. 


DUNCAN ELECTRIC MFG. CO. 


Lafayette, Ind. 


Duncan Meters Made for More Than Thirty Years 


salers and retailers must be in accord 
as to the methods used in determining 
the available potential demand, as 
otherwise the broth will have too 
many cooks engaged upon it to insure 
its being good. There are certain con- 
siderations, certain factors, however, 
so vital and obvious that no method 
would be sound that did not include 
them—it would be a process of guess- 
ing, rather than an intelligent search- 
ing after facts.” 

I told Mr. Baldwin then and there 
that THe Jopper’s SALEsMAN looked 
forward to having him suggest a 
formula that readers could use in de- 
termining the available potential de- 
mand for electrical specialties and 
supplies in their respective territories ; 
and perhaps it will appear in these 
columns before long. In the mean- 
time, however, and in respose to my 
request for a little further light upon 
the subject, Mr. Baldwin pointed out 
these features as being worth think- 
ing about. 

“Tnasmuch as we all are in business 
to serve the public we must realize 
that the public’s ability to reward our 
efforts is controlled by the income 
that the public receives. For ex- 














You might not believe it, but operating 
a switchboard at the Union Elec:ric Co. 
Pittsburgh, is only a side line with Har- 
riet Kirby. Aside from that she is the 
best right-handed girl pitcher in western 
Pennsylvania. On any Saturday or in the 
evenings, she is usually to be found throw- 














ing her famous curves for the “Westing- 
| house Bloomer Girls.” 
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$500 in HEMCO Prizes 


Watch for our big September Dealer Help Bulletin which you will receive 


about September 15th. It carries an important message to every retailer of 
electrical supplies. It offers thirty-nine (39) HEMCO prizes—totaling $500— 
for the 39 best window displays showing HEMCO plugs. Open toall dealers. 
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It is to help you trim your windows more effectively and to 
sell more HEMCO plugs and appliances that we plan to 
send you the big September Bulletin and offer these 39 


HEMCO prizes. 


Stop a moment and consider the window display. 
firm in Chicago began making window and counter displays of 
HEMCO plugs with other appliances. 

made HEMCO sales were insignificant. 


over 1,800 weekly. 
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HEMCO THINLITE 


Best Answer Winners 


The July HEMCO Question and 
Answer Contest was won (first prize) 
by R. C. Thomas. Suburban Electric 
Co., Madison, Wisconsin, and (second 
prize) by E. L. Peeps, Julius Andrae 
& Sons Co., Milwaukee, Wisconsin. 


HEMCO Trip-Lite 


Here is the HEMCO 
TRIP-LITE which 
gives one light and 
two service outlets— 
from the same 
socket. 








RAINDOW displays pay—they are your biggest 
means for making immediate sales and building 
good will for your store. An idle window is 


often a bigger loss than an idle clerk in a store. 


Before these displays were 


Soon they were running 


peoseeeee Ul! 


















Recently a large 


Increase Your HEMCO Sales 
Win a Window Prize 


A Lighting Company in Ohio has 
been pushing HEMCO sales with ap- 
pliances for the purpose of increasing 
current consumption. Both plugs and 
appliances have sold remarkably well 


and current consumption has _in- 
creased over 10% From a small 


town in Montana, the Electrical Re- 
pair Shop writes, “I have found your 
HEMCO plugs the most popular 
plugs I ever sold. I sold over eighty 
in the last three months.” Do not 
such facts prove the value of good 
displays? 


Display Material Free 


Tell us frankly—can we count you in 
on this big window display contest? 
All you have to do is to trim your 


window and send us a photograph of 


it. Also we don’t ask that the win- 
dow be devoted exclusively to 
HEMCO plugs. Enter today. And 
you win in added sales whether you 
win a prize or not. 

Send your letterhead and we will de 


liver you splendid display helps by re- 
turn mail. 
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List of Prizes 


$100 for the best 
trim. 


window 


$75 for the second best. 
$50 for the third best. 
$25 for the fourth best. 
15 prizes of $10 each. 


20 prizes of $5 each. 














HEMCO 
ecards are in two colors They 
are beautiful in appearance and 
will assist you greatly in making 
a display. 


window and counter 





GEORGE RICHARDS & CO. 


Dept. 16 


NEW YORK OFFICE: 


Blickman Bldg., 
Long Island City, N. Y. 


New England Agents, 
Pettingell-Andrews Co., 
Boston, Mass. 


557 W. Monroe St. 


CHICAGO 
Pacific Coast Agents, 
Geo. Gray Co., 


589 Mission St., San Francisco 
Sole Export Distributors, 
Cornelius-Scott Sargent, Inc., 
20 Broadway, New York City 
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Only 2% 


Replacements 


Per 


Annum 


for All Causes 


That’s one record of 
Hemingray Glass Insula- 
tors. 


It is but one of many facts 
which a questionnaire to 
Hemingray users brought 
out. Hemingray Glass In- 
sulators have a long and 
successful record of service 
on Medium Voltage Power 
Lines ranging from 6,600 to 
33,000 volts. This record 
covering a period of more 
than 25 years is the best pos- 
sible proof of their practical 
efficiency. 


Bulletin No. 1 tells in de- 
tail the many advantages of 
Glass Insulators. Upon re- 
quest a copy will be 
promptly forwarded. 


HEMINGRAY GLASS 


COMPANY 


MUNCIE, INDIANA, 


U.S.A. 





ample, there are, in round numbers, 
about 40,000,000 people in _ this 
country engaged in gainful occupa- 
tions, receiving a total income from all 
sources of about $59,000,000,000. 
That, mark you, is income; not ex- 
penditure. Here in New York City, 
for instance, the average family 
spends about $1,500 annually, out of 
which must be paid the butcher, 
baker and candlestick maker, in addi- 
tion to the many others that are com- 
peting with the electrical man for a 
share of that money. In many in- 
stances we are not trying for a big 
enough share of that money; at least, 
not planning intelligently to get it. 

“Someone, Emerson I think it was, 
said that if a man needs a thing he 
pays for that thing in one way or an: 
other, whether he buys it or not. The 
public needs a lot of things electrical. 
Needing those things, they are, in 
the sense suggested, paying more to 
do without those things than it would 
cost to own and enjoy their service. 
Wherever that condition exists there 
you will find available potential de- 
mand not being realized. By refer. 
ring carefully to the underlying facts 
and working according to formula it 
should be easily possible for any job- 
ber to set up a bogey that is fair and 
reasonable—one that he will owe him- 
self money if he does not realize.” 

These statements give an insight 
into Mr. Baldwin’s conception of the 
potential possibilities for the sale of 
electrical materials. They are con- 
vincing, and so I changed the sub- 
ject. Appreciating the large amount 
of so-called constructive criticism re- 
garding the workings of the electrical 
industry, I asked him about it. 

“The trouble is,” he replied, “we 


| have said that this was wrong, that 


was wrong or the other thing was 
wrong; we have not said this was 
right, that was right, or the other 
thing was right. Let us see if we 
cannot get together on a platform of 
rights rather than wrongs. 

“We talk glibly enough about ‘dup- 
lication of effort,’ although we con- 
tinue in many instances doing just 
that. But how about unwarranted 
efforts? How about the retailer who 
opens shop in a neighborhood already 
well and abundantly served, or going 
to the other extreme, in a neighbor- 
hood of such meager incomes that it 
cannot support a shop at all? How 
about the manufacturer who under- 
takes to get a footing in a field that 
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‘We fist sold our entire 
sales organization on 
the ILG Ventilating fan 


N 1905 the Doubleday-Hill Electric Company, 

Pittsburgh, Pa. placed their first stock order for Ilg 
Ventilating Fans. For 17 years they have catalogued the 
Ilg line, each year showing a consistent gain in sales, 
increased dealer activity and growing public demand. 





Read what Mr. H. H. Tully, sales manager of the Double- 
day-Hill Electric Company says about the Ilg proposition. 
Here in a few words we have the story of the Doubleday- 
Hill success with Ilg Ventilating Fans. 


And best of all, the market hasn’t been scratched — it’s a 
virgin field so big that we ourselves cannot define its 
possibilities — everyday brings new developments. And 
remember, you need no introduction to sell the Ilg line. 
It is nationally advertised and known to the trade every- 
where. 


Send for ILG TELL TALES now in its third 
edition — a 24 page illustrated book that 
tells an unusual story of keen interest to 
every jobber and salesman who is identified 
with the selling of electrical merchandise. 





ns 





fo 




































MR. H. H. TULLY, Sales 
Manager of the Doubleday- 
Hill Electric Company, 
Pittsburgh, Pa. says: 


The Doubleday-Hill Electric 
Company in 1905 appreciated the 
wonderful possibilities of the Ilg 
Ventilating Fan offered the job- 
ber. We first sold our entire 
sales organization on the quality 
of the Ig line, which was easy. 
In fact, we believe the Ilg Venti- 
lating Fan is one of the easiest 
articles to sell at a profit, and 
today our salesmen are so en- 
thused they consider the Ilg line 
one of our leading items. We 
think so well of Ilg products 
that we carry a one page ad in 
our dealers’ monthly bulletin 
each month. 





The ILG is the only Ventilating Fan 
made with a fully enclosed self- 
cooled motor and is manufactured, 
tested, sold and guaranteed as a 
complete unit. 




















FOR OFFICES - STORES: 
. FACTORIES: PUBLIC BUILDINGS- 
RESTAURANTS :THEATRES : HOUSES -ETC: 
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RACINE UTILITY MOTOR— 
TYPE C 





Another Racine for 
Better Sales Volume 


The jobber’s salesman that keeps RACINE in 
mind finds many openings for bigger sales. The 
diversified line of RACINE motors makes prac- 
tically every man interviewed a prospect; their 
quality and guaranteed performance assures 
heavy repeat orders and satisfied customers. 
You can make big jumps in your sales record 
by keeping a paper clip on the RACINE page 
of the old loose leaf catalog so the place is easy 
to find. 


Try This 


and Smile 


Illustrated in 
this advertisement 
is the Type C 
RACINE Utility 
Motor. It is built 
with RACINE 
quality just stick- 
ing out on all sides 
and will do more things than the modern flapper. 
It has a dozen uses about the home and every 
dealer you reach can sell a score without half 
trying, if you put the sales bug under his hat. 
Every woman needs one in her pantry to polish 
the silver, sharpen the knives, turn the ice cream 
freezer, etc. Every man’s garage—every jew- 
elry shop—every dental parlor is an ideal home 





A powerful small motor for grinding, 
polishing or driving. Capacity 1/10 
Mee 


for one at least. 


Stick that clip on the RACINE page—point 
this type C out to the boys next week and watch 
the old sales mount. We'll be glad to help you 
in any way we can—let us hear how it works. 


General Sales Agents 


THE STANDARD ELECTRIC SALES CO. 


105 West Monroe Street 
CHICAGO 


MANUFACTURED BY THE RACINE ELECTRIC CO., RACINE, WIS. 


IRACINIE MOTORS 




















is already well served with a similar 
article of true merit and reasonable 
price—what sound basis exists for 
that? How about the jobber who un 
dertakes to market a brand new 
novelty with the same tactics and men 
that are employed to take orders on 
staples? 

“Tell me this,” he continued. “The 
facts governing conditions such as | 
have just mentioned are real and 
tangible certainly, or else they would 
not govern. Now wouldn’t it be good 
business to look into those matters in 
advance of spending money in the at- 
tempt to carry through such unwar- 
ranted efforts? Such things are all 
‘wrong’ and breed their kind. Losses, 
while the figures representing them 
may be written off on a set of books, 
must be absorbed by the business 
activities that continue on—by you, 
and me and the other fellow finally. 
All ‘wrongs.’ . 

“Through channels of engineering, 
accountancy and general research it is 
easily possible to establish our busi- 
ness activities on a firm foundation of 
rights, on a basis that will adjust 
means to ends accurately and where 
a business undertaking will be shown 
in advance to be warranted and 
feasible. Adherence to that policy all 
along the line will conduce to a con- 
tinuation of right practice in every 
activity—from the securing of raw 
materials, to the delivery of the fin- 
ished product to the user and the col- 
lection and disbursement of the re- 
ward for that service.” 


Underwriters’ Service in 
England 
An arrangement has been entered 
into between the Fire Offices Com- 
mittee, London, and Underwriters’ 
Laboratories of Canada and the Unit- 
ed States, covering the examination at 
factories and labeling of fire appli- 
ances manufactured in England in- 
tended for export to North America, 
the service being identical with that 
rendered by Underwriters’ Labora- 
tories for goods manufactured in Can- 
ada and the United States. 
* * * 


Power Club Moves Offices 


The executive offices of the Electric 
Power Club have been moved from St. 
Louis to the Kirby building, Cleve- 
land, according to an announcement 
recently made by S. N. Clarkson, 
executive secretary. 
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A Merchandising Plan—Its Result 








Every Participant Prof tted 
While Serving the Public 
At a Lower Cost!— 


HE Williamson Plan of Mer- 

chandising Home Lighting 
Fixtures emphasized itself as the 
logical method of distribution; 
proved the unlimited possibilities 
of low-cost production; exploited 
the development of a variety and 
price to meet all conditions of en- 
vironment and finance; gave the 
opportunity for every participant 
to serve with his greatest efficiency 
and gain a greater margin of profit 
with a lower selling cost. 


What has been done for the “‘fixture”’ 
industry and the trade handling “‘fix- 
tures” will be duplicated in the 
glassware industry under the Wil- 
liamson Plan for Merchandising 
Glassware as explained on the in- 
side pages. 





R. Wittiamson & Co. 


NEW YORK CHICAGO SAN FRANCISCO 
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The Williamson Plan of 























4,000,000 Williamson 
Lighting Fixtures Sold! 


Babe is simply the well merited result 
of high quality, low priced production 
distributed on a modern merchandising 
basis that protects jobber, dealer and con- 
sumer. 


N O wonder, then, that over 40 of the 

largest jobbers merchandise Wil- 
liamson Lighting Fixtures, thus bringing 
to hundreds of small dealers in the remot- 
est section of the country the same oppor- 
tunities to serve their public as is given 
dealers in large centers. 


That’s the Williamson idea. 





R. Wittiamson & Co. 


CHICAGO SAN FRANCISCO 











NEW YORK 
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iaerchandising Glassware 
















The Glassware 
Merchandising Plan 


ive of the largest and best known glass 
manufacturers are cooperating with R. 
Williamson & Co. in offering to jobbers 
and dealers the Williamson Plan for mer- 
chandising glassware. The same _ out- 
standing advantages that applied to the 
Williamson Plan for fixtures now can be 
secured in the merchandising of glass- 
ware. 


HE “Williamson Line” consists of 

glass of all types, and of every price. 
Thus, through the enterprise of R. Wil- 
liamson & Co. is another commodity 
placed on a strictly merchandising basis, 
with resultant benefits to jobber, dealer 
and consumer. 








R. Wittiamson & Co. 


SAN FRANCISCO 





NEW YORK CHICAGO 
































70 THE JOBBER’S(A)SALESMAN 












Economically Sound 





The Economic Advantages 
of This Marketing Method 
Are Kvident— 


MAR KETING glassware under 
the Williamson Plan is an 
economically sound merchandising 
method. 


This plan makes possible a com- 
manding position in the raw mate- 
rials market; unlimited manu- 
facturing facilities; the elimination 
of unprofitable lines; lower selling 
costs; smaller stocks for dealers; 
proximity of dealers to source of 
supply and a higher standard of 
quality. 


Learn the details of this plan and 
what it can do for you. 





R. Wittiamson & Co. 


NEW YORK 


CHICAGO SAN FRANCISCO 
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C. B. Hall 


(Continued from page 21) 
casionally from factory, and the bill- 
ing was done from Chicago. In hand- 
ling these orders in this way ques- 
tions would come up about freight 
rates, classification of goods accord- 
ing to inspections, and many other 
differences, which Mr. Hall very con- 
scientiously and thoroughly threshed 
out, having in mind that the customer 
and his house were entitled to equal 
consideration. This is apparently a 
very difficult problem with the aver- 
age salesman. Most of them lean too 
far towards the customer. Some oc- 
casionally go to the other extreme, but 
one of the best and greatest assets a 
salesman can have is a well balanced 
mentality and a “fifty-fifty” judg- 
ment. Mr. Hall always lays a great 
deal of stress on this very point. 

Then as compétition became keencr 
on account of local stocks in San 
Francisco and Los Angeles, Mr. Hall 
put in a small warehouse stock in 
Pasadena, where he had made his 
home a number of years. The Chi- 














Col. Buchanan looks as if he had just 
returned from reviewing his regiment, but 
as a matter of fact the camera man 
caught him on his way to the dining room 
at Camp Dana Bullen. Buck’s paper en- 
titled “Sales Analysis for the Distributor” 
was one of the features of the G-E Dis- 
tributors’ meeting in July. Incidentally, 
he is president of the Wesco Supply Co., 
St. Louis. 


Full Speed Ahead 
On Fuse 


Sales! 








































No need for you to “‘lag by the wayside’ and wait for 
“conditions to improve.” 


No matter what the conditions are in your 
territory, a certain amount of fuses must be 
bought. Not enough, perhaps, to fill the or- 
der books of all the salesmen calling on the 
trade, but more than enough to make a mighty 
fine showing for men who can offer the 

“Union.” 


For dealers are appealed to by its surpass- 
ing strength and ruggedness of construction, 
its extra heavy metal parts, the toughness of 
the fibre tube, etc. Such features enable deal- 
ers to see for themselves just why the “Union” 
will withstand more blowouts than any other 
fuse on the market. And when they note the 
simplicity of its construction and the ease and 
quickness with which it can be renewed, they 
will appreciate the fact that this means a 
valuable saving in time in renew- 
ing. Dealers also know the good 
reputation of the house back of 
“Union” Fuse and have confi- 
dence in any claim you make 
for it. 

There's enough business in 
“Union” Fuses in your territory to 
give your order book a mighty 
cheerful aspect. Why not get it? 

Send at once for full particu- 
lars and our Special Jobbers’ 
proposition. 


Chicago Fuse Mfg. Co. 


Manufacturers of Switch Boxes, Cut- 

Out Bases, Fuse Plugs, Automobile 

Fuses, Renewable and Non-Renewable 
Enclosed Fuses. 


CHICAGO - - NEW YORK 














‘RENEWABLE & 
=_-NON- ‘RENEWABLE os 
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“The Quality Incandescent Lamp”’ 
All Types 
Sizes 
and Voltages 








UR Growth in 
h \ less than four 
_/ fl years—from obscu- 
rity to the largest 
independent lamp 
producers in this 
country—is an en- 
dorsement of our 
policy 


“QUALITY 
AHEAD 
OF PRICE” 


Our plans for the future 
include features which 
will establish for us even 
a stronger position with 
the leading buyers. 





Our proposition is worth 
asking for. 


























STANDARD 
CLEAR — BLUE — FROSTED — ENAMELED 
Country Home Lighting — Train Lighting 
Street Series 
Locomotive Headlight 


and 
Mill Type Lamps 


SAVE ELECTRIC CORPORATION 


615-623 Front St. 220-254 36th Street 
TOLEDO, OHIO BROOKLYN, N. Y. 


Executive Offices: Toledo, Ohio 

















cago house still continued to do the 
billing. At this time G. M. Wood- 
bury, who is still an active and 
prominent member of the organiza- 
tion, came with him. 

It then seemed that Los Angeles 
was destined to become a jobbing cen- 
ter of considerable importance, and in 
the fall of 1911 the Los Angeles com- 
pany was incorporated under the laws 
of California. This arrangement was 
made during one of his annual trips 
to the home office in Chicago, and at 
that time he thought he was opening 


| up a real electrical jobbing house. He 


was manager, secretary and treasurer, 
etc., ete.. Since that time many 
changes have been made in the organ- 
ization, enlarging the warehouse and 
office space from time to time in keep- 
ing with the growth. Recently Mr. 
Hall was made president of his com- 
pany. 

To meet increased demands for 
shipping facilities the company has 
purchased a lot on Boyd and San 
Pedro streets, on which it is building 
a very complete and up-to-date ware- 
house, store, and office building, and 
Mr. Hall hopes this will be a credit 
to the electrical jobbing business in 
Los Angeles, and one of which he may 
be justly proud. 

In commenting on his principles and 
practices, one of Mr. Hall’s associates 
recently stated: “I know his under- 
lying principle is honesty. One of his 
best and oldest customers has said of 
him that it is one of his greatest as- 
sets. Then I believe another under- 
lying principle with him is in exhibit- 
ing as much interest in his customer’s 
business as his own. 

“Mr. Hall has worked hard and 
conscientiously without a great deal 
of thought to the immediate financial 
remuneration. His idea has been to 
establish a reputation for quality 
goods, to be of real service as a real 
honest-to-goodness distributer of elec- 
trical supplies, to build up and main- 
tain an organization that is intelligent 
and loyal to customers and the house. 
to provide specialty salesmen who can 
work with dealers in popularizing dif- 
ferent lines, and to help educate them 
in becoming real merchants. 

“As I see it, these seem to form the 
basis on which Mr. Hall operates to 
conduct an electrical jobbing house, 
but in the final analysis he has done 
all this and more to win his success in 
the business.” 








September, 1922 





THE JOBBER'SMIJSALESMAN 





_— _— 








The “Unsurpassed” 
Electrical Supply 
Catalog 


DEK. PRIVATE EXCHANGE 


& 





2 
Pittsburgh,Pa. august 6,192". 


FERRED Tf. 


oe ite 


Attention of F.S.iontgonory, lees Mheet tata, Dept. 


mere mere te. 
ee Ma) Lonbeok Crawford °o., 
lafayette st., eft’ 
New York, ie Y. 


Gont Lem ani 











PeA TeKkonone 


(h2.carlosi of cateiogues, which you compiled and 
¥ published for us, hae just been .ecvival; these ara now being 


fent out to our custom «s. 


weeks ago, We went over the catalogue cor? 


ee taceipt of the first ehipment, sent ue se ver al | 
fully, one for 
arr nt, aotness ané compl :tnese of dascription, we 


comp. 
ao not believe that this cutalogu> has bo?n eurpassaé ‘by any 
eloctrical supply catalogu» issued up to this timmy. ‘Jo con- 


eider your arr:ngement by coluans, and your 


@il the | 


Gescriptive miter and prices and package data immedietely | 
adjacent to the outs,of decidod convenience to our custoacrs, _ | 


and on this account of decided advantage to’ us. 


+ We find that by usinz your “Unit Colum System” 
we are able to list sbout sev nty-five percent more items 
for the Same numer of pages tran in previous cat zlogues 


t agit: anaes by our Company. iho diff rence in the size and 
= . poe peer of the ca @logue alco gives it distinotive 
ity. 


catalogue is th: little trouble to which we wer: put. Aftrr 
advising you what linw wer: to be included, you have taken 


care of this for us, completing thie cat: logue 
consider an unusually thort tine. 


in what we 


{ 
] 
* 
One thing which has impressed us in setting out this 
| 


fhe mann:t in whieh you handled the entire ae and 


the regulte atteined are satisfactory to us. 
Vary truly yours, 


ez 
e2 

= 

fa 

ta 
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THE COLUMN fF UNIT CATALOG 
NATICNAL STANDARD SIZE 

As issued by a satisfied Electrical 
Supply customer of 

Wynkoop Hallenbeck Crawford Co. 











Your catalog in the National Standard Size, Column Unit, would be equally 


satisfactory both to you and your customers. 
representative who is thoroughly versed in the building of Electrical Supply 


A request from you will bring a 


catalogs. 


WYNKOOP HALLENBECK CRAWFORD CO. 


“Printing Headquarters” 
Compilers and Printers of Electrical Supply Catalogs 


THE COLUMN {C 


UNIT CATALOG 





NATIONAL STANDARD SIZE 


80 LAFAYETTE STREET 


NEW YORK CITY 
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He 





Takes 


No 


Chances With 
“Red Devils” 


IS mind is at ease, be- 
cause “Red Devils” 
minimize the chances 


of danger. 


He is strongly 


sold on their safety fea- 
tures, the quality of their 
materials, and the perfec- 
tion of their workmanship. 


He insists on “Red Devil” 
Tools—nothing else will do. 


Sell him “Red Devils” 


Keep his confidence. 


The line comprises Pliers, 
Nippers, Climbers, Connec- 
tors, Tool Belts, Straps and 


Pads, 


Electricians’ 


Knives 


and Tweezers, Bolt Cutters 


and other tools. 


Send for complete litera- 


and latest 
prices. 


ture 


trade 


SMITH & HEMENWAY CO. 


INC. 


Mfrs. of “Red Devil” 
Electricians’ Too!s 


266 Broadway, New York, N.Y. 


“Red Devil” 


Climbers 


are built with a sense of 


responsibility for 


the 


lives of the users, forged 


of steel for 
made in a 
styles and prices. 


variety 


strength, 


of 















S&H CO. — 


953 “Rey Devil” 

















men) is J. J. Raftery, newly appointed 
of the Manhattan Electrical Supply Co. 


sales manager, and to the right of him is C. H. Boehler, city sales manager. 
company has moved its executive offices from 17 Park place to 125 Church street. 





Crowded on both sides by two jovial f— m— (pardon us, we mean portly gentle- 


manager of the New York City branch 
To the left of him is Howard N. Croop, 
The 





Working on a Schedule 

The best proof that I know of that 
it pays to work on a schedule is the 
railroad time-table, writes J. F. 
Schwab in A pea-o-Gram. 

I can’t think of anything that ac- 
complishes what it sets out to do more 
accurately, more persistently, and 
more effectively than a railroad train. 
It starts at a definite time, keeps on a 
schedule, and arrives at a definite time. 
It seldom fails to accomplish its ob- 
ject. It is the best standard to gauge 
one’s self by that I know of. 

In order, however, to accomplish 
this, it must keep in prime condition, 
have the proper fuel, be well groomed 
and not abused. 

The same thing applies to sales- 
men. Make out a time-table of your 
own adapted to the requirements of 
your work; run on schedule faithfully 
for a month; then check yourself up. 
If the results don’t prove that it is 
the proper thing to do, you had better 
ring your bell and run into the round- 
house for repairs. There’s a screw 
loose somewhere. 

When you are on the branch road, 
do not pass up a station because it 
doesn’t look good. I have seen them 
pick up a big crowd at a small station 
that didn’t have space enough in the 
waiting room for a dog to wag his tail. 
You will never get on the main line 





until you learn the signals on the 
branch line, and when you get on the 
main line, don’t forget that it requires 
more speed and endurance than it does 
on the branch. 





Effectiveness of Lighting in 
Window Displays 

That a well-lighted display win- 
dow attracts more attention and de- 
velops greater returns than one not so 
well lighted is too obvious to require 
demonstration, says The Stimulator, 
published by the National Lamp 
Works. But the lighting salesman 
who has data to show how much the 
effectiveness of a display varies with 
the lighting can overcome a lot of sell- 
ing resistance. 

Tests were made recently on three 
successive nights with two windows, 
one on each side of a high-class wo- 
men’s clothing store in the downtown 
district of Cleveland. Each window 
is 21 ft. long, 8 ft. 8 in. deep, with 
10-ft. ceiling. Three grades of illum- 
ination were used, these being 15 foot- 
candles (30 watts per front foot), 49 
foot-candles (80 watts per front foot), 
and 100 foot-candles (200 watts per 
front). The two windows were light- 


ed at different intensities, and the 
number of persons who stopped in 
front of each window during the same 
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That simple statement regarding a plier means that 65 years of quality tool-making 
has gone into the manufacture of the tool. It means that the plier has been hammer- 


forged from the finest of special bar steel. 
It means that every precaution has been taken to give the knives just the right 


temper, for which Klein Pliers are famous. 

It means that designing and re-designing has given that curve to the handles which 
makes them sit so comfortably in the hand—that each process of its manufacture has 
been subject to the most rigid inspection—that it is a man’s tool for a man-sized job! 

Equip your gangs with pliers “Made by Klein!” 

You fellows that sell tools know what “Made by Klein” means. Ads 
like the above are helping to educate your trade. 


Mathias & Sons 
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dead sold on 
Heating Pads? 


If yowre not dead sold 
on Heating Pads as de- 
pendable revenue, pro- 
ducers for Jobber’s Sales- 
men, you ought to be. 


& 


There’s now a Heating 
Pad that fulfills your 
ideal of what a Heating 
Pad should be, and of 
course it’s the “Stand- 
ard.” And I’m glad to 
say I sell them. 


& 


The company that make 
dependable “Standard” 
Pads probably have the 
right idea—they’ve spe- 
cialized and devoted all 
their efforts to turning 
out a better pad. That’s 
the only appliance they’ve 
ever made—so believe me, 
they know how. 


a 
There was a time when a 
dealer would ask me 


what heating pad I’d rec- 
ommend and I’d have to 
tell him none. Now I can 
say “Standard” and if he 
buys, you can rest as- 
sured he and his custom- 
ers will get full satisfac- 
tion absolutely. 


ed 


“Standards” are steady year 
round sellers for the pad is 


=| right and the prices, too. 
4 And you can’t beat the 
“Standard” people for fair- 


Z| ness, for they surely do treat 


you white. 


* 
Take my word for it and get 
their proposition—it is Right. 


STANDARD ELECTRICAL 
APPLIANCE Co. 


Beverly New Jersey 
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(THE PAD DEPENDABLE. |e 








period was counted. The intensities 
of lighting in the windows was then 
reversed and the persons counted. 
Only those were counted who actually 
stopped to look at the displays. 

Six check tests were made, continu- 
ing for three nights, from 7 p. m. to 
11 p. m., during which time observa- 
tions were made for three different 
intensities of illumination for each 
window. Approximately 10,000 per- 
sons passed the windows during this 
period, and an average of one in six 
stopped to look at one or both. The 
information obtained showed that: 

An increase in intensity from 15 
to 100 foot-candles increased the 
effectiveness of the display 42 per 
cent; 24 per cent of this increase oc- 
curred as a result of a change from 
15 to 40 foot-candles, and 18 per 
cent as a result of a change from 40 
to 100 foot-candles. The drawing 
power of displays was greater between 
9 and 11 p. m. than between 7 and 
9 p. m. ; 





Catalog on Radio 


Anticipating an established demand 


| for radio products, the George Worth- 


ington Co., Cleveland, has issued a 
catalog covering receiving sets, loud 
speakers, head sets and other radio 
parts which it is distributing. The 
catalog also contains valuable sug- 
gestions to amateurs for the installa- 
tion and operation of radio equipment. 

















Arrayed just like you’d like to be one 
of these sultry days and occupying him- 
self with the alluring pastime of selling 
the idea of bait to fish was the fortunate 
W. E. Finch not long ago. When he isn’t 
flipping the camouflaged hook up in Min- 
nesota waters, he’s busy as assistant north- 
western district manager for the Apex 
Electrical Distributing Co., with head- 
quarters at Minneapolis. 












Electrical Specialties 
of Merit 


Redtop is well and favorably 


known among the trade. 
Thousands of. our products 
are in use. The utility of 
Redtop appliances is broad- 
casted through national ad- 
vertising. 


No. 104 
No. 209 





No. 104. 


Toaster Stove 
with Reflec- 


ees 9 $6.25 

Set Alumi- 
num Cookers. 
ieee $1.50 








%7 by 14 inches, 
nickel plated. 


No. 209. Duplex Kitchenette and 
Toaster. Two heats. Complete with 
“Bitzall” Plug ...--+--eeeeseees $9.50 


No. 450. New 
Upright Toaster. 

Made of cold 
rolled steel, fin- 
ished in highly 
polished nickel; 
fibre feet and 
handles, Side 
brackets self ad- 
justing, 450 watts. 
Price $4.50 





Three 
Electric Iron, 
High, low and 
medium heat. 


.. $7.50 


Heat 


Price .. 





Sole manufactur- 
ers “Fitzall” Plug. 


Fits All Heating 
Appliances 


Packed 10 to a carton 





Write for catalog and trade prices 


REDTOP ELECTRIC CO. 


8 West 19th Street 
New York, N. Y. 
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The ELECTRIC half 


includes: 


An Electric Oven or 
Insulated Fireless 
Cooker, 18x18x14, an 
Electric Broiler, and 
an Outlet Receptacle 
for Washing Ma- 
chine, Flat Iron, etc. 
These aré operated 
in front from our 
(Pat.) Switc h- 
Board. The equip- 
ment is “Edison,” 
standard throughout 
the country. 


Furnished in Ebony Black or 


A Cabinet Range 34 Electric and 






Pearl Gray Porcela Finish 












The GAS half 


includes: 


Five Gas Burners, 
which are lighted 
automatical- 
ly—Just Press the 
Button. For Boil- 
ing and All Cook- 
ing in Pots and 
Pans, Gas is a 
Most Desirable 
Fuel, as it is In- 
stantaneous. The 
Gas Table as well 
as the Oven can 
be obtained in 
either right or 
left hand position. 


4 Gas a Little over Four Feet 


Long That Offers Extraordinary Cooking Capacity—and a Cool 


Clean Kitchen. 


An Ideal Combination, Economical and Effective. 


The Magee ElectriGas Uses the Two Fuels, Electricity 
and Gas, in a Manner in Which Each 


of These Fuels Excel 





The Most Remarkable Range Since the Introduction of the Magee ElectriCoal 








Write us for full information 


MAGEE FURNACE COMPANY 


38 Union Street, Boston, Mass. 
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Expects Radio Boom 


“This fall we will see once again an 
enormous wave of enthusiasm for 
radio sweep the country,” recently 
stated Edwin A. Beane, federal radio 
inspector of the Ninth District. “But 
the enthusiasm will be a normal, 
healthy enthusiasm. I expect thou- 
sands of radio fans to install appara- 
tus this fall, and because of the in- 
crease in the radio public an improved 
service undoubtedly will be given by 
broadcasting stations. 

“The people do not care much for 
lectures, and especially the lectures 
that carry advertising of the indirect 
sort. They probably will be spared a 
good deal of this sort of thing by more 
exacting regulations by.the Depart- 
ment of Commerce. I believe that 
many persons would appreciate educa- 
tional addresses broadcasted by au- 
thoritative speakers.” 

* * # 


A. M. E. S. Establishes Radio 
Section 


The Associated Manufacturers of 
Electrical Supplies has organized a 
radio apparatus section, of which the 
officers are: Chairman, M. C. Rypin- 
ski, C. Brandes, Inc., New York City: 
eastern vice-chairman, L. G. Pacent, 
Pacent Electric Co., New York City; 
western vice-chairman, C. E. Ham- 
mond, Signal Electric Manufacturing 
Co., Menominee, Mich.; secretary, E. 
E. Bucher, Radio Corp. of America, 
New York City; treasurer, Charles 
Gilbert, DeForest Radio Corp., New 
York City. 

* * # 
Belgium Building Giant Radio 
Station 

The Belgian State has commenced 
the construction of a great radio sta- 
tion at Ruysselede, near Bruges. The 
plant is intended for communication 
with the Belgian colony in Central 
Africa, as well as with North and 
South America. It will be one of the 
most powerful plants in the world. 
The aerial is to be supported by 


eight towers 900 ft. in height. The 
power plant will consist of one 1,000- 
kw. generator, with two high-fre- 
quency generators of corresponding 
power. One of these will be an are 
generator, and the other will be a 
high-frequency alternator of the Beth- 
enod-Latour system. The latter will 
work at 2500 revolutions per min., 
giving a peripheral speed of 550 ft. 
per sec. for the rotor. It will work in 
a partial vacuum to reduce the resist- 
ance, and the rotor and stator are to 
be cooled by oil circulating under 
pressure. The length of wave in both 
instances will be, from 20,000 to 25,- 
000 meters; current on the aerial, 850 
amperes. Automatic transmission at a 
speed of 100 to 120 words per minute 
will be employed. 

















Every time anyone is introduced to 
Bb. P. (Bert) Williams, manager of the 
radio department for the Union Electric 
Co., Pittsburgh, the new acquaintance al- 
ways exclaims: “Why, Bert Williams is 
dead!” Bert can’t decide whether they 
are trying to kid him or just show him a 
good time. Here we see him plugging on 
an awning rod, trying to catch the news 
of the day. What won’t radio do! 










































Plans for Show in New York 


Announcement was received as we 
go to press of the preliminary plans 
for the American Radio Exposition, 
to be held in Grand Central Palace, 
New York City, Dec. 21-31, under the 
direction of the American Radio Ex- 
position Co., 120 Broadway. Appara- 
tus, accessories and materials will be 
exhibited by manufacturers and deal- 
ers, and there will be daily concerts, 
numbers by grand opera stars, broad- 
casting, illustrated lectures, and other 
entertainment and educational fea- 
tures, the company announces. 


eo #. *@ 


Radio Congress at Pageant of 
Progress 

Opening Sunday, Aug. 6, with a 
code speed marathon and closing Aug. 
8 with a message from Senatore Gug- 
lielmo Marconi, the first annual Radio 
Congress was held at the Pageant of 
Progress Exposition in Chicago. 
Many thousands of interested fans, 
novices, manufacturers and dealers at- 
tended the sessions of the congress to 
hear and see the many other notables 
who delivered speeches. 

On Monday T. R. McElroy of Bos- 
ton, holder of the present world’s rec- 
ord for radio code speed of 561% 
words per minute, defended his title 
by winning the congress marathon. 
His speed was 52 1/5 words per min- 
ute. The award was a solid gold 
diamond medal, donated by George E. 
Carlson, Commissioner of Gas and 
Electricity of the City of Chicago. 
The three next contestants and their 
speeds were: B. C. Seutter, New York, 
52 words; M. Swartz, Chicago, 48 
words; B. D. Brankey, Chicago, 46 
words. 

The Monday program of the con- 
gress was opened by Major J. 0. 
Mauborgne, signal officer of the 6th 
Army Corps Area, and president of 
the congress. Speakers and their sub- 
jects at the Monday sessions.were: 

John Mills, research engineer of the 
Western Electric Co., “The Human 
Voice and Its Electrical Transmis- 
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ND that’s the truth which applies to 
the business of making Radio equip- 
ment. It is something to think about when 


you buy Head Sets. 


There are two kinds of manufacturers of 
Radio head sets—those who know little 
or nothing of telephone design—and con- 
centrate their efforts in quick production 
regardless of quality. And then there are 
those who know the business through 
years of experience and who place scien- 
tific design and quality above everything 
else. So this is a plea for the good of the 
industry — and for your protection. 


Specifically — these Automatic 
Electric Head Sets have been 
developed by telephone engi- 
neers who've devoted more than 
thirty years of effort to the 
designing of better telephone 
apparatus. The time spent in 
the perfecting of this improved 
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“A Little Knowledge 
Is a Dangerous Thing” 





This is the high grade plug 
that comes attached, when 
desired, to Automatic Electric 
Head Sets. It will take care 
of any kind of cord terminals, 
will fit any kind of jack and 
will accommodate two head 
sets. With this plug attached 
to our head set you can be sure 
thehead setisproperly poled.” 


CADGLALA 
A / } 





AUTOMATIC 
ELECTRIC 


LONG RANGE 


RADIO. 


HEAD SETS 


receiver is shown by the remarkable re- 
sults which are produced under all con- 
ditions. 


It has many distinctive features which 
prove its superior effectiveness. The 
powerful single pole electro-magnet and 
complete soft iron magnetic path—assure 
perfect clearness of both weak and loud 
signals, 
— whether used with crystal, V. T. 
detectors or multi-stage amplifiers. 


No distortion or foreign noises 


Important to 


DEALERS and JOBBERS 


We havea fixed and definite Job- 
ber-Dealer Policy that will work 
to the advantage of all accredited 
Electrical or Radio Jobbers and 
large manufacturers of complete 
receiving sets. Every precaution 
is exercised to retain good will 
by the fullest co-operation. 


The retail price of the complete Head Set is $10.00—with plug 
attached $11.50. Write Today for Discounts and other Details. 


Automatic Electric Compa 





ENGINEERS, DESIGNERS & MANUFACTURERS OF THE AUTOMATIC TELEPHONE IN USE THE WORLD OVER 


HOME OFFICE AND FACTORY: CHICAGO, U.S.A. 
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The International Radio Congress held during the Chicago Pageant of Progress 


turned out to be quite an affair, with many notables present. 


Above shows the 


broadcasting station installed by the Western Electric Co. as an exhibit. It was made 
for the Chicago Daily News and was in operation during the pageant. 





sion.” Mr. Mills’ paper was _ illus- 
trated by moving oscillagraphs pro- 
jected on a screen. 

Samuel M. Kintner, general radio 
engineer in research department of the 
Westinghouse Electric & Manufactur- 
ing Co., “The Technique of Broad- 
casting.” 

Dr. Louis Cohen, consulting engi- 
neer for Signal Corps, U. S. Army, 
“Wired Wireless and Its Application 
to Broadcasting on Power Lines.” 

Dr. J. H. Dellinger, physicist in 
charge of radio laboratory of Bureau 
of Standards, “Interference Problems 
in Radio Telephony.” 

Benjamin F. Miessner, radio re- 
search engineer and acoustic expert, 
“Design of Vacuum Tube Amplifica- 
tion Systems.” 

R. E. Heising, research engineer of 
the Western Electric Co., “How 
Speech Is Carried.” 

The program for the closing day 
was: 

R. H. G. Mathews, central division 
manager of the American Radio Relay 
League, ‘““Amateur Radio.” 

Lt. Col. L. R. Krumm, superinten- 
dent of radio operations of the West- 
inghouse Electric & Manufacturing 
Co., “Broadcasting Operations, Pres- 
ent and Future.” 

Dr. Charles P. Steinmetz, chief con- 
sulting engineer of the General Elec- 
tric Co., “The Problem of Radio Pow- 


er Transmission.” 


F. W. Dunmore, radio laboratory 
of Bureau of Standards, “A Relay 
Recorder for Remote Control by 
Radio.” 

George H. Clark, publicity engineer 
for the Radio Corp. of America, 
“Radio Telegraphy,” read a_ paper 






written by Senatore Guglielmo Mar- 
coni, who was unable to be present. 
Mr. Clark also gave an illustrated 
talk on the Radio Corp. station, 
“Radio Central,” at Port Jefferson, 
» §, + os 


Radio on Farms 

Another ten years will see radio a 
recognized part of the regular equip- 
ment of every progressive farm, 
whether the owner is a rancher who 
ships steers by the trainload or a 
poultry man who peddles eggs by 
the dozen, states W. A. Wheeler, of 
the Bureau of Agricultural Econo- 
mics, United States Department of 
Agriculture. Because of the variety 
of uses to which it can be put and its 
cheapness, we can feel safe in pre- 
dicting that it will become as import- 
ant a factor in the lives of our 50,000,- 
000 rural peoples as the automobile. 
The farmer looks on radio as the big- 
gest thing that has happened in the 
helping of marketing his product. 

At the present time there are ten 
federal broadcasting stations that send 
out crop and market the 
farms, 12 state stations that are used 
for this purpose and more than 35 
such as_ those 


news to 


commercial stations, 
owned by newspapers, manufacturers 


and boards. 








When McCarthy Bros. & Ford, Buffalo, N. 
station, E. D. O’Dea, manager of the retail department, put in the radio window dis 


play shown above. 


Y., opened their radio broadcasting 


The background was a drop painted in sky blue cloud effect, the 


center of which was a likeness of President Harding delivering an address; to one side 


a singer, next to her an orchestra leader and on the opposite side a minister. 


There 


were two miniature radio towers, and in front of them was a cut-out of a famil\ 
group listening-in on a receiving set. The lighting effects were obtained by blendinz 
red and amber color screens, which gave distance and depth to the display. The card 
at the left announced the opening of the first broadcasting station in Western New 


York. 
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APPARATUS THAT RADIATES QUALITY 


Remler 180° Vario-Coupler 
0. 503 
Price, $5.40 


Remler Bakelite Dial with 
Knob and Bushing, No. 100 
Price, 75c 


810, Panel Type 
Price, 11 amps. carrying 
capacity, $1.00 
Price, RU Resistance Unit 
Renewal, 20c 





Remler Junior Rheostat No. 


ing Methods that protect the dealer’s profit 

backed by National Advertising—Dealers’ 
Helps—Jubber Distribution—these features will 
maintain the name Remler—will constantly and 
consistently build bigger profits for Remler dealers 
—will make Remler an even greater factor in the 
radio field than it is today. 


Q mm: Y Apparatus—Sound Merchandis- 


Ihe Remler policy protects the profits of the dealer 


—Remler prices to the dealer will always allow 
him a good margin—our new policy of jobber 
distribution enables each dealer to carry a small 
stock and make many turn-overs—no capital tied 
up for long periods in radio apparatus. 

The nation-wide Quality Reputation that Remler 
holds is causing the biggest radio dealers through- 
out the country to standardize on Remler Appa- 
ratus. 

These are the reasons why Remler dealers will 
always find the Remler line a source of steady and 
undiminishing profits to them. First, last, and at 
all times the Remler policy protects the dealer's 
profits. 


Remler Radio Mfg. Co. 


248 First St. 154 W. Lake St. 
San Francisco, Calif. Chicago, IIl. 
Dept. J. 


Remler Reinforced Molded 
Bakelite Tube Socket 


No. 92 
Price, $1.00 


Why Electrical Dealers Choose 
Remler Radio Apparatus 


Remler Molded Bakelite 
Variometer, Type 500 
Price, $7.50 


Giblin-Remler Inductance Coils 
20 to 1500 Turns 
Maximum Inductance and Min- 
imum Distributed Capacity 


Remler Heavy Duty Bheostat 
No. 813, Panel Type 
Price, 3 amps. carrying 
capacity, $1.75 
Price, RU Resistance Renewal 
Unit, 25c 
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New Radio Products, Illustrated 











One of the features of the “Jenkins” 
rheostat, manufactured by J. E. Jen- 
kins, 59 East Van Buren street, Chi- 
cago, is that instant contact can be 
made by means of a switch connection 
which is part of the rheostat. By sim- 
ply pushing a knob the circuit can be 
broken and when the filament current 
is again required, a pull on the knob 
connects the circuit, and the same re- 
sistance is introduced into the circuit 
as that used when the circuit was dis- 
connected. The rheostat is constructed 
with a resistance wire around a solid 
horn fibre drum in which a_ screw 
thread has been cut, the wire being in- 
serted in the bottom of the cut. Con- 
tact is made by a pointer attached to 
the shaft of the rheostat, and by turn- 
ing it right or left the resistance can 
be varied as desired, very small 
changes being possible. 








The “Portabloop” manufactured by 


the Eagle Radio Co., 210 Central 
avenue, Newark, N. J., was designed 
to meet the demand for a commercial 
type of loop aerial. It will operate 
with any vacuum tube receiving set 
and with the new Armstrong super- 
regenerative receiver and radio fre- 
quency sets. The loop is 2 ft. square 
and 27 in. from the base to the top. 
The insulating parts are made of hard 
rubber and the wood is mahogany. Other 
than the two connectors for the lead 
in wires and the wire itself, there is 
no metal used in the construction. The 
wire is special stranded copper and 
phosphor bronze. 





pished. 





A short-wave (175 to 700 meters) 
receiving set which confines the tun- 
ing to practically one adjustment has 
been placed on the market by the L. M. 
Smith Manufacturing Co., Salem, Wis. 
The cabinet is weathered oak, and the 
apparatus is mounted on the panel, 
which can be easily removed for giving 
access to the wiring, battery, bulb, etc. 








Designed especially for tuning on a 
360-meter wave length is the new ABC 
tuner No. 5750 brought out by the 
Jewett Manufacturing Corp., 842 Mad- 
ison avenue, New York City. It has 
an efficient vario-coupler of new de- 
sign, two 21-plate condensers, and is 
compactly made, with a kodah-finish 
cabinet. 








A rheostat which can be changed 
from 6.5 ohms resistance to zero by 
simply pushing in the knob has been 
developed by the WorkRite Manufac- 
turing Co., Cleveland, and is being 
marketed under the name “WorkRite 
Super Rheostat.” Any number of ad- 
justments can be secured by simply 
turning the knob. All metal parts are 
made of nickel plated brass. The 
special resistance wire is non-corrosive. 
Screws for mounting on panel are fur- 
The list price is $1.50. 











Vacuum tube sockets made of Bake- 
lite, with phosphor bronze contacts, 
have been placed on the market by the 
Hoosick Falls Radio Parts Manufac- 
turing Co., Hoosick Falls, N. Y. 








“Dongan” amplifying transformers, 
made by the Dongan Electric Manu- 
facturing Co., 2987 Franklin street, 
Detroit, are designed to meet the de- 
mand for a reasonable priced instru- 
ment, neat in appearance, and efficient 
and adaptable to the various makes of 
tubes on the market. The A-6 type 
is finished in black enamel, the panel 
being of bakelite, with nickel-plated 
terminals. The core is of the shell 
type, which reduces external inter- 
ference to a minimum and _ insures 
maximum signal audibility. The coils 
have an amplifying ratio of 6 to 1. 
The plate-to-filament impedance is 
26,000 ohms at 1,000 cycles, and the 
grid-to-filament impedance is 740,000 
ohms. The A-3 type is similar to the 
A-6 except that the winding ratio is 
8.5 to I. 








The “Fada” detector and two-stage 
amplifier manufactured by Frank A. D. 
Andrea, 1581-H Jerome avenue, New 
York, has a bakelite panel with a cabi- 
net of quartered oak. A _ rheostat is 
provided for each tube and a condenser 
for each input.circuit. The input and 
output binding posts are on the front of 
the panel, the others being on a bake- 
lite shelf extending through the back of 
the cabinet. Automatic telephone jacks 
are provided. 
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New Radio Products, Illustrated 














See Seeeissage ' 
AECL 





The “B. T.” condenser shown above is being marketed by 
the Bremer-Tully Radio Co., 5832 South Canal street, Chicago. 
It is manufactured by an organization which for many years 
has produced micrometers, special machinery and other pre- 
cision apparatus, and is guaranteed to be electrically and 
mechanically perfect. Extreme sensitivity is claimed for this 
condenser, the vernier plate having but one active face, 
which permits adjustment to 0.01 part of a dial division. It 
is impossible to short-circuit the vernier plate, and a com- 
pensating double spring gives perfect action to the main 
rotor, complete independence of the vernier, and _ positive 
electrical contacts. The end pieces are made of bakelite, 
cut from the sheet, giving straight lines and square edges, 
and the plates are accurately spaced. Each instrument is 
packed in an attractive box, with instructions for installing 
and a template for drilling panels. 





J 











The “TT” loud speaker manufactured by J. S. Timmons, 
Germantown, Pa., is claimed to have a number of unique fea- 
tures. The amplification can be increased or decreased, de- 
pending on the size of the room in which the instrument is 
used. It is not a combination of head set and horn, but em- 
bodies scientific methods of amplification. A battery is not 
required, it being plugged in the same as a head set. The 
attractive mahogany case matches up nicely with high-class 
receiving sets. 








A double-receiver head set claimed to be super-sensitive 
is being made by the True-Tone Radio Manufacturing Co., 
186 North LaSalle street, Chicago. The windings have a 
resistance of 3000 ohms; cups and caps are black composi- 
tion; magnets are tungsten steel; cords are highest grade con- 
struction, and the coils are accurately wound with No. 40 
magnet wire, all connections being strongly reinforced. The 
head set has a list price of $5. 








The Oro Tone Co., 1000 George street, Chicago, has 
brought out a combination grid leak and condenser mount- 
ing which permits the operator to experiment with condens- 
ers and grid leaks of different capacities in order to secure 
the best results with a receiving set. Both the grid leak and 
condenser can be easily inserted or removed, an adjustable 
phosphor bronze spring permitting the use of different sizes. 


——— 





The “Dictograph” loud speaker, manufactured by the Dic- 
tograph Products Corp., 220 West 42nd street, New York 
City,.is adapted for all types of receiving sets in which a 
detector and two stages of amplification are employed. It 
is not recommended for use with crystal sets unless the 
receiving distance is short. In using the “Dictograph” all 
that is necessary to tune the receiver for maximum volume 
and the plug in the loud speaker. The 11-in. burnished cop- 
per bell horn is attached to a die-cast aluminum tone arm 
with nickel trimmings. The sound chamber is enclosed in 
an ebony-finished cabinet mounted upon a rubber base. The 
list price of the “Dictograph” loud speaker is $20. 











A reeeiving set consisting 
of a tuning coil, with slid- 
ers, a fixed condenser and a 
crystal detector, has been 
developed by the Killark 
Electric Manufacturing Co., 
Easton and Warren ave- 
nues, St. Louis. The only 
additional equipment needed is a ground wire, antenna and 
head set. The receiving range is 25 miles. List price, $5. 
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New Radio Products, Illustrated 





When an extremely sensitive receiv- 
ing outfit is desired, it is common 
practice to use a radio frequency am- 
plifier such as the “Amrad,” manufac- 
tured by the American Radio & Re- 
search Corp., Medford Hillside, Mass. 
This instrument amplifies the radio 
frequency caught by the antenna and 
tuner before it is applied to the de- 
tector tube, increasing its strength. 
“Amrad” amplifiers are made in two 
types, the No. 3071 being designed for 
short-wave receivers and the No. 8045 
for long-wave receivers. Both types 
are intended for use with non-regener- 
ative outfits. 








The Rishell Phonograph Co. Wil- 
liamsport, Pa., have just produced a 
new cabinet receiving set of most 
artistic form. It is a double-tuned 
circuit arrangement that permits re- 
markable precision of tuning, although 
no skill is required to get the finest 
results. 











The above shows an illustration of one of the complete radio telephone receiving 
outfits manufactured by the Freed-Eisemann Radio Corp., 255 Fourth avenue, 


New York City. 


It is called the “Marvel Senior” and consists of vacuum tubes, 


detector, head set and complete antenna equipment. 








The Arnessen Electric Co., 118 Ham- 
ilton avenue, Brooklyn, has placed on 
the market a “combination” vacuum tube 
and crystal detector radio telephone re- 
receiver unit employing the “loose 
coupled” circuit, which gives sharp tun- 
ing and adjustment by two handles 
only. This receiver eliminates distortion 
because the windings are properly bal- 
anced and do not use the regenerative 
circuit, thereby giving quality instead 
of volume. The cabinet is highly pol- 
ished solid mahogany with a specially 
treated mahogany panel of excellent 
appearance. This receiver can also be 
used as an amplifier, using the crystal 
for reception and tube as amplifying by 
changing the position of the switch on 
the front panel. A two-step amplifier 
can also be supplied to match this re- 
ceiver, with which several combinations 
can be employed by only changing to 
the position desired on the switch. The 
crystal can be used for emergency when 
the tube happens to burn out. 











A charger for use with radio bat- 
teries has been developed by the Val- 
ley Electric Co., 3157 South Kingshigh- 
way, St. Louis. It will charge a 6-volt 
A battery at a 5 ampere rate and a 24- 
volt B battery at a 0.5 ampere rate. 
It is equipped with an indicator, exten- 
sion cord and battery leads. 








A compact design of audio fre- 
quency transformer has been placed on 
the market by the Betts & Betts Corp., 
511 West 42nd. street, New York City. 
A high degree of efficiency is claimed 
for it. The list price is $7. 
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Combines Beauty 
with Utility 


The HOMCHARGER charges your customers’ ‘‘A”’ or ‘“‘B” Battery over night 


for a few pennies. Silent and clean in operation. May be used everywhere. 


Simplicity itself—attach to any lamp socket and 
connect the battery. Self-polarizing and fully 
automatic in operation. 


Absolutely SAFE. No danger from shock or fire. 
All parts entirely enclosed. Approved by Insurance 
Underwriters everywhere. 


Beautifully finished in mahogany and gold. Har- 
monizes with the finest furnishings. Equipped with 
rubber feet, it will not mar the finest table. 


Substantially constructed of the best materials 
throughout. Moulded Bakelite Base—Jewell Am- 
meter — Over-size Silicon Steel Transformer. No 
rough castings to break—only the highest quality 
steel and brass stampings used. Lasts a lifetime— 


UNCONDITIONALLY GUARANTEED. 


Furnished complete with attachment cord, plug, 
charging cable and battery clips at the popular 


price of $18.50 


HOMCHARGER Merchandising Possibilities 


are further explained on next page. 





fa 


roadcasting : the (convenience 


15,000. 000 ‘Prospects 


> SAGE Flectrica/ 
: Record 


last spring. Over 150,000 will be sold this fall and winter. Will 
you get your share of PROFIT from this fast-moving, easily-sold 
and nationally advertised Radio and Automobile Accessory? 


(i=: 40,000 HOMCHARGERS were sold thru jobbers and dealers 


An absolute necessity—little competition—no after-service—means money in your pocket. 


Decide NOW to get your share of this business. Display the handsome HOMCHARGER 
window trims, counter cards, etc. Distribute our attractive circulars to your trade—use 
our electros in your catalog, mailing matter and newspaper ads. “HOMCHARGER 
BUSINESS BUILDERS,” illustrating these attractive Sales Helps, is FREE for the 
asking. Send for your copy TODAY. 


Order your fall stock of HOMCHARGERS NOW thru your jobber or 
communicate with our nearest Branch Office. Be the first dealer in your 


locality to display the NEW RADIO HOMCHARGER DE LUXE. 


The AUTOMATIC ELECTRICAL DEVICES ©. 


145 WEST THIRD ST. CINCINNATI, 0.,U. S.A. 


e A Homcharger 
Largest oo" jenn bi Wall Mounting y= NG, BRANCH OFFICES 
Over 40000 in Use: $7" Yy New York-Chicago-Pittsburgh 
On mo) 6 & Detroit Dallas-Philadelphia 
RAbrating | Rectif ers hi, Ga J Meese -Baltimore~ 
in the pew inneapolis-Kansas City 


CWorld, | If ii 4 ; | St Louis 














September, 1922 


THE JOBBER’SfJJ/SALESMAN 





How the Radio-Broadcasting 
Idea Originated 


Sending of Phonograph Music by Amateur Suggests Possi- 
bilities to Westinghouse Official 


66 RANK, I’m gving to close your 

station.” Paradoxical as the 
statement may. seem, this was the ac- 
tual start of radio broadcasting as we 
now know it. The concerts on reg- 
ular schedules, advance, programs, en- 
tertainment in the air, all came from 
closing ‘““Frank’s station” and opening 
KDKA, the first radiophone station 
in the world. 

For “Frank” 
was Frank Con- 
rad, assistant 
chief engineer of 
the Westinghouse 
company, and the 
man who made the 
statement was 
Harry Phillips 
Davis, vice-presi- 
dent of the West- 
inghouse com- 


pany. 
Mr. Davis had 
come into his 


office that morning 
inSeptember, 
1920, with an 
idea. The idea had 
come to him while 
reading an adver- 
tisement his 
evening paper. In 
a corner of a full-page ad he came a- 
cross the words, “Mr. Conrad will 
send out phonograph records this eve- 
ning.” This advertisement was in the 
interest of the store’s amateur radio 
department and was explaining tv 
local radio amateurs that Frank Con- 
rad, who had operated his station in- 
termittently since the war, would send 
out phonograph records by radio on a 
certain evening. The Conrad station 
was very well known to amateurs all 
over the country, for it was one of the 
new amateur stations licensed to oper- 
ate during the war. This special oper- 
ating was in the interests of govern- 
ment research work which the West- 
inghouse company was doing and also 
to test some apparatus. 

Mr. Davis could not forget his idea. 
He was struck with the fact that the 
radiophone fundamentally did not lend 


in 





Harry Phillips Davis, Who Pioneered 
Radio Broadcasting. 


itself only to private communication, | 


but that it had a universal field of use- 
fulness, and that through it one could 


communicate to hundreds, thousands | 


or millions; all could listen who had 


the suitable ‘ear’ — for if a certain 


class of people were interested enough | 


to listen to music from a few records 
there was a possibility of increasing 


this small audience of radio listeners 


to enormous 


number by send- 


an 


ments, current 
events, etc., in a 
regular and inriter- 


Why confine one’s 
audience toa 
small 
the country? Why 
build a big 
and let 


not 
station 


wanted to, hear? 
Why make 
radio broadcasting 
a public service ? 
Mr. 


not 


Davis was 


idea of a_ public 
broadcasting se r- 
vice that the first 
thing he said to his secretary on enter- 
ing his office next morning was “ask 
Frank to come in.” 

“Frank, my idea is that you stop 
sending from your station and we 
will start a regular service from our 
at East 
can arrange for a 


experimental station here 
Pittsburgh. We 
suitable wave length, and I believe if 
we do this it will be the beginning of 
a radio broadcasting public service 
which seems to me to have wonderful 
possibilities.” 

The conference lasted a short time, 
and Mr. Davis called other confer- 
ences before actual work on the broad- 
casting started. It was not until Nov. 
11, 1920, that KDKA was formerly 
opened with the broadcasting of elec- 
tion returns. 

The remainder of the history of 
KDKA is now common property. Al- 


ing out entertain- | 


esting manner. | 


portion of | 


everyone, who | 


so struck with his | 





RED STAR 


HEAD PHONES 








There is no more important 
link in the Radio Chain than 
the 
often cause a set to be con- 


phones—poor phones 
sidered unsatisfactory, while 
good phones bring up the 
same set in good shape. 


RED STAR 
HEAD PHONES 


are the results of many years 
experience and the satisfac- 
tion that they are giving has 
resulted in the receipt in the 
last few days of a large num- 
ber of reorders for immedi- 
ate shipments. 


Monocoil — 2,000 ohms 
dea oe $5.00 


.... 8.00 


Complete with head band 
and 6 ft. of cord. 


ohms 


Packed in attractive display 


boxes. Liberal discounts 


write for names of some of 
our satisfied Jobbers.. 


General Radio Equipment 

Manufacturing Company 

113514 Diversey Parkway 
CHICAGO, ILL. 
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Result of 


fourteen 


years’ experience. 


‘As good as Brandes 


TE HE fourteen years’ expe- 

rience required to make 
Brandes Matched Tone head- 
sets as supersensitive and rug- 
ged as they are, is not acquired 
in fourteen weeks. 


Only if a headset bears i 
name Brandes can it be “a 
good as Brandes.” And adits 
ine Brandes Matched Tone 
headsets cost no more than 
imitations, 

Distributors and District Offices: 
con eee eS) ite ee eae i 


Mission St., San Francisco, Cal.; International 
Electric Company, Wellington, N. Z 


C.Br andes »INC 


CMatched Tone Headsets 


RADEMARK REO. 


237 Lafayette St., New York. 


Dept. J. S. 
Made in Canada by Canadian Brandes, Ltd., 
Toronto. 
Distributed by Perkins Electric, Ltd., 
Montreal. 








most everyone knows that there are 
over 200 broadcasting stations in the 
United States and that the radio 
audience numbers into the millions 
each night. 

«Not everyone knows, though, that it 
was a single line in a newspaper which 
suggested to a vice-president of one 
of the largest electrical manufactur- 
ing companies in the world, the idea 
of turning a scientific novelty into 4 
knew kind of public service by unfold- 
ing a new field of communication. 

Mr. Davis was one of the best 
equipped men in the electrical indus- 
try to take up the difficult problems 
of broadcasting. He has been a lead- 
er in the electrical industry since his 
college days, and had been issued 
nearly 100 patents covering electrical 
apparatus. He is an_ engineering 
genius and is known, not only as a de- 
signing engineer of high rank, but also 
as a man who gets things done. 

During the war he was in charge of 
production at the East Pittsburgh 
Works and the duty of fulfilling the 
government contracts for munitions 
was his. Probably no more colossal 
manufacturing task was ever given 
anyone. The quantities involved were 
enormous, the time limits short, the 
specifications most rigid, new and un- 
dreamed of problems arose at every 
step, the governments’s plans changed 
with bewildering frequency material, 
competent help, and _ transportation 
facilities became almost unobtainable 
and innumerable other difficulties were 











Here is shown some of the equipment 
used by Maj. E. H. Armstrong in making 
a demonstration of his super-regenerative 
receiver at Columbia Uae recently. 
He let the crowd listen in signals that 
were amplified over 100,000 times.—Photo 





by K. & H. 
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Easy to Work RADION 


There is not another panel stock with the same 
high dielectric strength, beauty and working quali- 
ties found in Radion Panels. 


RADION can be easily cut, drilled, sawed, 
threaded, tapped, sanded, stamped and engraved 
by the amateur without any danger of chipping the 
material. If you have tried to work other panel 
stock:you know how almost impossible it is to avoid 
chipping and ragged edges. 


Radion Panels in Black and Mahoganite (ma- 


hogany grain) stock sizes: 


Thickness Size Thickness Size 


inches inches 


....12x14 
12x21 
sacencsnowesse tt @ee 
ieee ee 20x24 
_...20x24 





Radion Panels cut to special sizes on quantity or- 
ders. 


RADION Moulded Parts 


Standard Parts include Dials, Sockets, Knobs, Insulators, 
Tubes, Rods, Discs, Bases, Variometer Parts, Ear Tips, ““Y”’ 
Pieces, and Acid Proof Trays, etc, 


Send your drawings or blue prints for quotations on 


Special Moulded Parts. 


RADION Catalog Sent on Request 
American Hard Rubber Company 


11 Mercer Street . . . New York, N. Y. 
Chicago Office Fie he Conway Building 


Oldest and Largest Manufacturers of Hard Rubber Products 
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Making the most of Radio 


with Dubilier Ducon 


UBILIER products are the standard of their 

kind. They are used by the principal govern- 
ments of the world and the leading manufacturers of 
radio sets. Every dealer should carry in_ stock 
Dubilier Micadons and Dubilier Ducons. 


Radio Music from Any Lamp Socket with 
the Dubilier Ducon 


Screw the Dubilier Ducon into any 
lamp socket and the radio music comes 
in strong and clear. No antenna or 
loop is necessary. Hence the Ducon 
helps you to sell complete sets to apart- 
ment house dwellers. 


The Dubilier Ducon is safe. It pre- 
vents the lighting current from reach- 





? . : The Ducon 
ing the set but permits the feeble radio takes the 


ial as la f th 
oscillations to pass. pies Cire 


Dubilier Micadons Reduce Tube Noises 


Like the famous Dubi- 
lier transmitting con- 
densers, standard through- 
out the world, Dubilier 
Micadons_ for _ receiving 
sets are pressed mica 
condensers—not easily Micadon_ type 
: Made 
Micadon type ncture aper nc - 601. 

600. Molded case puncte d _ — len with eyelet 
with and with. sers. Because the capacity ES ete 

. mee . - onnect Mica- 
out grid - leak is permanent, tube howls dons type 601 


baa are reduced. Hence, radio ™__ Series oF 
. ‘ : ’ : parallel and 
concerts are received more build up the 
capacity de- 
clearly. sired. 





Dubilier Jobbers and Dealers Are Backed 
by National Advertising 


Dubilier products are nationally advertised in the Saturday 
Evening Post and in the principal radio magazines. Five mil- 
lion readers are constantly reminded of Dubilier products. The 
Dubilier jobber and dealer is backed up by a strong, con- 
tinuously waged advertising campaign. 


Branch Offices: 


San Francisco, Cal............000..................709 Mission Street, Suite 701-704. 
St. Lowis, Mo.......220......022202-..---eee+-------ee Syndicate Trust Building, Suite 1409. 
Washington, D. C..... sestssceseseseceeesereereeee Munsey Building. 

Ss «REI nee eee ee 15 East Monroe St. 


DUBILIER ‘nare® 
48-50 West 4St. N.Y. 


Canadian Distributors—Canadian General Electric Co., Toronto, Canada. 





encountered. Yet, in spite of every- 
thing, the work was done and it was 
done properly and on time. 

This is by way of illustrating tl 
character of the man who first saw 
that radio broadcasting was something 
that held greater possibilities than 
just being the plaything of the ama- 
teur. 

Mr. Davis was born at Somers 
worth, N. H. He graduated from the 
Worchester Polytechnic Institute in 
1890, and after a trip to Europe and 
a few months spent with the Thomp- 
son-Houston Co., entered the detail 
engineering department of the West 
inghouse company, in 1891. In 1896 
he was placed in charge of this de- 
partment and in 1908 he was made 
manager of the engineering depart- 
ment, which position he held until 
1911, when he was elected vice-presi- 
dent. 

* * * 


Organize National Chamber of 
Commerce 


During the latter part of July radio 
manufacturers from different sections 
of the country met in Washington and 
effected a temporary organization of 
the National Radio Chamber of Com- 


' merce. The _ officers elected were 


| President, W. H. Davis, of Pennie, 








Davis, Marvin & Edmunds, New 
York City; vice-president, Harold 
Powers, American Radio & Research 
Corp., Medford Hillside, Mass.; sec- 
retary, George Lewis, New York 
City; treasurer, Lloyd Marshall, 
Dubilier Condenser & Radio Co., New 
York City. 

Dr. L. du Plessus Clements spoke 
for Secretary Hoover in urging the 
manufacturers to co-ordinate the var 
ious fields of wireless activity. 

“We have the opportunity to be 
come the leaders of the radio industry 


| throughout the world,” he said. “It 
| is up to this convention to fulfill the 


important task of creating a National! 
Radio Chamber of Commerce, so pow 
erful and progressive that the radio 
industry of this country can introduce 
American standard supplies through- 
out the world at American prices. 
Radio is a coming public utility, even 
more important than the telegrap) 
and telephone. 

“One problem which overshadows 
all others in importance is the change 
of the radio dabbler to a standard, 
regulated radio subscriber. It prove; 
the necessity for increased broad- 
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Announcin 9 


Dayton Radio Products 


developed in our own 


Radio Research Laboratories 


and backed by 33 years’ experience 
in the manufacture of 


High Grade Electrical Products 


Variocouplers, Variometers, Rheostats, Variable Con- 
densers and Audiofrequency Amplifying Transformers 











Other products will be releaséd as rapidly as they are perfected 





The Dayton Fan & Motor Company 


Factory and General Offices 


Dayton, Ohio 











DAYTON FANS 


ed ae, 
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An Announcement 


to the Radio Field 





SUENNTAALGAASNAOOG ADATAAD ENA EAA Te 


z 


STURM ALLELE EL 


E are now ready to, meet the 
demand for more practical and 
> scientific radio equipment. 


Our instruments of unique design 
will be known by 


TRADE MARK 


Twenty years manufacturing ex- 
perience has made possible the 
establishment of the E. D. Line 
which is distinguished by the 
finish, standardization and com- 
mon sense design. 


Moderate prices are made possible by 
the standardization of production. 


We are marketing our Radio products 
exclusively thru ~the jobbers of the 
United States and Canada and we offer 
our jobbers our continuous support in 
selling as well as absolute price pro- 
tection. 


The E. D. MANUFACTURING CO. 
33rd & Arch Streets 
Philadelphia 

U.S.A: 


“LISTEN-IN WITH ED!” 











casting activities, the introduction of 
a low-priced short-range radio broad- 
caster, sold at a price within reach— 
its action and practical application 
governed by standard rules laid down 
by the National Radio Chamber of 
Commerce. In this way can radio ac- 
tivity be harnessed to public service.” 

Commander Hooper, U. S. N., 
stressed the importance to be gained 
from properly co-ordinating the manu- 
facturing and government radio inter- 
ests of the country so that in a na- 
tional emergency the vast potential 
army of more than 1,000,000 radio 
operators would be at the instant 
service of the government. 

Captain Guy Hill of the Army 
Signal Corps urged standardization 
of radio parts so that should it be 
necessary for military forces to 
utilize all radio sets in a national em- 
ergency the smaller units for com- 
posing the receiving sets might be in- 


terchangeable. 
q -&: @ 


Forthcoming Radio Shows 


Quite a number of radio shows are 
being planned for the fall months. 
One of the first will be the Kansas 
Radio Exposition, to be held during 
the week of the state fair, Sept. 16-22, 
at Hutchinson. A show will be held 
in Lulu Temple, Philadelphia, Oct. 
2-7, under the management of the 
K. S. Byrd Co. Chicago is next with 
a show to be held in the Coliseum be- 
ginning Oct. 14 and running for 1 
week. New York is preparing for 
the first International Radio Exposi- 
tion in the Grand Central Palace, the 
tentative date of which is the last 
week in December. 

* * * 


Interstate Electric Co. Broad- 
casting Station 

One of the first broadcasting sta- 
tions to be opened in the South was 
installed by the Interstate Electric 
Co., New Orleans, in conjunction with 
the New Orleans Item. The station 
is on the seventh floor of the company’s 
building at Perdido and Baronne 
streets. 

The free end of the aerial is sup- 
ported by the De Soto Hotel at a 
point 150 ft. above street level, the 
station end being on the Interstate 
Electric Co. building. The aerial 
consists of two eight-wire cages 70 ft. 
long running parallel with an eight- 
wire cage lead-in. A fan type coun- 
terpoise is used. The equipment con- 
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SPECIFICATIONS: 


Cabinet: Finished mahogany, and English brown mahogany. 

Receiving Set: Double tuned circuit; detector; three-stage amplifier; indicator dials; 
tube rheostats; plug and jack equipped on detector and all three stages of amplification. 
“A” Battery: Rubber case storage battery in glass container with hydrometer and 
syringe for testing. 

“B” Battery: Three-unit, adjustable type dry-cell battery. 

Charger: Polarized vibrating type, with extension cord to electric light circuit; switch 


for charging. 


» Price $300 complete, except vacuum tubes 

































































No. 53 


PRECISION 
VARIABLE 
CONDENSERS 


List Price 


13 Plate......$3.25 
23 Plate 3.50 
43 Plate 4.00 


Dec 


A. Bronze bushing. 


C, Heavy top and _ bottom plate. 
D. Screw lock terminal. 


B. Mounting screws. 


No. 52 


Combina- 
tion Grid 
Leak and 
Condenser 
Mounting, 


List Price 
50c 





Adjustable phosphor bronze, springs, ac- 
cepts all size condensers and grid leaks. 
Attached and detached in one second. 


No. 51. Phone Clamp. List Price $1.00 


Attaches receiver to tone arm of talking 


machine. Converts phonograph into a 

i loud speaker in a moment’s time. Made 

for Victor, Edison, Columbia, Oro-Tone. 
SEA HORN 


LOUD SPEAKERS 


Nature’s Perfect 
Amplifier 


List Price, 










No. 67. 12 to 

13 in. high $ 8.00 
No. 66. 13% to 

14% in. high... 12.00 
No. 65. 15 to 

16 in. high... 15.00 


















Perfect reproduction, 
Artistic and Orna- 
mental. 


No. 50 


Vacuum Tube 
Sockets 


List 75c 
Unbreakable, 
same style 
used for base 
6r panel 
mounting. 





SEND FOR JOBBER’S DISCOUNTS. 


We are interested in making con- 
nection with jobbers who desire 
quality first Radio Equipment. 


THE ORO-TONE CO. 


1000-1010 George St., CHICAGO 


























Broadcasting News from WGYV, Interstate Electric Co.’s Station. 


sists of five 50-watt power tubes. A 
radiation of 3 amperes is obtained on 
the 360-meter wave length used for 
broadcasting- entertainments, and a 
radiation of 4.5 amperes is obtained 
on the 485-meter wave length used 
for broadcasting weather reports. 
The station, which is called WGV, 
is run on a daily schedule including 
Sunday, the hours being from 3 to 
1, 7 to 7:30 and 8 to 9 p. m. The 
material broadcasted consists of edu- 
cational talks, speeches of public in- 
terest , weather reports and various 
musical programs. Several musical 
clubs in New Orleans have provided 
concerts at regular intervals and the 
station is now giving a series of re- 
citals arranged by the music teachere 
of the city. One of the music stores 


ee 


















View of the Radio Department of the Interstate Electric Co. 


also co-operates by arranging two con- 
certs a week. News service of WGV 
is confined to the broadcasting of 
United Press bulletins, baseball re- 
sults and a summary of the proceed- 
ings of the legislatures of Louisiana 
and Mississippi when they are in ses- 
sion. 

With the idea 
made an instrument of great public 
service, the management of WGV has 


that radio can be 


placed the station at the disposal of 
the organized companies of New Or- 
leans for one hour each afternoon, and 
chief among the uses to which this 
organization has put the station is its 
employment for broadcasting lectures 
on the child health by the physicians 
of the New Orleans Association of 


Child Welfare. 
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TIE UP TO HIGH GRADE 


FROST-RADIO 


Merchandise for a 


QUICK TURNOVER 


Through these publications the story of their 
quality and service is told to three million buyers. 
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FROST-RADIO LEADERS 


sy ek ie 7 | 





Frost-Fones Frost-Radio Improved Plugs and Jacks 
A Quality Achievement. Ideal Receivers for use with Specially designed for Radio Panel Work. Plugs are 
Home Radio Sets. Combine maximum efficiency with interchangeable with other standard makes. 


permanent sensitiveness. 
; , Remler Radio Apparatus 
Frost-Radio Extension Cord and Plug Radiates Quality. Every Remler item is first studied and 


Comes in lengths from 10 to 100 ft. Loud speaker can be tested for its practical Radio utility before being marketed. 
placed anywhere and connected with Radio Set with 


Frost-Radio Extension Cord. U N N I N ¢; H A M 
Frost-Radio Receiving Transformers VACUUM TUBES 


Will tune in all stations up to 3,500 meters. Hand rubbed For Home Radio Equipment Meet Every Amateur Requirement 
mahogany finish. Wound with green silk covered wire. Nationally recognized as the Ideal Detector or Amplifier 
Immediate deliveries. Tubes for use with Radio Receiving Sets. 


Frost-Radio Protector 
Listed by Underwriters’ Laboratories under April, 1922, regulations. 
No interference with clear Radio receiving. Never Grounds. Mounts 
¢tage _ indoors. Price $1.50. Good deliveries on this approved device. 


% Frost-Radio ts carried by the best Jobbers. 


HERBERT H.FROST 


NATIONAL FACTORY DISTRIBUTORS 
TO THE ELECTRICAL-RADIO JOBBER 


IS4 W. LAKE ST. CHICAGO, ILL. 
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No. 53 
PRECISION 
VARIABLE 

CONDENSERS 


List Price 
13 Plate.....$3.25 
23 Plate... 3.50 
43 Plate 4.00 


¥ 


dete eyperan mee 


Bronze bushing. 


Heavy top and _ bottom plate. 
Screw lock terminal. 


Mounting screws. 


No. 52 
Combina- 
tion Grid 
Leak and 
Condenser 
Mounting, 


List Price 
50c 


Adjustable phosphor bronze, springs, ac- 
cepts all size condensers and grid leaks. 
Attached and detached in one second. 


ae - 


No. 51. Phone Clamp. List Price $1.00 


Attaches receiver to tone arm of talking 
machine. Converts phonograph into a 
loud speaker in a moment’s time. Made 
* for Victor, Edison, Columbia, Oro-Tone. 


SEA HORN 
LOUD SPEAKERS 


Nature’s Perfect 
Amplifier 


List Price, 
No. 67. 12 to 
13 in. high 
No. 66. 1344 to 
14% in. high 
No. 65. 15 to 
16 in. high 


$ 8.00 
12.00 


15.00 


Perfect reproduction, 
Artistic and Orna- 
mental, 


No. 50 


Vacuum Tube 
Sockets 
List 75c 

Unbreakable, 
same style 
used for base 
or panel 
mounting. 


SEND FOR JOBBER’S DISCOUNTS. 


We are interested in making con- 
nection with jobbers who desire 
quality first Radio Equipment. 


THE ORO-TONE CO. 


1000-1010 George St., CHICAGO 

















Broadcasting News from WGYV, Interstate Electric Co.’s Station. 


sists of five 50-watt power tubes. A 
radiation of 3 amperes is obtained on 
the 360-meter wave length used for 
broadcasting. entertainments, and a 
radiation of 4.5 amperes is obtained 
on the 485-meter wave length used 
for broadcasting weather reports. 
The station, which is called WGV, 
is run on a daily schedule including 
Sunday, the hours being from 3 to 
1, 7 to 7:30 and 8 to 9 p. m. The 
material broadcasted consists of edu- 
cational talks, speeches of public in- 
terest , weather reports and various 
musical programs. Several musical 
clubs in New Orleans have provided 
concerts at regular intervals and the 
station is now giving a series of re- 
citals arranged by the music teachere 


of the city. One of the music stores 


also co-operates by arranging two con- 
certs a week. News service of WGV 
is confined to the broadcasting of 
United Press bulletins, baseball re- 
sults and a summary of the proceed- 
ings of the legislatures of Louisiana 
and Mississippi when they are in ses- 
sion. 

With the idea that radio 
made an instrument of great public 
service, the management of WGV has 
placed the station at the disposal of 
the organized companies of New Or- 
leans for one hour each afternoon, and 
chief among the uses to which this 
organization has put the station is its 
employment for broadcasting lectures 
on the child health by the physicians 
of the New Orleans Association of 


Child Welfare. 


can be 


View of the Radio Department of the Interstate Electric Co. 
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FROST-RADIO 


Merchandise for a 


QUICK TURNOVER 


Through these publications the story of their 
quality and service is told to three million buyers. 
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Frost-Fones Frost-Radio Improved Plugs and Jacks 
A Quality Achievement. Ideal Receivers for use with Specially designed for Radio Panel Work. Plugs are 
Home Radio Sets. Combine maximum efficiency with interchangeable with other standard makes. 


permanent sensitiveness. 


: : Remler Radio Apparatus 
Frost-Radio Extension Cord and Plug Radiates Quality. Every Remler item is first studied and 


Comes in lengths from 10 to 100 ft. Loud speaker can be tested for its practical Radio utility before being marketed. 
placed anywhere and connected with Radio Set with 


Frost-Radio Extension Cord. U N N I N G H A M 
Frost-Radio Receiving Transformers VACUUM TUBES 


Will tune in all stations up to 3,500 meters. Hand rubbed For Home Radio Equipment Meet Every Amateur Requirement 


mahogany finish. Wound with green silk covered wire. Nationally recognized as the Ideal Detector or Amplifier 
Immediate deliveries. Tubes for use with Radio Receiving Sets. 


Frost-Radio Protector 
Listed by Underwriters’ Laboratories under April, 1922, regulations. 
No interference with clear Radio receiving. Never Grounds. Mounts 


¢tage > indoors. Price $1.50. Good deliveries on this approved device. 
% Frost-Radio is carried by the best J obbers. 


HERBERT H. FROST 


NATIONAL FACTORY DISTRIBUTORS 
TO THE ELECTRICAL-RADIO JOBBER 


1IS4 W.LAKE ST. CHICAGO, ILL. 
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conbination for 


VT control withr 


out the use of 
jacks or plugs. 


We are the inventors and sole 
manufacturers of the famous Klos- 
ner Vernier Rheostat Model 100 
still being sold at retail price of 
$1.50. 


Dealers and jobbers send_ for 
proposition and discounts on _ the 
“‘Amplitrol” and the Klosner Rheo- 
stats. Ask for Booklet SL. 








| Rlosner VernierKheostat | 





























Fil osner Arp litrol 








aed aad 


HE long looked for has at 

last arrived. The Klosner 

“Amplitrol” fills that long- 
felt radio want—that of con- 
trolling the vacuum tube circuit 
without the use of jacks, plugs 
or any additional switches. A 
real radio necessity. Every 
amplifier tube deserves one. No 
more plugging in from one stage 
to the next. Simply attach 
phones or loud speaker to bind- 
ing posts and turn on any stage 
at will. 


The “Amplitrol” not only ad- 
justs the filament to its maxi- 
mum efficiency, but it auto- 
matically controls the plate cir- 
cuit at the same time, thus elimi- 
nating an extra operation. 
Unlike an automatic filament 
control, the “Amplitrol” does not 
put a sudden strain on the fila- 
ment. It provides a gradual cur- 
rent increase for the filament, 
thus prolonging its life. 


Made of moulded condensite. 
Contacts of phosphor bronze. 
Exposed metal parts highly 
nickel plated. New style tapered 
knob, and dial correctly num- 
bered in white lettering. List 
price, $4.00. 


What the “Amplitrol” is to the 
amplifying tube, so the Klosner 
Rheostat is to the detector tube. 
The new improved Rheostat 
Model 200, embodies some vast 
changes and _ improvements. 
These are too numerous to list, 
but your inspection will immedi- 
ately win your approval. The 
“Amplitrol” and the new im- 
proved Klosner Rheostat are 
the ideal combination for the 
control of vacuum tubes. 
Klosner New Improved Rheo- 
stat Model 200. List price, $1.80. 


The “Amplitrol” and the Rheo- 
stat do not employ the graphic- 
disc principle, but that of wire 
wound. This feature insures 
perfect contact at all times, mak- 


Moagel.200 ibe pare 
Klosner Improved Apparatus Co.., I 
\ 2024 Boston Road ~ New York Cit 


~ 











Underwriters More Lenient 
With Radio Rules 


The National Board of Fire Under- 
writers apparently believes in playing 
safe in bets against fires, says an edi- 
torial in Radio Broadcast. The ap- 
parently harmless receiving antenna at 
first received rather strenuous treat- 
ment at their hands, and if any one 
dwelling, let us say, on the tenth 
floor of an apartment house in New 
York City had complied with their re- 
quirements of a few months ago, the 
antenna installation, instead of being a 
rather small part of the cost of an 
installation, would have cost as much 
as the whole receiving set, even in- 
cluding the tubes. 

The requirements of the underwrit- 
ers are gradually becoming more sane; 
their latest modification seem emi- 
nently reasonable and easy to comply 
with. A few months ago a No. 4 
wire was required for the ground con- 




















J. B. Weidegenant, illuminating engi- 
neer and manager of the lamp and fix- 
ture department for the C. J. Litscher 
Electric Co., Grand Rapids, Mich., wields 
a wicked foot-candle meter. No stray 
lumens get by J. B.’s attention when /|i¢ 
gets out on a lighting «job. Weidegenant 
is usually rather serious and doesn’t say 
much, but you can’t-figure lighting jo!s 
and be a Charlie Chaplin, too. 
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The new ABC Tuner No. 5750—a depend- 
able apparatus that meets the big demand for a 


quality tuner at a very low price. 














The Ideal Tuner for 
Popular Broadcast Reception 


_ intimate and extensive experience with the conditions that 
make for real use and enjoyment of radio programs, has pro- 


duced the new ABC Tuner No. 5750, as illustrated. 


This tuner is technically correct and embodies the most recent de- 
velopments, having been designed by Professor Morecroft of Colum- 
bia University. 


ABC Tuner No. 5750 has for its principal feature a very efficient 
vario-coupler of radically new design, together with two ABC 21- 
plate variable condensers. 


This tuner is constructed especially for receiving broadcasting sent 
out on 360 meter wavelength—the popular demand now, and in the 
future. 


It is compact, accurate, selective, and comes complete in beautiful 
kodak-finish cabinet, making one more of the well known ABC Stand- 
ardized Radio Sectional Receiving Units. 


We have a strict jobber policy and will appreciate an early oppor- 
tunity of presenting our mutually - profitable proposition 
in detail. 






Jewett Manufacturing Corporation 
342 Madison Ave. (Dept. J) New York City 


Factory—Newark, N. J. 


The perfect hookup of see 
ABC units is illustrated at , - 
the left. No better merchan- “ess No. 5500 
dising system has ever been 
worked out for Radio. With 
ABC Units the user com- 
pletes his station one unit at 
ntiin we meee aelleeh fis eee eee te te) re 


ABC Radio Tuner ABC Detector and One Step ABC Two Step Amplifier 
once—as preferred. No. 5750 Amplifier No. 5013 No. 5014 





















































THE JOBBER’S fAJSALESMAN 



































oe ee 
» 


SELL The NEW 


Ce 
Cd 


NI 


AMPLIFIER 


Price $16 00 


THE OUTSTANDING Advantages OF THIS INSTRUMENT areé 


: 
| 


Excellence of reproduction. 

Amplification regulation by small steps. 

A complete instrument in itself. 

Compactness. 

Regulation entirely by knob, no jacks to equip. 
Transformers protected by steel housing. 


Short wiring connections eliminate capacity efféct. 


Hermetically sealed, absolutely no moisture troubles. 


THE LOW 
20 


PRICE 
YEARS’ 


1S MADE POSSIBLE AS A RESULT OF 
EXPERIENCE IN QUANTITY MANUFAC 


TURE OF SCIENTIFIC ELECTRICAL INSTRUMENTS 
An Excellent Merchandising Proposition 


ATWATER KENT MANUFACTURING COMPANY 


4942 Stenton Ave. Radio Department  Puivaprienta, Pa. 








7 
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| nection, installed in a very particular 


fashion; later a No. 8 wire was ac- 
ceptable, and now a No. 14 copper 
or a No. 17 copper-clad steel wire is 
allowed for the ground connection. 
and this same ground connection may 
be used as the ground wire of thi 
set. 

A lighting discharger, or protective 
device, is still required, but the types 
allowed are comparatively cheap and 
easily installed. 

* * * 


For Standardization 


The National Radio Chamber 
Commerce is negotiating with the vari 


of 


ous government departments with a 
view to co-operating with those de 
partments in the standardization of 
radio apparatus, methods of manufac- 
It is 
planned in the future to have a cen- 


ture, methods of testing, etc. 


tral testing laboratory for radio ap 
paratus so that the various members of 


| the chamber and any other manufac- 


turers interested may avail themselves 
of the services of such a laboratory for 
the purpose of testing, calibrating 
and making such researches as may be 


desired. 














W. A. Kennedy (left) and C. K. Mead 
(right) didn’t know just how to take it 
when we published their names under « 
photo of H. C. Callahan and L. E. Latham 
last month. We didn’t mean to do it, s0 
*cuse, please. In case some of our gentle 


| readers were confused about the matter, w¢ 
| say again that they are two bright and 


shining lights of the supply department. 
General Electric Co., Schenectady, and w« 


| don’t mind letting that go double. 
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Now | 


Th DICTOGRAPH 
Radio Loud Speaker 
CJor the Home 





/ 























Here at last is the Radio Loud Speaker that meets the demands of 
the home. Here is the Loud Speaker built to Dictograph standards of 
supreme quality—that reproduces every sound clearly, naturally and in 
full volume, without noise or distortion, gives perfect results with any 


vacuum tube set—and sold at a price within the reach of all! 


The great resources of Dictograph Products Corporation, its years of 
experience in making sound-transmission and Loud Speaking devices, 
have made this wonderful Loud Speaker possible at such a low price. 
And the world-wide reputation of Dictograph products—the ‘“Acousti- 
con” for the Deaf, the Detective Dictograph, the Dictograph System of 
Loud-Speaking Telephones—has established an assured demand for this 


new Dictograph product. 


Orders have been received in such volume, in advance of production, 


that we have been able to increase output and to Teduce 


originally announced. Instead of $25, the list price is now only $20— 


complete with five ft. flexible cord. 


There is a tremendous, waiting market for the Dictograph 
Loud Speaker for the home! Our extensive advertising campaign is 


selling the public and the dealer. 


We have a strict jobber policy. 


We still have a very attractive distributors and jobbers proposition 
open in a number of localities where we are not yet represented. 
It will pay you to get in touch with us quickly. Write or wire today 


for jobbers’ discounts. 


The Standard of the World 





3000 ohms 





price 


Radio 


Complete with 5 ft. 
flexible cord. 


Cabinet of hardwood, ebony finished, with die cast black enameled 
aluminum tone arm. The horn is spun copper, 11 inches in diameter, highly 
polished. French lacquered, non-tarnishable. Completely equipped with 5 
ft. flexible silk cord. For any vacuum tube receiving unit. No extra 
batteries required. 

Note:—Electrotypes for catalogs, advertising, etc., are available and will 
be furnished on request. 








Price 


12 








DICTOCRAPH Radio HEAD SET 


A sensational success! Constantly increasing sales by dealers every- 
where prove the recognition by the radio public of Dictograph 
supreme quality—the guarantee of PERMANENT profits. List 
price $12—the best head set in the world regardless of price. 








DICTOGRAPH PRODUCTS CORPORATION 


220 W. 42nd STREET Branches in all principal cities NEW YORK CITY 
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RADIOPHONES 


An attractive proposition 
for Electrical Dealers 





C&W No. 12 


Single Circuit Regenerative Receiver. 
Ee ERS Chr RE CO $65.00 





C&W No. 11 


Regenerative Receiver and Two Stage Amplifier. 


wee NO oo i ee $125.00 


Two ultra-modern RADIOPHONE RECEIVERS designed 
by the Engineers of one of the foremost Commercial Wire- 
less Telegraph Companies. 

Extraordinary efficiency and selectivity is obtained with sim- 


plified controls that enable the operator to select the desired 
signals and easily eliminate interference from other sources. 


These receivers are unique in that many heretofore trouble- 
some and critical adjustments have been entirely eliminated, 
thus assuring efficient and reliable operation by persons with 
neither technical knowledge nor professional skill. 


Licensed under Armstrong U. S. Pat. No. 1,113,149. 


Will you be our sales agent? We have a most attractive propo- 
sition. Write for descriptive literature and complete infor- 
mation. 


CUTTING & WASHINGTON 
RADIO CORPORATION 


35 Water Street, (Subsidiary Independent 445 Security Bldg., 


Wireless Telegraph Co., @ % >. 
New York Inc.) Minneapolis, Minn. 














Some Ideas on Selling 
Luminous Tips 
By WM. H. DEY 
OME years ago I was connected 
with an organization, one of the 

members of which was known for a 
little remark which he used to make 
on occasions when someone had 
brought something up for his atten- 
tion, which seemed to present an 
idea. This remark was, “Well, I 
guess there is a thought in that.” 
Quite frequently things come up in 
which there is considerable room for 
thought, and here ‘is a little news 
item which should interest jobbers’ 
salesmen. 

When the United States Shipping 
Board decided to spend $8,000,000 
reconditioning the S. S. Leviathan, 
the idea was to make this boat the 
finest and best equipped liner afloat. 
The writer, realizing that no electric- 
al installation could be considered 
complete that was not equipped with 
luminous locating devices, took the 
question up with the Newport News 
Shipbuilding & Dry Dock Co., which 
was doing the work and, it very enthu- 
siastically added luminous tips to the 
specifications for switches throughout 
the vessel. 

The order for 3,000 switches was 
placed not long ago, and a large part 
of these are to equipped with “Un- 
dark” luminous tips. The successful 
bidder was the Parr Electric Co. of 
New York, which quoted on a special 
model Bryant switch equipped with 
“Undark” luminous inserts. 

The inclusion of luminous tips in 
the specifications added little to the 
cost of the individual switch, but made 
a respectable increase in the size of 
the order that the contractor received, 
and in that which he in turn passed 
along to the jobber. The use of lu- 
minous material did not sell a single 
extra switch, but it did increase the 
size of the sale, and it will add 
greatly to the safety, comfort and con- 
venience of the passenger and to the 
prestige of the liner. Luminous 
material being available for use 
through the production by this com- 
pany of the standardized insert avoids 
the necessity of special] designing to 
suit individual jobs, and there is no 
reason why the architects and 
engineers should not specify lumi- 
nous tips on all buildings, and ships, 
etc. The specifying of this adds rel- 
atively little to the cost of the job, 
but adds greatly to theitprestige, and 
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‘Fada - 


Now Stands for 
A Complete Line 
—— 
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Vario-couplers 


Rec. Tube Rheostats Doing More Radio Business 
Power Tube Rheostats With Less Money 


Binding Posts By reducing your stock inventory and carrying a representa- 
tive line with selling force back of it, you will have money 
Knobs and Dials to put in the bank, 
: Don’t you believe that one good trade marked line of con- 
Inductance Switches densers, sockets, rheostats, and receiving sets in your dis- 
play cases will sell faster than half a dozen different brands 
Series Parallel Switches of “bootleg” Radio equipment? 


Fada knows that a small investment in stock and your direct 
sales effort will quicken your turnover and swell your profit. 


Crystal Detectors 


Single, Double and Triple Here are five specific reasons why Fada equipment will get 
Tube Sockets you more radio business. 


1. Fada products are packed in cartons of uniform size, plainly labeled. 


Audio Frequency Ampili- They look attractive on your shelves and save you time waiting 
fiers on customers. 


2. Every carton has the trade mark “Fada.” Your customers have 
ee bought cartons with this label before. It lends prestige to your store. 
Fada Receiving Set I : 
° ° 3. The trade mark “Fada” on every instrument and radio part that you 
with Amplifier ? 


sell means as much to you as “sterling” does on silverware. 





ese . 4. Discount to dealers is very liberal. It places Fada among your best 
Fada Receiving Set with- money makers. 


out Amplifier 5. Fada national advertising, circulating more than 1,000,000 radio pros- 
pects, opens the way to many easy and profitable sales for you. 


The new Fada catalogue, a How-To-Do-It 
book, should be on your counter. Cus- 
tomers will want it and it sells more Fada 
products for you. 







































FRANK A. D. ANDREA 


Here ore the | 
Best Sellers 1581-H Jerome Ave. NEW YORK CITY 
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With Adjustable 
AMPLIFICATION 


A real Radio Loud Speaker, not just a head receiver 


attached to a horn, a simple fool-proof adjustment al- 


lows control of amplification 


range—softness for 


living room or volume for large audiences, no un- 


sightly horn but a beautiful solid mahogany cabinet. 


No separate battery required. 


Attractive proposition for Jobbers and Dealers. 


Manufactured by 


J. S. TIMMONS 


Germantown, Phila., Pa. 


Designer of the famous “‘Penn”’ Head Set 





























if they are working on a commission 
basis adds to their fee. 

The contractor and dealer should 
be able to obtain these switches 
out of regular stock or if necessary 
as a special order in a very short 
time, since the insert itself is stand- 
ard. Where uneven quantities are re- 
quired, the manufacturers supply 
luminous switches’ and luminous pen- 
dant equipped sockets in full cartons 
assorted with non-luminous goods, so 
as to obtain the standard package 
discount. 

Every wiring device manufacturer 
in the United States and Canada has 
been interviewed on this matter and 
the majority have adopted the lumi 
nous inserts; the balance are either 
preparing to adopt them or are only 
waiting for a favorable opportunity 
to do so. In some eases they have not 
felt the demand as yet, partly because 
the demand is just beginning to make 
itself manifested, as people become 
informed that these items are avail 
able and partly because the manufac- 
turers, who have adopted luminous 
materials, have done some very good 








No, it — he, that is to say — is not th 
Count de Somethingorother; and he is not 
watching the races, or anything so tam: 
H. F. Irish, of the Tri-City Electric Co, 
Newark, N. J., is lamping the contractors 
as they showed the jobbers how to pla) 
baseball at the meeting of the New Jerse) 
Association of Electrical Contractors and 
Dealers at Asbury Park in August. “Th 
score?” Sure, Mike, 7 to 6, favor the 
contractors. 
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TWO NORRIS PRODUCTS 


SALES MAKERS FOR JOBBERS’ SALESMEN 


THE NEW 
NORRIS “SELECTOR” 


Every dealer, every jobber and every jobber’s 
salesman can and should sell this new Norris 
“Selector” Vario-Coupler—it’s an insttument 
every “fan” will want. 














= 
Se 


= 


It combines in one compact unit, an efficient 
and accurately designed vario-coupler and the 
necessary tuning switches. It is actually three 
instruments in one as separate controls are 
provided for both the coupling and each of the 
two primary switches. 


The “Selector” works easily and gives a very 
fine adjustment on each of the three controls. 


Easily installed on any set—saves panel. space. 


It’s a new development—an instrument of 
great accuracy and a product of an organization 
; ae whose engineers have had long experience in 
2 eT ee Instrument Design and Radio Research. 














Patent Pending 





“Selector” Vario-Coupler, 3 Units in 1 
Cat. No. 970 


“SELECTOR” 
Multiple Contact Switch 


It is considered the most radical and logical 
advance in Radio Instrument construction yet 
made. Saves time, space and labor and makes 
possible short leads and positive contact. Adds 





a neat appearance to the panel. Locates the con- 
tact in one spot. Is fastened to the panel by 
screws and three separators, to give ample space 
for wiring. Two knobs and templet sketch fur- 





nished for ™% inch panel. 











Patent Pending 


“Selector” Multiple Contact Switch 
Cat. No. 870 


NORRIS PRODUCTS offer the jobber’s salesman a wonderful opportunity to make 
real money from their sale. They sell fast and carry a good margin of profit. Once 
introduced their quality is their biggest talking point—repeat orders are the usual thing, 
not the unusual. 


We’ve an attractive jobber’s proposition—write for it. 


Norris Radio Corporation 


Dept. 84 
126 Liberty Street 
New York City, New York 
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“United” Radio Products 





Two Finishes: 





Black or 





Enamel Buffed Nickel Plated $4.50 


“United” 


Audio Frequency 
Transformers 
Radio Jobbers will find in the 


“United” 


Transformer 


the 


same 


high grade workmanship and en- 
gineering skill which have made 


the “ 


United” Condensers the stand- 


ard in the variable condenser field. 


“United’’ Variable 
Condensers 


43 plate 


23 plate... “ 
11 plate... 


tt haat f| 


4 
| 
+ 


aT 


5 plate... 


3 plate.. ‘isa nncctp basinal 
Without dial or knob. 





; eed. dc dublin 





In every field there is a standard by 


which 


densers 


everything else is 
The fact that 


“United” 


have been 


accepted as 


compared. 
Variable Con- 


the 


standard is sufficient in itself to war- 
rant your not buying any other until 
you have made a comparison. 


Write for discounts. 








\ 








So 





° 0 


Mounting made easy | 
by our template for | 
locating panel holes; | 
packed free with 
each condenser. 


at - > 



















Any 


NOTE 


advertised 


claim of having an 


arrangement with us to sell our products 
at special prices, is fraudulent, 


United Mfg. & Distributing Co. 
536 Lake Shore Drive 
CHICAGO 

















work in pushing sales and have un- 
doubtedly secured customers for their 
good: on the strength of the lumi- 
nous inserts, which might have other- 
wise gone to the other manufacturers 
for non-luminous goods. In other 
words, their foresight in getting hold 
of the luminous idea early in the game 
has not only increased their volume 
of business to the extent of the value 
of the luminous sale, but has given 
them business which they would not 
otherwise have received. 

A prominent manufacturer of tog- 
gle switches recently stated that over 
half of his sales on this item were 
having luminous tips specified S'nee 
the toggle switch itself is new, it can 
readily be assumed that the fact - of 
this switch having the luminous tip 
had a great deal to do with the sale 
of it, so that the manufacturer was 
able to sell a much higher priced 
switch, which again added to his vol- 
ume because of having the luminous 
insert, and in these days of low prices 
and short profits, this is really im- 
portant. ‘“Undark’ luminous mate- 
tial does not increase the number of 
switches or sockets sold. but it does 
materially increase the volume. The 
extra list of this item is 25 cents, and 
on a switch listing at 35 cents or even 
one at 45 cents this is an important 
thing to consider. The switch itself is 
a convenience with a safety feature, 
since one can turn on the light from 
a distance and avoid having to cross 
a room in which there might be ob- 
structions in the way of a direct line. 
The pull chain socket is also a conven- 
ience and is safer than the sort of 
socket one has to reach for and pos- 
sibly knock the glassware loose in so 
doing. Luminous material, however, 
locates the switch or socket instantly 
and guides one directly to the switch 
or socket, avoids collisions, saves the 
necessary wear and tear on furni- 
ture, bric-a-brac, and shins, saves the 
marring of walls, and the damage to 
glassware and fixtures by eliminating 
the hand waving motion usually in- 
dulged in when one is looking for the 
chain. 

Of course, one knows just where 
the switch is, but the fingerprints on 
the wall tell just how badly off we are 
in exactly locating this device, and 
we all know how we often stand look- 
ing for the chain and missing it only 
by inches and finally in sweeping our 
arm around in circles hit the chain 
and send it flying upward where it 














A REAL 
Profit Getter 


VA py, 
Wy “WWM tte 
= 


COMME AAA Wee 


= 


National Advertising starting 
September to over 10,000,000 


peovle will make these units 
profitable to handle. 


No outside aerial 
Every 
light socket an an- 


the 


Antenna” 


necessary. 
tenna when 
“Super - 
unit is used, 





lightning 
Safeguards 


Eliminates 
hazards, 


¢ 


any set —is shock- 


proof and will not 
blow fuses. 


8 Separate Hook-Ups 


Made to conform to the requirements of 
the National Board of Underwriters this 
unit has 8 different connections making 
possible perfect operation on any circuit. 
Designed by Mr. Robert Duncan, Jr., 
Chief Engineer, U. S. Signal Corps Bureau 


of Standards, Price $2.80 


Washington, D. C. 


West of Rockies $3.00: Canada $3.70 





F. R. L. Super-Receiver 


Latest in design and perfect in operation. 
Unique features place this set 6 months 
ahead of any other unit. 


30 Mile Range without antenna or ground. 
Price, including tubes.......................0.... $240.00 


Descriptive circulars on our Super-French 


Variometers—Variocoupler Amplifiers and 
Hill Variable Condensers sent on request. 


Be prepared to meet the demand. 
Order Your Stock at Once. 


Write or wire for attractive Discounts. 


Super - Antenna Company 
Dept. 79 Quincy, Ill. 
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THESE ANGLES TO OUR 
JOBBER POLICY Wt APPEAL 


TO YOU 


(1) Our jobbers’ discount is not based on quantity. Itis uniform 
for all quantities. But it is a discount for jobbers only. Since 
it is our desire to merchandise straight through the electrical 
supply jobber, “jobbers discount” means with us exactly what 
the words indicate. 


(2) The discount that we give you is in the front rank of dis- 
counts prevailing for radio products; in fact, compares favor- 
ably with those earned in most cases only by very large orders. 
There is a substantial amount to divide with your dealer on a 
mutually profitable basis. 





F isthe 
name of our 


Double Head Phones 


A masterpiece of Radio 
Phone Engineering. 

Acknowledged by some of 
the leading manufacturers as 
one of the most efficient and 
carefully made phones on the 
market. 

Test the PEERLESS with any of the standard receivers and 
be convinced of its efficiency. 

Place it with other phones in your showcase and compare its 
superior workmanship and appearance. 

Packed in attractive cartons. All phones guaranteed. 


LIST PRICES AS FOLLOWS 





Super-Sensitive 


2000 Ohms : - : $6.00 
2200 Ohms - - - - - - - 8.00 
3000 Ohms - - - - - - - 10.00 


Write at once for our proposition to Electrical Supply Jobbers 


United Radio Corporation 


Rochester, N. Y. 
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WIMCO ANNOUNCES 





The Wimco Variable Condenser 


After months of experimentation to produce a really good Variable Condenser, we 
take pleasure in introducing to the trade The WIMCO Variable Condenser, which 
will be furnished in 43, 23 and 3 plate type. Tests conducted by the Washington 
Radio Laboratory show that The WIMCO Variable Condenser of the 43 plate type has 
a resistance, at maximum capacity, of but .018 ohms, and the capacity at zero on 
the scale is but 15 micro-microfarads. These values, we believe, are lower than in 
any other condenser manufactured for general amateur use. 

Deliveries on The WIMCO Variable Condenser will begin September 15th and we 
are now accepting Jobbers and Dealers orders. 

We have a very attractive proposition for the Jobber, and golicit your inquiries. 


THE WIRELESS MANUFACTURING CO., CANTON, OHIO 
Manufacturers—Distributors. 











RADIO ACCESSORIES 


Variometer parts, 
wound and un- 
wound. 


Variometer com- 
plete with Knob 
and Dial. 


Vv. T. Porce- 
lain Socket made 
to fit any Tube. 


Wireless Ground 
Switch 100 amp. 5” 
break, 600 V. 





Write for our 


proposition. Cat. No. 9519. Variable Condenser, List $3.50 


Knob and Dial, List $1.00 


Cat. No. 3333. Ground 
Switch, 100 Amp., 
600 Volt, 5 in. Break. 


List $3.50 





Barber Electric Manufacturing Company 
North Attleboro Massachusetts 




















remains tangled in the fixture or 
glassware. The hotel man sometimes, 
though not as often as some of us 
think, puts the switch right inside the 
door, but they do not all use “Staylit’’ 
sockets to enable us to go around the 
corner into the little entrance hall and 
turn off the light and find our way 
back to bed without stumbling. This 
putting the switch near the door 
doesn’t help us a bit if we wake up in 
the night without being able to tell 
which side of the room the door is 
on. 

The same luminous inserts, which 
are used in switches, can readily be 
inserted in locks and door knobs, and 
the architect who specifies these will 
find that all the foremost lock and 
hardware manufacturers’ in the 
United States are fully informed of 
this and have samples and would be 
glad to supply this item whenever 
called for, though, so far, none of 
them have listed these as stock. Man- 
ufacturers of the better class of fur- 
niture have also been interviewed and 
supplied with samples, and are seri- 
ously considering the use of luminous 
inserts to mark sharp corners of beds 
and other pieces of furniture. 

Bedroom slippers, alarm clocks, 
gun sights, telephone mouthpieces, 
and things of this sort will be pur- 
chased by the individual, but lumin- 
ous switches, sockets, room numbers, 
house numbers, bell centers should be 
put into the house when it is built, 
and the accomplishment of this is 
dependent on the architect, engineer, 
contractor and dealer. The manufac- 
turers of these articles have thorough- 
ly investigated the situation and are 
very much interested, and reference 
to the advertising columns of the 


_ electrical magazines show constant 


pushing of these items. 

Therefore making a long story end, 
there is a thought in the fact that 
the finest ship afloat is going forth 
equipped with luminous material. 
While the order for the switches is 
the first one placed, it is expected 
that other items will be added as the 
work progresses. A great many 
architects and engineers are specify- 
ing luminous materials in the places 
mentioned and quite a number of 
buildings now going up will be so 
equipped. As the knowledge of the 
advantage of this material becomes 
more general it will undoubtedly be- 
come so common as to be taken as a 
matter of course. 
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Dayton Variable and Vernier Condensers 


This is the most complete and most accurate line of condensers 
made in America. We guarantee their capacity in micro-farads and 
to replace any of them free of charge should they for any reason 
prove defective. 





Type 9 P. C. Square 
Condenser. 
Capacity .0003 Mfd. 


eee, 





LCE CT, 


Type 17 P. C. Square 
Condenser. 
Capacity .0005 Mfd. 





Type 31 P. C. Square 
Condenser. 
Capacity .001 Mfd. 





Type 45 P. C. Square 
‘ Condenser. 
Capacity .0015 Mfd. 





Type 3 P. C. Vernier Air 
Condenser. 





Dayton Radio 
Products 


In addition to this line of Condensers here shown, 
we manufacture a full line of Radio Parts under 
the trade name “Dayton Radio Products,” including 
Genuine Moulded Bakelite Variometers. 

Genuine Moulded Bakelite Vario-couplers. 

Genuine Bakelite Tube Type Variometers. 

Genuine Bakelite Tube Type Vario-couplers. 

Genuine Bakelite Inductance Coils. 

Genuine Bakelite Knobs and Dials. 

Genuine Bakelite Knobs in various sizes. 

Phone and Grid Leak Condensers. 

Rheostats. 

Panel Switches, eight points. 

Phone Jacks. 

Rubber Tubing for wire insulation. 


We also manufacture Radio Phone Receiving Sets with two 
stages of amplification for which we manufacture all the 
parts used entire. Complete catalog illustrating and describ- 
ing Dayton Radio Products will be mailed on request. We 
sell only to Jobbers and Manufacturers of Radio. Apparatus. 


Write for prices and discounts. 


~ Fewer ses) f° » 


oA oe Bm eo me a a tn 


LU 


Type 18 P. C. Transmitting Condenser 











Type 9 P. C. Round 
Condenser. 
Capacity .0003 Mfd. 





Type 17 P. C. Round 
Condenser. 
Capacity .0005 Mfd. 





Type 31 P. C. Round 
Condenser. 
Capacity .001 Mfd. 





Type 45 P. C. Round 
Condenser. 
Capacity .0015 Mfd. 


Type 17 and 31 P. C. 
Square Condensers 
With Vernier Attached. 





The A-C Electrical Mfg. Company 


Makers of Electrical Devices for Over 20 Y¥ ears. 


Dayton, Ohio, U. S. A. 
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“True- lone” 
SUPERSENSITIVE 


Ociiinaiia 
Phone 


$ -00 
3000 
Ohms 


“True-l one” 
SUPERSENSITIVE PHONES 


3000 Ohms 
HIS Double Head Set embodies 
every factor of Scientific Design— 


V 


Perfection in Performance and Ap- 


* * * 


rT 3 RUE - TONE” 

Phones are backed 
by Sales Producing Ad- 
vertising in all the lead- 


f ing Trade and Consumer 


Publications. 
Were Ra 


Jobbers — Get Your 

Share of the Profits from 

your territory under our 

protective Jobber Policy. 
a 6s 


66 RUE - TONE” 

Phones are meet- 
ing with a heavy Dealer 
Demand. 


JOBBERS: 


Wrile or Wire—NOW 


“TRUE - TONE” RADIO MFG. CO. 


190 N. La Salle . 


CHICAGO, ILL. 





































If 
You 
SELL 


Federal 
Radio 
Apparatus 


You are blessed with 


SATISFIED CUSTOMERS 


We manufacture a line 


OF COMPLETE INSTRUMENTS AND PARTS 


that have long since been regarded as the 


STANDARD 


_ by which other makes of apparatus are measured 


Try It Yourself and See the Difference 





Write us today and we will gladly demonstrate WH Y 


it will be to your advantage to sell 


eoeral 


RADIO APPARATUS 





federal Celephone and Celeqraph Company 
BUFFALO, NEW YORK 











Using Other Men’s Brains 


WO salesmen were talking in a 

smoking compartment on_ the 
“Wolverine” as I entered and sat 
down opposite them. One of the men 
may have been thirty and the other 
perhaps ten years older. Both were 
clean-cut fellows of the best salesman 
type. 

“Every time I see you,” said the 
younger man, “you're carrying a book 
along. What are you doing, taking 
one of these glorified correspondence 
school courses that make an executive 
of you for a hundred bucks?” 

“I might do worse, Joe,” replied the 
older salesman, “but as a matter of 
fact this is only a book on salesman- 
ship. I always have one along, and 
when I have a little time I swallow a 
chapter.” 

“You don’t need any book to teach 
you how to sell goods. Lord! if I 
knew as much about salesmanship as 
you do, I’d be writing books on it 
instead of reading ‘em.” 

“Listen, son,’ said the older man 
again, “I’m conceited enough to admit 
that I am a pretty successful sales- 
man. I generally make the hundred- 
point class, but I wasn’t born a hun- 
dred-pointer. I guess I was the green- 
est dog-gone tenderfoot that ever paid 
excess on a sample trunk. I went on 
the road because it looked a good way 
to see the country and stop at the best 
hotels and be a good fellow. I’ve 
wondered a good many times why the 
bess didn’t fire me. Things on the 
road were a good deal different then 
from what they are now and I'd never 
heard that bit of Scripture about ‘read- 
ing maketh a full man.’ The only kind 
of getting full I knew was getting 
tanked, soused, spifflicated, and_ it 
used to happen about once in so often. 

“Then one day I stopped in a little 
town in Michigan to see a chap who 
had just opened up an electrical store. 
He was new to the game; came right 
out of the drug business because he 
thought he saw a better opening in our 
line. I expected him to be all at sea 
about what to buy and how to buy it, 
and it looked like a chance to put 
over a big deal and tie him up to our 
house for the rest of his natural life. 
Did I doit? I didnot. But I learned 
something worth more than the profit 
I’d have made on such a sale as I an- 
ticipated. 

“That little ex-druggist knew more 
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Tuners. 


Amplifiers. 


Amplifier. 
Detector Units. 


fiers. 


Variometers. 
Variocouplers. 
V. T. Sockets. 
Rheostats. 

Grid Condensers. 


Plate Condensers. 








Complete Receiving Sets. 


Tuners and Detectors. 


Tuner, Detector and Two Stage 


Tuner, Detector and Three Stage 


Console Table 


E manufacture a com- 
plete line of radio sets 
and parts consisting of: 


Detector and Two Stage Ampli- 


Single Stage Amplifier. 
Two Stage Amplifiers. 


Variable Condensers. 
Knobs, Dials, Binding Post, etc. 


VICTOR RADIO CORPORATION 





- Vict-ra-Phone 





Rheostat 
Type 103 


795-799 East 135th Street, NEW YORK CITY 


MANUFACTURERS OF COMPLETE RADIO SETS AND PARTS 


MARK 
QUALITY 





Mr. JOBBER— 


Does years of experience in manufac- 
turing radio transmitting and receiving 
apparatus for The United States Govern- 
ment mean anything to you? 


VICTOR engineers and work- 
men have had this experience and 
are capable of producing highly 
satisfactory radio apparatus. 


OUR LINE of receiving sets 
and parts is extensive—in fact we 
can supply you with practically 
all radio requisites. 


JOBBERS are invited to write 
or wire us for complete informa- 
tion in regard to our attractive 
proposition. 


CATALOGUE SENT ON RE- 
QUEST. 





—Receiving Set— 
Type 115 


DEPT. G 
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Price 


$5.50 


With Dial 


$6.50 
Columbia 180° 


Moulded Variocoupler 


A MOST efficient 180° coupler de- 
signed for sharp tuning from 150 to 
650 meters. Stator made of a highly 
dielectrical Rotor of 
moulded hard rubber; both wound with 
green silk covered wire. All metal parts 
nickel plated and mechanically correct. 
Ten taps are provided. Has 3/16” shaft 
with spring tension to insure electrical 
contact; base and panel mounting. 


composition. 


INSURE MAXIMUM EFFICIENCY 


RADIO 
PARTS 


Columbia Moulded Variometer 


A sberter instrument with the Stator 
and Rotor of moulded hard rubber. 
Accurate electrical and mechanical con- 
struction throughout; designed for best 
values of maximum and minimum in- 
ductance and minimum distributed ca- 


pacity. 
tension to 


Has 3/16” shaft, with spring 
secure 


electrical contact. 


Adapted for both base and panel mount- 
ing. All metal parts highly nickeled. 
An essential radio instrument of beauty 


and efficiency. 


Price 


$5.00 


With 
Dial 


$6.00 


JOBBERS & DEALERS—These are two of the several efficient instruments we 


manufacture. 


A NUMBER OF SELECT TERRITORIES ARE STILL OPEN. 


WRITE OR WIRE FOR OUR ATTRACTIVE DISCOUNTS. 


COLUMBIA RADIO CORPORATION 


sured. 


2758 Diversey Avenue 








CHICAGO, ILL. 





Quick deliveries as- 































it was displayed. 





It Pays You to ot 
G-W PRODUCTS 


Because It Pays the Amateur to Buy ’Em ” 


You can make a better profit on G-W line 


than on unbranded articles. 


Their guar- 


anteed quality is the best foundation of a 


substantial business. 


Illustrated catalog, 


containing Code and Table of Symbols, 


furnished with dealer imprint. 


All in- 


quiries from dealers referred to the near- 
est jobber. Write TODAY for discount. 
Definite Jobber Policy — Protects You! 


GEHMAN & WEINERT 


Manufacturers of G-W Quality Radio Products. 


42 Walnut Street 


Newark, N. J. 


A full line was the answer. 
fans have already O. K.’d the line by their purchases wherever 


NOW! A Full Line of 
G-W Radio Products 


Backed by liberal advertising, the exclusive advantages of the 
G-W Slider won it national popularity. 
other G-W Radio Products. 


Amateurs asked for 
Radio 








Slider 
Slider Rods 
2 Slide Tuner 





Unmounted Coil 
Detector 
Aerial Insulator 
Dial 
Socket 


C1BIO 


























about the business than I did! Yes, 
sir. Every time I tried to tell him 
anything, he knew it first and better. 
I couldn’t put anything over and it wa: 
all I could do to keep from being 
turned down altogether. Finally | 
just threw up my hands and said: 
““Mr. Butler, I admit you've sur 
prised me. How do you come to know 
se much about the electrical supplies 
trade when you've just started in?’ 
“Study, Mr. Blackstone, study,’ lx 
came right back; ‘Life is too short to 
learn any business all by experience. 
I've been studying this business, read 
ing all the books about it that I could 
find ever since I decided to try it out. 
You study salesmanship, don’t you, 
so as to get what other fellows have 
learned about it to add to what you 
have learned by your own experience ?’ 
“Naturally, I didn’t tell Butler that 
I had never looked into a book on 
salesmanship, and never opened a 
trade paper except by accident. | 
didn’t tell him that all the reading | 
did was the latest numbers of ‘Sloppy 
Stories’ and the afternoon editions of 
the newspapers.” 
“Ouch!” the 


exclaimed younger 














Dana Bullen, manager of the supply de 
partment, General Electric Co., Schenec 
tady, is one of the deans of the electric:! 
supply business, and incidentally one 0! 


the best loved men in the game. WW: 
didn’t ask Mr. Bullen to stand still fo! 
this picture, as he was just returning fro! 
a dip and a cool wind was blowing ove! 
Lake Ontario. 
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Bestone Switch Lever and Knob 





Bestone V. T. Socket 





Investigate 






Y 
APPARATU? 


the high quality radio line which you can 
SELL with profit and satisfaction. 


BESTONE Wireless Apparatus are the 
products of a leading manufacturer of 
electrical specialties backed by many years 
successful experience in the design of scien- 
tific electrical apparatus. 


The accompanying illustrations represent 
but a few items of the extensive Bestone 
line. 


Write for Catalog and Sales Proposition 


HENRY HYMAN & CO., Inc. 


Manufacturers 


‘CHICAGO NEW YORK SAN FRANCISCO 
212 W. Austin Ave. -476 Broadway 711 Mission St. 





Bestone Phone Condenser 




















Bestone Filament Rheostat 
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43 Plate Dasco Airline Variable 
Condenser without dial or knob, 
each CRS 


Quality Articles 
A Definite Policy 


DASCO “*AIBRLIR.E 
VARIABLE CONDENSERS 
of the 3, 11, 21 and 43 Plate type 
are the embodiment and the 
highest development of DASCO 
exacting requirements. 

They are built in four sizes 
and to order of the finest ma- 
terials by skilled’workmen who 
are desirous of attaining the 
reputation of building the supe- 
rior Variable Condenser. 

DAS CO GAIBLAME: 
VARIABLE CONDENSERS 
are sold on a definite jobbing 
policy which is not altered to fit 
any and all occasions. They are 
sold exclusively through rec- 
ognized jobbers in a_ limited 
territory protected against any 
competitive DASCO price cut- 
ting or mail-order competition. 

Could there be a_ better 
proposition? We think not and 
believe that with the DASCO 
“ATRIA” VARIABLE 
CONDENSERS and our defin- 
ite jobbing policy there is big 
business ahead for the wide- 
awake jobber. Write for de- 
tails! 

11 Plate Dasco Airline Variable 


Condensers without dial or knob, 
each . otias $3.50 list 

21 Plate Dasco Airline Variable 
Condensers’ without dial or knob, 
each kiss : $4.00 list 





3 Plate Dasco Airline Variable 
Condensers without dial or knob, 
each . ...$3.00 list 


D. A. Sanders 
Nyack, N.Y. 


mem, DFA. SANDERS 























salesman, who had been listening in- 
tently. 

“T know it,” said Blackstone. “Joe, 
you're right where I was ten years ago. 
You're a pretty good salesman and 
you've got the idea that by just keep- 
ing on selling goods you'll get to the 
tcp. Well, you will learn a lot by ex- 
perience and you'll get better all the 
time, but if you never study salesman- 
ship or electricity, you will always see 
some fellow higher up than you are 
and going too fast for you to catch 
him. You think I’m so good I don’t 
need to study salesmanship. Just as 
long as I can learn something more 
about selling I’m going to study it. 
Every book and magazine article I 
read about salesmanship tells me some- 
thing I have not found out by experi- 
ence. No, sir, Joe; you'll never find 
me claiming I’ve learned it all and 
graduated.” 

I felt like saying to that salesman, 
Blackstone, as the New York politi- 
cian’s wife said to the Queen of Bel- 
gium’s complimentary remarks about 
the city, “Queen, you've said a mouth- 
ful.” I suspect that the next money 
“Joe’’ spent was for a book on sales- 
manship. 

The failure of salesmen to study 
their profession and to read the sort 
of thing that will help them is due to 
thoughtlessness. They have not given 
any thought to the question of how to 
improve through study. To many of 
them it has not occurred that there is 
such a route to higher ability. 

The endless stream of printed trash 
keeps a lot of people making literary 
sewers of their minds just because 
they do not realize what they are do- 
ing. They read solely for amusement, 
to put in time while waiting for trains. 
They read sensational papers and 


magazines when they think their 
brains are too tired for “‘heavier’’ read- 
ing. 


I would not have a salesman devote 
all his reading to actual salesmanship 
matter. A man needs mental as well 
as physical relaxation, but even the 
lighter reading may be of a good liter- 
ary type, calculated to add to one’s 
vocabulary, and there are plenty of 
high class novels that will afford enter- 
tainment while, at the same time, stim- 
ulating and inspiring the reader. 

A business man ought to read what 
will make him think. He will do well 
te read biography, becoming acquaint- 





Smith 
Radio 
Set 





For reception of waves of 175 to 700 
meters. 

Single circuit non-regenerative, 
Designed by an engineer who has had 
many years’ experience with all forms of 
receiving apparatus, 


Designed to give maximum efficiency, 
with simplicity of operation. 

The best materials available enter into 
its construction. 

No hinges used on the cabinet. Instead 
we have mounted the entire apparatus 
firmly to the panel giving it sufficient 
weight to hold itself firmly in place. 
The panel rests in a recess in base of 
cabinet, so that when top of panel is 
pulled forward to place tube, etc., it will 
automatically return to its position the 
instant it is released. 


List price $25.00 (without tube) 
Attractive discount to jobbers. Write. 


L. M. Smith Manufacturing Co. 


Manufacturers of 
RADIO APPARATUS OF QUALITY 


SALEM, WISCONSIN 


























HIGH EFFICIENCY 


HEAD SETS 


Army and Navy Type: 


2500 Gh, POF PEI. ...eeccccewe $10.00 

SE00 OUlits, “POF NSW... oo. vive ecess 12.00 
Swedish-American Type. 

2300 GEM, DOP DAIE ..6 a5 osc ceces 8.00 
Victor Type: 

Single coil, double magnet...... 6.00 
Jacks, Plugs, Microphones and other 

radio parts. 


Ask for our liberal trade prices. 


feiovinne lect 


COMPANY 


CHICAGO, U. 8. A. 
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“Take the guesswork out of 
your Radio buying” 


Buy from a reliable house 
Everything Guaranteed 





A complete line of Radio Parts 
Dials—all sizes and colors 

V. T. Socket Bases 

Condensers 

Contact Switch Knobs 

Strain Insulators 
Jacks—Plugs 


We have a jobber policy—Write us 


RONEL ELECTRIC COMPANY 


| WATERBURY, CONN. 
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35 So. 





Send 
for this 
Bulletin 


It gives the com- 
plete line of “All- 
American” Radio 
and Audio Fre- 
quency Amplify- 
ing Transformers. 
Fixed and Vari- 
able condensors. 
Tube sockets (50 


watt). 


Also valuable hook- 
ups of the much dis- 
cussed Radio and 
Audio Frequency cir- 
This bulletin 
No. 22 contains more 
real sales information 
for jobbers and their 
salesmen than any 
other bulletin we 
know of. Write for 
your copy today, 


cuits. 


IT’S FREE. 


AND 
Ravan se 





ed in that way with the qualities that 
have enabled men to succeed in spite 
of handicaps and obstructions. Some- 
times we become discouraged and 
think we are up against harder propo- 
sitions than other men meet with. Al- 


a mere bagatelle by comparison, Men 


meet with none. The man who always 
had things his own way, who always 


played in good luck, whose path was 


softy, a mush-head, a—well, it is easy 
enough to call names and that does 
not prove anything, but you know 
| that such a fellow would never amount 
te anything worth while. 

If you had a son you wanted taught 
the business of selling electrical goods 
and right in your city there was a 
college where they made a specialty 
of teaching just that sort of sales- 








Fa.Co. 


Chicago, II. 











| manship, as well as all the things a 
|selesman ought to know about his 
| work, you would doubtless have the 
_ boy attend that college. It would look 
| te you like an opportunity. 


You would realize that for that boy | 
| to study manufacturing methods in the | 
| electrical line, raw materials, markets, | 


retailers’ needs, advertising methods, 
transportation problems and salesman- 
ship, would be to give him such a foun- 
dation for a position as a jobber’s 
salesman as would put him several 
years in advance of the fellow going 
into the work entirely ignorant of its 
technical side. 


The probabilities are that you would 
be glad to take a sort of post-graduate 


order to get hold of all the new ideas 
and modern methods evolved by people 
in other fields than your own. 

Well sir, there is just about the 
equivalent of such a course in electrical 
supplies selling and it is available to 
you for an almost nominal sum of 
money. It comprises a subscription 
| to such electrical periodicals as cover 
the phases of the business that are of 
value to you, the purchase of occasion- 
al books on electrical work, and books 
on salesmanship. By spending a little 
money every month in such reading 
matter and then reading it and think- 
| ing about what you read, you can fit 

yourself to develop such selling speed 
as will make it safe for you to hang 





most any great man’s biography will | 
show us that what we contend with is | 


succeed by reason of their ability to | 
master difficulties, not because they | 


always made easy for him, would be a | 


course in such a college yourself in | 











‘Make Money With 
-_ ERLA Specialties 





The Erla one of the fastest selling 


Bezel, 
specialties on the market. 


| Good business is certain when you sell 
| ERLA specialties. For ERLA products 
lead radio development, creating in- 
stant demand. Unusually liberal dis- 
counts permit of generous profit. Ex- 
| ceptional quality insures repeat business. 
| Write for prices and discounts on radio 
| frequency transformers, bezels, phone 
| plugs, tube sockets and other fast sell- 
ing ERLA specialties. 


ELECTRICAL RESEARCH LABORATORIES 
Dept. C, 2515 Michigan Ave., Chicago 


ERLA 


Trade Mark Registered 


| 
| 
| 
| 











RADIO 
JOBBERS! 








We have an attractive prop- 
osition for you on Dials. 


Write for it. 


Are you interested in having 
us make your Radio Supplies 
under your own brand? We 
have a good proposition for 


you. 


NORTH AMERICAN 
RADIO CORPORATION 
422 First Ave., Pittsburgh, Pa. 
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‘The 


wonderful new 
LAWSAM DUPLEX 


Radio Receiving Set 


I N introducing the Lawsam Duplex, we believe we are offer- 

ing the radio dealer an unusual opportunity—for the Law- 
sam Duplex is one of the few really efficient and finely made 
receiving sets selling under a hundred dollars. 


The Lawsam Duplex was designed in our own laboratories 
for popular broadcasting reception and manufactured in Law- 
sam’s own plants; every part is made as finely as the highest 
ideals of workmanship can produce. 


Specifications 

200 to 3,000 meters wave length, contains in itself one step of radio frequency 
amplification, uses regular outdoor antenna and is especially adaptable for loop 
antenna up to 50 miles, extremely selective and particularly effective for long dis- 
tance reception on 360 meters, control panel free from unseemly wires, cabinet is 
mission finish quality oak. Price $85 List—attractive discounts. 

We are now in production on the Lawsam Duplex and can make immediate 
deliveries. The new Lawsam loose-leaf catalogue is now on the press—a 
copy will be mailed to you on request. 


LAWSAM ELECTRIC CO., INC. 
122 Fifth Avenue, New York. Factories—Elizabeth, N. J.—Brooklyn, N. Y. 


hen it comes to Radio 
come to 
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Building Up 
Dealer Demand 


for Bradleystats is acomplished by the 
continuous sales efforts of the Allen- 
Bradley Co., for the benefit of the job- 
ber, through the following: 


1—Full-page advertising in lead- 
ing publications. 

Special dealer sales letters. 
Elaborate demonstrator for 
every dealer—free. 

Liberal discounts. 


?. 


Strong guarantee. 





REGISTERED U 5S. PAT OFF. 


PERFECT FILAMENT CONTROL 





492 Clinton St., 


Mfrs. of Graphite Rheostats 
for 20 Years 


Milwaukee, Wis. 


AABWBAKBRRBARRARRRRBRRERRERREEREEE EEE 


Give This Memorandum to 
Your Secretary, Today 


Drop a line, today, to the 


Co. 


Electric Controlling Apparatus 
492 Clinton St., Milwaukee, Wis. 


and ask them to send me a full description of 
their sales program, and explain how we can 
take advantage of their sales campaign. Be 
sure to ask for discounts. 














out behind you an “Excuse My Dust” 
pennant. 

You will find, as you read about 
your work, that you will disagree with 
some of the things others say about it, 
just as you may disagree with some 
of the things I am telling you, but 
even when you disagree with the writ- 
er, you will be set to thinking about 
the matter and you will come to better 
knowledge and better understanding 
of salesmanship because of the thought 
you give it. If you never get a new 
and useful ready-to-use idea out of 
what you read about selling, you still 
will profit by the reading just because 
of the thinking you will do because of 
what you read. 

If a salesman does not want to read, 
he will find more reasons for not doing 
it than I can give him for doing it. 
It is always easy enough to find rea- 
sons to bolster up our wishes, though 
they may not be very sensible reasons. 

The salesman who insists upon not 
reading is going to remain in ignorance 
of much he would profit by knowing. 
No matter how wide a man’s experi- 
ence or how keen his observation, he 


| cannot ignore the fact that the unread 


man must always be the comparatively 
unlearned man. You never knew of a 
man having a reputation for being even 
moderately educated that you did not 
know him to be a reading man. 

If you are willing to read you have 
the world at your feet. The sky is 
your limit if you are a student of sell- 


ing methods and of electrical matters. 


You can go to the top. 
Some salesmanship literature may 
seem to be too scientific, too theoretical. 


| I have heard salesmen say that they 
didn’t take 


any stock in that bunk 
about the psychology of salesmanship. 
that the only way to sell goods is to | 
get out and sell them, and that you 
can’t read how in a book and then go 
out and do it any better. 


It doesn’t sound logical to me for 
a salesman in the electric line to scout 
theories and to laugh at scientific prin- 
ciples. There is certainly no line of | 
operations more concerned with theo- 
ries and scientific principles than that 
in which electricity plays a part. And | 
it is not clear to me that the opera- | 
tions of the human mind are any less | 
complicated than the operations of an | 
electric current. 





At all events there is nothing any | 
more practical than a sound theory, | 
aud all good practice is founded on a | 


PS 
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Show the Facts 


| i om. | 
Jobbers and their 
Salesmen can use 
our test reports 
to good advantage. 
& 


PUTUTTITITTT TITTIES Tri 





Electrical Testing 


Laboratories 
80th St. and East End Ave. 


New York City 

















Receiver and Two Stage 
Amplifier Units at $35 each 
will quickly boost your radio 
sales. 


JOBBERS 


Write for our proposition 
on these and other ATLAS 
radio specialties. 


American Radio 
Sales & Service Co. 
Dickson Building 
Mansfield, Ohio 
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The Premier Radiovoice 


Is the first practical and com- 
mercial accomplishment of 
meeting the public’s require- 
ments and demand for a 
Complete, Simple, Compact, 
Attractive and Efficient, Loud 
talking Detector and 2 Stage 
Radio Receiver at a Popular 
Price, Simple in Control, 


Wide in Range. 


Mounted on a _ Bakelite 
Panel are Premier Built and 
Tested Radio Condensers, 
Rheostats, V. T. Sockets, 
Transformers, Tuning Coils, 
Jacks, etc.; the panel being 
hinged within the beautiful 5-ply Mahogany Veneer Loud Talker Cabinet, measur- 
ing 21 in. in height by 12 in. in width, weighing, completely equipped with ““B” 
batteries and Loud talking Phone as shown, only 17 lbs. Can be set in a corner of 
the living room, on library or end table, or on a piano, blending into the richest of 
furnishings with equal attractiveness. Price Complete, excluding only bulbs and 


eh, ge NRA Tat BoA, Lea LEER HER RS ate seat Rae $95.00 





Where an even lower priced equipment is desired, eliminating the phone and Loud 
Talker cabinet, our Type P equipment, including ‘‘B”’ batteries, mounted in cabinet as 
shown; parts, hookup and panel being identical to that used in the Premier Radiovoice, is 


I MNEs ei acces Rd ch cn espns cu cdc dnd ads scdtk een cevencsacsesthoddeiocninbetomanetaanteceo meets $55.00 


The’ Premier Radio Corpo- 
ration is an old electrical 
manufacturing concern, which 
has turned its entire resources 
and equipment to production 
of high class radio parts and re- 
ceiving sets. The Premier line 
is handled and is available to 
only the highest class of Deal- 
er, Jobber or Distributor, and 
to such is offered discounts to 
permit of profitable merchan- 
dising. 





Descriptive bulletins sent on request 


PREMIER RADIO CORPORATION 


6800 Bostwick Avenue DETROIT, MICH. 
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Moulded genuine Condensite. 


space for mounting. Re 
posts. No excess metal 
ciency. 
iron. 

brass binding “screws. 


Phosphor bronze 


NA-ALD 


Small Space 
V. T. Socket 


35c each, 3 for $1.00 


Requires but small 
adily accessible binding 
to interfere with effi- 


Unaffected by heat of bulbs or soldering 


contacts; nicke] plated 


Slash-cut slot. 


Price possible; only beease of enormous produc- 


tion. 4 


Special proposition for dealers and jobbers.” 


ALDEN-NAPIER CO. 
52 Willow St: Springfield, Mass. 
Dept. D 



























Niftiest short-wave 
ket, 
tributors proposition, 


THE. GOODMAN 


PATENT PENDING 


retails for $6.00. 





tuner on the mar- 
Write for dis- 
stating extent of 


organization and territory covered. 


L. W. Goodman, Manufacturer 


Drexel Hill, Pa. 




















LEE 
RADIO CORP’N 





Manufacturers of 


HIGH CLASS 
RADIO SETS 


Write for our proposition 
to jobbers 


Works and Office 


HADDONFIELD, N. J. 





























JOBBERS, 


li 


DEALERS 


We manufacture a 


ne of high grade 


tube and crystal sets, 
variometers, 


vario-. 


binding 


couplers, condensers, 
dials, knobs, 


pos 
sli 


x coils and 


its, 
ders, detectors, Ga- 


lena crystals and all 
pa 





rts for building sets. 


Loud Tone Headsets 
2000 ohms, $6.50 
3000 ohms, 7.50 

Variable Condensers 

For Accurate Tuning 

15 pl. -0005 mfd. cap., 

$3.75; 29 pl. .001 mfd. 

cap., $4.75. 
Tel. Jacks & Plugs, 45¢ 
and up. 


Write today for attractive discounts. 
_GREATWESTERN RADIO MFG. CO. 
56 E. Randolph St., Chicago, II. 





theory somewhere. ‘The salesman who 
does not admit that there is a scientific 
side to his work does not do his work 
justice. There is a scientific side to 
salesmanship just as there is to bank- 
ing or pharmacy. It is easy enough 
tc write down an order, but the mere 
transcribing of an order is not sales- 
manship any more than changing a five 
is banking, or drawing soda water’ is 
pharmacy. 

As far as I know there is no kind 
of work a man cannot learn something 
about by study. Salesmanship, so far 
from being an exception to this rule, 
is one of the most obvious kinds of 
work to be studied. It is concerned 
with raw materials, with manufactur- 
ing processes, with advertising and 
marketing methods, and, most of all, 
with the operations of the human mind 

—your own mind and that of your 
customer. 

The salesman who scorns study and 
thinks he can pick it up as he goes 
along is not likely to pick up very 
much or get very far along, and he 
will never crowd the chap who profits 
all he can by experience and then adds 
reading and study to experience and 
observation. No matter how good 
your own brain, you will go farther if 
you make use of other men’s brains 
in addition to your own. 








NN AL 


DELAWARE 











| eee 








Sometimes a salesman has trouble in 
telling his customers just where the com- 
pany’s offices are located in the big city. 
McCarthy Bros. & Ford, Buffalo, have 
simplified this problem by printing a 
small map on the back of all salesmen’s 
cards, showing the location of its offices 
and warehouses in respect to well-known 
public buildings in that city. It makes it 
rather handy for out-of-town customers. 




















YOUR TRADE IS ASKING FOR 
BINDING 
POSTS 


} 


EB 


t 





Bnsign “H’’ Ace Buddy 


Lay in a stock of these live sellers. 
Sold through jobbers at attractive discounts. 
Write for bulletin 10, 
THE H. H. EBY MFG. CO., PHILA. PA. 








GANAERITE 


Detector Crystals 


Twenty years of practical mineralogy 
gave us the material to produce the 
highest quality crystal. 

We are now undertaking the largest 
single order for mounted crystals in 
the market. 

We individually test and guarantee to 
replace or refund on any unsatisfac- 
tory Ganaerite crystal. 


The Harris Laboratory 


26 Cortlandt Street, New York City 








Don’t Wait till the Last Minute 


to Serve your Dealers 


At this particular season 
of the year you'll find 
your appliances will be 
big sellers. Don’t be 
caught without a stock on 
hand, when your dealers 
ask for 





diy 7 


LeBijou Electric Hair Wavers 


Better send in your order today as they 
are the best in the world for waving the 
hair. New low prices make them quick 
sellers. Licensed under Marsh Patents 
and fully guaranteed. Illustrated folders 
and show cards free on request. 


Watch for our October ad. 
Avoid disappointment. 
Send your order now. 


LeBijou Specialties 
188 No. La Salle St., Chicago 











35c each _— 3 for $1.00 


NA-ALD 
Genuine 
Condensite- Dial 


The dial that runs true. 


Numerals engraved on bevel and knob so shape! 
that fingers do not hide them. Thin edge wit 
clear graduation to make reading easy. Cor 
cealed set screw in metal insert. Will not war; 
or chip. Finish and enamel permanent. 





Low price with this quality possible only throug! 
automatic production methods. 


Special dealer and jobber proposition—a 
opportunity. 
ALDEN-NAPIER CO. 


52 Willow St., Springfield, Mass. 
Dept. D 


























APEX-ROTAREX 
MONTHLY SALES LETTER 


SEPT. 1922 


Straight from the Shoulder Talks to Jobbers’ Salesmen. Issued Monthly by 
The Apex Electrical Distributing Company, Cleveland, Ohio 


SUBJECT: A Day That Will Never Come 


To all Jobber’s Salesmen: ; 


The jobber’s salesman who aspires to double his monthly sales record by taking 
orders from his trade for electric suction cleaners, washers and ironers should be cer- 
tain that he has something more than the machines themselves to sell. To take a 
first order is easy, but reorders depend upon the dealer’s success in quickly and 
profitably disposing of his first shipment. 


In addition to a complete and intimate knowledge of the mechanical qualities and 
features of the machines he is handling, he must have a practicable selling method 
or plan that will enable the dealer to dispose of his first purchase and ORDER 
AGAIN. 


Otherwise he stands a good chance of losing a customer if at the end of many 
months the dealer finds himself “stuck” with the goods. 


For be it understood that electric suction cleaners and laundry machines are not 
staple merchandise but “specialties.” ‘The time will never come when more than 
a small fraction of the annual output on these major housekeeping appliances will 
be bought “over the counter.” Always in the future, as in the past, they will re- 
quire special selling methods; not necessarily NEW methods but special methods. 


For instance, you know that although women everywhere are thoroughly familiar 
with sewing machines and know their value in terms of time-saving, labor-saving 
and money-saving, even TODAY, relatively few sewing machines are bought 
“over the counter.” Whereas the housewives of America have much to learn 
about the advantages of suction cleaning and mechanical washing and ironing. 


Volume sales for the dealer and repeat orders for the jobber of suction cleaners, 
electric washers and home ironers depend upon the adoption by the dealer of the 
same tried and proved selling methods by which sewing machines are still being 
sold after fifty years. 


Equip yourself to sell this PILAN to your customers. We will gladly send you, 
with our compliments, a copy of our new booklet—“The Salesman With a Real 
Message.” You will find it interesting and instructive—a great help in opening 
the eyes of your dealers to the profit making possibilities in an electric appliance 
business built up by house-to-house selling methods. 





Helpfully yours, 
THE APEX ELECTRICAL DISTRIBUTING CO. 


R. J. Strittmatter: K. Sales Manager. 
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“YOU OUGHT TO 
SEE IT CLEAN” 








A PROFIT MAKER 


The Sunshine Electric Cleaner offers an 
exceptionally attractive margin of profit 
to jobbers. That’s most important. But 
what is of equal importance is the gen- 
eral sturdiness and efficiency of the 
Cleaner itself, 


Satisfactory performance in the hands 
of owners creates good will for the 
dealers—and quick dealer sales builds 
good will for jobbers. A recognized 
expedient to volume sales. 


The Sunshine Electric Cleaner is sold 
exclusively through jobbers. The Sun- 
shine sales policy and financing plan 
protects the jobber and brings to every 
dealer an “easy payment plan” that re- 
moves the last obstacle to volume sales. 
The more Sunshine Cleaners he sells, 
the more capital he will have with which 
to work, 


We want to hear from a few more job- 
bers who want to build an attractive, 
permanent Electric Cleaner business. 


SUNSHINE SALES CO. 


410 Seventh St=NewPhiladelphia,0. 
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Electric Cleaner 
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A Product of the Wise-McClung M€y.Co. Its Guarantee of Quadity 



















K nows—SHELTON L 
pee) Stands for Quality 7 
"suo ll The Acknowledged Standard 


i 2 joler Ray ee 


Our original No. 20 Outfit, the standard for 10 
years, is without real competition, if quality is con- 
sidered. At the price of $12.50 retail, and with im- 
proved electrical and mechanical features, it has 
caused an upheaval in the Violet Ray world. It is 
the combination of high quality and low price, that 
has made the Shelton Violet Ray line the acknowl- 
edged standard. 













This No. 21 Outfit includes our 
laboratory model of special shape 
and design. It represents the high- 
est development in Violet Ray Ap- 
paratus. New features in con- 
struction, as for instance, no ex- 
posed metal parts, protective boss 
of insulating material at cord-en- 
trance and other perfected details 
too numerous to mention, also 
special tungsten contacts of large 
diameter make this product still 
more perfect. While this No. 21 
outfit is higher priced, it fully 
gives the value in return. Just 
compare Shelton Violet Ray out- 
fits with others. You can’t help 
but decide just one wav. 





Laboratory Model 


Our No. 23 Outfit combining 
Laboratory Model Machine and 
five important Electrodes $25.00 
retail. This outfit, contained in a 
handsome silk lined case with in- 
dividual holders for Electrodes is Outfit 
ideal for home and professional No. 
use. It is the Shelton Leader 


backed by Shelton reputation. $25 00 
Our Leader , 





Laboratory Model 


Shelton Electric Co. 


16 E. 42nd St. New York, N. Y. 
30 E. Randolph St. Chicago, IIl. 





Laboratory 
Mode 


NP ie 
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Type F. R. Motor 1-25 

1-25 H. P. Jeweler’s 
lathe motor with rheo- 
stat foot control. 


Hair Dryer 
Both hot and cold air blasts, 
Detachable heating unit. 


Model 4 Mixer 
A handy, sturdy, efficient 
drink mixer. Counterbalanced. 
All heavily nickeled except base 
which is hard glazed porcelain 
enamel. 


Dental Engine (with stand) 
Equipped with S. 8S. White 
flexibie shaft, sheath, hand 
piece and slip joint. Six speed 
foot rheostat. Motor has re- 
versing switch and three step 
pulley. Height of stand 48”. 


Dental Engine (with hee) 

Same as stand model above 
except for — polished 
heavily nickeled base. 


as 


Billiard Table Cleaner 


Cleans thoroughly without 
affecting nap of cloth, 


Upholstery Cleaner 


Dumore motor, operat- 
on direct or alter- 
nating current. Two 
leather bound China 
bristle brushes. 10 feet 
special vacuum cleaner 
hose. 25 ft. portable 
cord. 


Type A. Motor 
H. P. Smallest 
size for laboratory work. 


Type B same as Type 
A with nickel finish. 


size 
Universal type. 


HowBigis theMarketforDrils? 


OLES—drilled holes—in steel, in brass, 
wood—how big is the market for them? 
Careful investigation has shown that the auto re- 
pair shop is only a part of the market. Probing 
research has proven that the auto body builder can 
use a drill, and the boat builder, the furniture fac- 
tory, the refrigerator manufacturer, the office equip- 
ment maker, the sheet metal worker and artisans 

in a score of other lines. 


The rising tide of preference, in this varied market, 
for DUMORE Geared Electric DRILLS is but a nat- 
ural recognition of the superior manner in which 
these worthy tools measure up to the exacting re- 
quirements of the “hole market.’’ Created to ‘“‘de- 
liver’’ small holes at less cost and greater conve- 
nience than other similar devices, they are perform- 
ing their task faithfully and well. And drilling holes 
is but one of their accomplishments. With their in- 
dividual attachments they can grind valves and 
serve as a buffer or emery wheel equally as well. 
Dominate the “‘hole market”’ in your territory! Recommend 
DUMORE DRILLS to your sales manager—get him to list 
them. Productive new business for both the house and 
yourself will result, 


Wisconsin Electric Company 


1612 Sixteenth St., 
Manufacturers of 


UMORE 


ELECTRICAL TOOLS 
and APPLIANCES 


Racine, Wisconsin. 


Model 2 A. D. Drill 
Capacity %”. Stroke 
38%. Drills to cen- 
ter of 7%”. Ad- 
justable table. 


Model 1 A. D. Drill 


Capacity 4%”. Length 
10”. 


Model 2-B D Drill 
Capacity 4”. Stroke 
8%”. Drills to cen- 
ter of 8” piece. Ad- 
justable table. 
Height 2914”. 


Helical gears. 


Type C Motor 


1-16 H. P. Medium 
laboratory motor. 


Type D Motor 


% H. P. Best size for g} 
kinds of dental laboratory an 
jeweler’s motor work. 


ae, 


No. 1 J. G. Grinder 
% H. P. motor. 15,000 R, 
P. M. Reach of arm 414”. Ex. 
tension 2”. Complete  equip- 
ment. 


'¥ 


No. 2 O. G. Grinder 
1-6 H. P. Motor. 10,000 R, 
P. M. Motor spindle reach 
2%”. Ball bearings. Complete 
equipment. 


x 


No. 2 A. G. Grinder 
1-6 H. P. motor. Motor spin- 
dle speed 10,000 R. P. M. In- 
ternal spindle 30,000 R. P. M. 
Internal spindle reach 3”, Com- 
plete equipment. 


Ped 


No. 2 B. G. Grinder 
1-6 H. P. Motor. 10,000 R. 
P. M. Reach of arm 10. 
Complete equipment. 


Aa 


No. 2 C. G. Grinder 
1-6 H. P. Motor. Motor spin- 
dle speed 10,000 R. P. M. At- 
tachment spindle speed 50,000 
R. P. M. Complete equipment. 





Model 1 B. D. Drill 
Capacity . Length 
12%”. ings. 


Model 2 A. D. Drill 


Model 2-B D Drill 


bla 


7 Aa See - 
* 


No. 3 Multi-speed Grinder 
¥%, H. P. motor. Six interchangeable § by 
dles and seven quick-change pulleys. Sv 
speeds 3600 to 50,000 R. P. M. remar 
grinder. 
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SIGNAL 
SERVICE 
To Jobbers 


These are days when the 
Supply Jobber demands 
extreme service of his 
manufacturer friends. 


The contractor and dealer 
is more exacting in his 
demands upon the whole- 
saler. — Everybody must 


speed up. 


You men on the job and 
on the jump can count on 
Signal Service in filling 
orders and taking care of 
customers just as you can 
count on the up-to-stand- 
ard quality of 


“Signal Products” 





“SIGNAL” 
Porcelain 
Housed 
Transformer 


If it’s bells, buzzers, bell 
transformers, wireless and 
radio equipment or medical 
batteries — specify 
“SIGNAL” for all-round 


satisfaction. 


SIGNAL ELECTRIC 
MFG. CO. 


MENOMINEE, MICHIGAN 





A Salesman’s Paradise 


As I sit on benches in anterooms 
and wait, I dream a dream. I dream 
of a millennium, of a personal and 
private little millennium, just for me. 

I see myself in command of a glass- 
topped desk. It is a spacious thing, 
my desk: top—acres and acres, it 
seems, of flat, clean, bare, shimmering 
glass. 

Behind me my office windows rise 
to the ceiling and through them there 
streams the bright, white light of out- 


‘doors. Across the desk from me, and 


facing the glare of that light, is a 
vacant chair. That is the chair for 
visitors. I’m all alone. 

I press a button. The door opens 
and there stands in the doorway a 
vision of loveliness. 

“Show the gentleman in,” I say. 

Then I pause and ponder and, al- 
ways, I change my mind. 

“On second thought,” I say, “on 
second thought, Gloria—pardon me— 
Miss Swanson, you'd better tell him 
that I say ‘No.’ Never mind what he 
wants to see me about; tell him I say 
‘No.’ And you might add that I can- 
not see him because I’m in confer- 
ence.” —Business. 





Pennsylvania Central Station 
Men to Meet 


Among the prominent speakers to 
address the fifteenth annual conven- 
tion of the Pennsylvania Electric As- 
sociation, to be held at Bedford 


Springs, Pa., Sept. 6-9, will be W. H. | 


Johnson, vice-president of the N. E. 
L. A., M. H. Aylesworth, executive 
manager of the N. E. L. A., and Wil- 
liam A. Ainey, chairman of the public 
service commission of Pennsylvania. 
A large number of technical papers 
are included in the program. 





Public Service Company to 
Build New Plant 


The Public Service Co. of Northern 
Illinois has awarded contracts for the 
first turbine unit of its new plant at 
Waukegan, Ill. It includes a 20,000- 
kw. turbine, with the necessary boil- 
ers, condensers and other equipment. 
Ultimately the station will have a ca 
pacity of 250,000 kw. with eight tur- 
bine units. Preliminary plans for the 
station have been made, and work will 
be started this fall, so that the first 
unit will be ready for operation next 
summer. 

















LIBERAL 
Discounts Now 
Get Our Prices 


Features that make 
PROPP One -4- All 
Single Standard Unit 
Xmas Tree Sets 

the 


Jobbers Best Sellers 
Quality High—Price Lowest 





~~ =i 


1 Th 


— i —— 





Flexible — Practical — Up-To-Date 
Build Them Up As You Like. 
Old and new sets can be easily at- 
tached to the PROPP Continuous Socket 
Attachment indicated by the arrow in 


illustration. This one style set takes 
care of every demand. 


Let Ad-A - Lite 
Increase Sales 


NEW LIST PRICE 





The finest Two Light Device Made. 
AD-A-LITE has a Spring Contact in the 
base of the socket. Will take a Shade 
Holder. Will seat in deep sockets; is 
built sturdy and handsome in appear- 
ance. 


GUARANTEED IN SERVICE TO LAST 
A LIFE TIME 


These outstanding features of AD-A- 
LITE make it a sales getter. 


M. Propp Company, 


524-28 Broadway - New York City 
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Type F. R. Motor 


Hair Dryer 


Both hot and cold air blasts, 
Detachable heating unit. 


1-25 


Model 4 Mixer 
A handy, sturdy, efficient 
drink mixer. Counterbalanced. 
All heavily nickeled except base 
which is hard glazed porcelain 
enamel. 


Dental Engine (with stand) 
Equipped with 8S. 8S. White 
flexible shaft, sheath, hand 
piece and slip joint. Six speed 
foot rheostat. Motor has re- 
versing switch and three step 
pulley. Height of stand 48”. 


Dental Engine (with huee) 

Same as stand model above 
except for ey polished 
heavily nickeled base. 


as 


Billiard Table Cleaner 


Cleans thoroughly without 
affecting nap of cloth. 


Upholstery Cleaner 


Dumore motor, operat- 
ing on direct or alter- 
nating current. Two 
leather bound China 
bristle brushes. 10 feet 
special vacuum cleaner 
hose. 25 ft. portable 
cord. 


lathe motor with rheo- 
stat foot control. 


Type A. Motor 
1-25 H. P. Smallest 
size for laboratory work. 


Type B same as Type 
A with nickel finish. 


Type C Motor 
1-16 H. P. Medium 
size laboratory motor. 
Universal type. 


H. P. Jeweler’s 


HowBig is theMarket for Dri? 


OLES—drilled holes—in steel, in brass, 
wood—how big is the market for them? 
Careful investigation has shown that the auto re- 
pair shop is only a part of the market. Probing 
research has proven that the auto body builder can 
use a drill, and the boat builder, the furniture fac- 
tory, the refrigerator manufacturer, the office equip- 
ment maker, the sheet metal worker and artisans 

in a score of other lines. 


The rising tide of preference, in this varied market, 
for DUMORE Geared Electric DRILLS is but a nat- 
ural recognition of the superior manner in which 
these worthy tools measure up to the exacting re- 
quirements of the “‘hole market.’’ Created to “‘de- 
liver’ small holes at less cost and greater conve- 
nience than other similar devices, they are perform- 
ing their task faithfully and well. And drilling holes 
is but one of their accomplishments. With their in- 
dividual attachments they can grind valves and 
serve as a buffer or emery wheel equally as well. 

Dominate the “‘hole market”’ in your territory! Recommend 
DUMORE DRILLS to your sales manager—get him to list 


them. Productive new business for both the house and 
yourself will result, 


Wisconsin Electric Company 


1612 Sixteenth St., 
Manufacturers of 


UMORE 


ELECTRICAL TOOLS 
and APPLIANCES 


Racine, Wisconsin. 





Model 2 A. D. Drill 
Capacity ”. Stroke 
3%. Drills to cen- 
yo Fn Me Ad- 
justable table. 
Model 1 A. D. Drill 
Capacity 1%”. Length 
10”. Helical gears. Model 2-B D Drill 
Capacity 44”. Stroke 
8%”. Drills to cen- 
ter of 8” piece. Ad- 
justable table. 
Height 2914”. 


¥% H. P. motor. 


Type D Motor 
¥%H. P. Best size f 
kinds of dental laboratory. a] 
jeweler’s motor work. 


No. 1 J. G. Grinder 
% H. P. motor. 15,000 R. 
P. M. Reach of arm 414”. Ex- 
tension 2”. Complete equip- 
ment. 


No. 2 O. G. Grinder 
1-6 H. P. Motor. 10,000 R, 
A Motor spindle reach 
“Ball bearings. Complete 
equipment. 


No. 2 A. G. Grinder 
1-6 H. P. motor. Motor spin- 
dle speed 10,000 R. P. M. In- 
ternal spindle 30,000 R. P. M. 
Internal spindle reach 3”. Com- 
plete equipment. 


Ivo. 2 B. G. Grinder 
1-6 H. P. Motor. 10,000 R. 
. M. Reach of arm 10. 
Complete equipment. 


No. 2 C. G. Grinder 
1-6 H. P. Motor. Motor spin- 
dle speed 10,000 R. P. M. At- 
tachment spindle speed 50,000 
R. P. M. Complete equipment. 


No. 3 Multi-speed Grinder 
Six interchangeable spin 


dles and seven quick-change pulleys. ae 
speeds 3600 to 50,000 R. P. M. A remar 


Capacity 4%”. Length 
1244”. Ball-bearings. Model 2 A. D. Drill Model 2-B D Drill grinder. 
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SIGNAL 
SERVICE 
To Jobbers 


These are days when the 
Supply Jobber demands 
extreme service of his 
manufacturer friends. 


The contractor and dealer 
is more exacting in his 
demands upon the whole- 
saler. — Everybody must 


speed up. 


You men on the job and 
on the jump can count on 
Signal Service in filling 
orders and taking care of 
customers just as you can 
count on the up-to-stand- 
ard quality of 


“Signal Products” 





“SIGNAL” 


Porcelain 

Housed 

Transformer 
If it’s bells, buzzers, bell 
transformers, wireless and 
radio equipment or medical 
batteries — specify 
“SIGNAL” for all-round 
satisfaction. 


SIGNAL ELECTRIC 
MFG. CO. 


MENOMINEE, MICHIGAN 





‘doors. 





A Salesman’s Paradise 


As I sit on benches in anterooms 
and wait, I dream a dream. I dream 
of a millennium, of a personal and 
private little millennium, just for me. 

I see myself in command of a glass- 
topped desk. It is a spacious thing, 
my desk: top—acres and acres, it 
seems, of flat, clean, bare, shimmering 
glass. 

Behind me my office windows rise 
to the ceiling and through them there 
streams the bright, white light of out- 
Across the desk from me, and 
facing the glare of that light, is a 
vacant chair. That is the chair for 
visitors. I’m all alone. 

I press a button. The door opens 
and there stands in the doorway a 
vision of loveliness. 

“Show the gentleman in,” I say. 


Then I pause and ponder and, al- | 


ways, I change my mind. 

“On second thought,” I say, “on 
second thought, Gloria—pardon me— 
Miss Swanson, you'd better tell him 
that I say ‘No.’ Never mind what he 
wants to see me about; tell him I say 
‘No.’ And you might add that I can- 
not see him because I’m in confer- 
ence.” —Business. 





Pennsylvania Central Station 
Men to Meet 


Among the prominent speakers to 
address the fifteenth annual conven- 
tion of the Pennsylvania Electric As- 
sociation, to be held at Bedford 
Springs, Pa., Sept. 6-9, will be W. H. 
Johnson, vice-president of the N. E. 
L. A., M. H. Aylesworth, executive 
manager of the N. E. L. A., and Wil- 
liam A. Ainey, chairman of the public 
service commission of Pennsylvania. 
A large number of technical papers 
are included in the program. 





Public Service Company to 
Build New Plant 
The Public Service Co. of Northern 


Illinois has awarded contracts for the 
first turbine unit of its new plant at 
Waukegan, Ill. It includes a 20,000- 
kw. turbine, with the necessary boil- 
ers, condensers and other equipment. 
Ultimately the station will have a ca- 
pacity of 250,000 kw. with eight tur- 
bine units. Preliminary plans for the 
station have been made, and work will 
be started this fall, so that the first 
unit will be ready for operation next 
summer. 























LIBERAL 
Discounts Now 
Get Our Prices 


Features that make 
PROPP One -4- All 
Single Standard Unit 
Xmas Tree Sets 

the 


Jobbers Best Sellers 
Quality High—Price Lowest 
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Flexible — Practical — Up-To-Date 
Build Them Up As You Like. 

Old and new sets can be easily at- 

tached to the PROPP Continuous Socket 

Attachment indicated by the arrow in 


illustration. This one style set takes 
care of every demand. 


Let Ad-A - Lite 
Increase Sales 


NEW LIST PRICE 





Made. 
AD-A-LITE has a Spring Contact in the 


The finest Two Light Device 


base of the socket. Will take a Shade 
Holder. Will seat in deep sockets; is 
built sturdy and handsome in appear- 
ance. 


GUARANTEED IN SERVICE TO LAST 
A LIFE TIME 


These outstanding features of AD-A- 
LITE make it a sales getter. 


M. Propp Company, 


524-28 Broadway - New York City 
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“MANUFACTURERS 


NEWS 





Tue success of the unit shipping 
carton adopted for “Denzar’’ com- 
mercial lighting units lead the Beards- 
lee Chandelier Manufacturing Co., 
218 South Jefferson street, Chicago, 
to introduce a little less than two 
years ago, a new line of home lighting 
fixtures which are completely wired 
and assembled and packed in strong 
unit shipping cartons. Jobbers and 
dealers at once approved of the 
method because it took the fixture 
business out of the problematic profit 
column and placed it on a strictly meér- 
chandising basis with real profits. The 
jobbers were especially keen for it 
because the new method obliterated all 
deterioration, missing parts, and junk- 
ing of unused parts which become 
shopworn. Coincident with the in- 
troduction of the completely assembled 
and unit shipping carton method of 
merchandising home lighting fixtures, 
an edition of a 24-page catalog equal 
to five times the dealer population of 
the country was printed. These cata- 
logs were furnished free to dealers in 
small quantities, and at cost, with im- 
print, to jobbers in larger quantities, 
but the demand for them has been so 
heavy that a second edition, half as 
large as the first, has become neces- 
sary. The fact that a second edition 
was required indicates the popularity 
of the carton-packed home lighting 
fixture and proof that it has come to 
stay. 


Tuat Price-Curtinea is ruinous to 
the dealer, the jobber and the manu- 
facturer is emphasized in a bulletin 
recently sent to the trade by the Lib- 
erty Gauge & Instrument Co., Cleve- 
land. Reproductions are made of sev- 
eral advertisements in which the re- 
tail prices on “Liberty” hot-plates are 
greatly reduced, and the company 
draws the conelusion that some jobber 
is breaking the rule by selling to re- 
tailers who cut prices or that the hot- 
plates advertised are not genuine 
“Liberty” hot-plates. The company 
states it vigorously maintains a fixed 
schedule of prices and investigates the 


classifications of buyers, often refus- 
ing orders where the prices offered do 
not fit the classifications of the cus- 
tomers. Infringements of its schedule 
will result in withdrawal of supply, 
in order to protect its customers. 


R. S. Mirren, formerly sales man- 
ager of the Electric Appliance Co., 
Chicago, who resigned the first part 
of the year to enter the automotive 
equipment field, has returned—at 
least partly so—to the electrical field 
as Chicago district representative of 
the Black & Decker Manufacturing 
Co., Baltimore, manufacturer of elec- 
tric drills, grinders and air compres- 
sors. His offices are at 1436 south 
Michigan avenue, and he, with three 











assistant salesmen, will cover elec- 
trical, automotive equipment and mill 
supply jobbers in Illinois. Wisconsin, 
Minnesota, North Dakota and eastern 
Iowa, his new company having a well- 
defined and strict jobber policy. 
“Bob,” as he is known to his num- 
erous friends in electrical circles, was 
connected with the Electric Appliance 
Co. for over 16 years, starting as a 
sales correspondent. A short time 








later he became assistant sales man- 
ager in charge of automotive equip- 
ment sales, and then succeeded Perry 
Boole as sales manager in 1920. He 
has an exceptionally large acquain- 
tanceship among electrical men in the 
Chicago territory, who will wish him 
the greatest of success in his new 
connection. 


THe Bieapon-Dun Co., Chicago, 
has announced a novel plan to in- 
crease the sales of its “Violetta’’ vio- 
let-ray machines. The company will 
advertise its products in daily newspa- 
pers in certain localities, and will pub- 
lish in these advertisements the names 
of local dealers who order six or more 
machines from their jobbers. The 
plan is already meeting a favorable 
reception among dealers. 


J. S. Timmons, 339 Tulpehocken 
street, Philadelphia, is placing on the 
market a new loud speaker which is 
mounted in an attractive mahogany 
cabinet, no horn being visible. It can 
be used with an amplifier if desired, 
and adjustments permit a wide range 
of tone and volume. Mr. Timmons 
who is also president of the Penn 
Head Set Co., will market the loud 
speaker under his own name. Asso- 
ciated with him is Clifford Malliet, 
formerly Philadelphia sales manager 
of the Dictaphone Co. 


THe Jewett MANvFACTURING 
Corp., 342 Madison avenue, New 
York City, maker of radio apparatus, 
has moved its factory to Newark, N. 
J., where greater space will increase 
its manufacturing facilities. Professor 
Morecroft of Columbia University is 
the consulting engineer of the com- 
pany and is developing a number of 
new items, among which is a variomet- 
er of a radically new design which is 
said to possess increased efficiency 
over the old style instruments as well 
as being adaptable to more limited 
space. The officers of the company 
are: President, R. C. Ogle; vice-presi- 
dent and treasurer, K. L. Jewett: 
secretary, Eugene Bibb. 
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General Electric Merchandise 
Department Personnel 


Preliminary announcement was 
made in the August issue of THE 
Jopser’s SatesMaNn of the formation 
of a merchandise department by the 
General Electric Co., which became 
effective Aug. 1. Further particulars 
have been given out regarding the 
organization and personnel of the new 
department, the function of which will 
be to handle the resale business of 
the company. Its formation means 
that the sale of products in this field, 
hitherto directed by several depart- 
ments, will have the undivided atten- 
tion of a department organized for 
that definite purpose. Thus its ef- 
forts will be centralized upon the 
problems of this branch of the elec- 
trical business, and among the desir- 
able features of the new arrangement 
is that it will make for consistent 
sales policies covering merchandise 
handled by the General Electric Co. 
and the companies affiliated with it. 

This department has been organ- 
ized in recognition of the importance 
of the resale trade field. It represents 
a realization that this field has prob- 
lems of its own that deserve the care- 
ful study and attention of an organ- 
ization created for that specific work. 

The department will be directed by 
G. P. Baldwin, general merchandise 
manager, with H. C. Houck as assis- 
tant. Mr. Houck will also be in 
charge of the administrative division, 





headquarters of which will be at 
Bridegport, Conn. This division will 
consist of the following: Sales pro- 
motion section, J. A. Corcoran; com- 
mercial research section, G. T. Field- 
ing; advertising department represen- 
tative, F. S. Ackley; publication 
bureau representative, H. H. Reeves; 
supply-house operation, H. F. O’Mal- 
ley. 

The commodities sales division will 
be directed by F. W. Hall as manager 
and J. O. Wetherbie as assistant man- 
ager. The sections will include: Wir- 
ing devices, J. C. Dallam, Bridgeport; 
conduit products, A. J. Young, Jr., 
Sprague Electric Works, New York; 
code wires, W. H. C. Smith, Schenec- 
tady; fans, R. J. Heaney, Pittsfield; 
Tungar rectifiers, R. E. Russell, 
Schenectady; transformer specialties, 
R. Troy, Pittsfield; miscellaneous, C. 
K. Mead, Schenectady. 

F. M. Kimball will be manager of 
the motor sales division. Other sec- 
tions include: Relations with motor 
dealers, C. H. Scott, Lynn; general 
sales service, L. E. Smith, Lynn; gen- 
eral-purpose direct-current motors, E. 
T. McDuffee, Lynn; general-purpose 
alternating-current motors, J. F. 
Johnson, Lynn; Sprague apparatus 
products, C. F. Scott, Sprague 
Electric Works, New York. 

Mr. Baldwin was born in Califor- 
nia and was graduated from Stanford 


) 


Some of the men who will make up the personnel of the new merchandise depart- 
ment of the General Electric Co. were at Association Island not long ago. First row, 
left to right: J. O. Wetherbie, F. W. Hall, H. C. Houck, G. P. Baldwin, F. M. Kim- 
ball, J. A. Corcoran. Second row: A. J. Young, Jr., C. H. Scott, R. J. Heaney, C. K. 


Mead, F. S. Ackley. Third row: G. T. Fielding, O. F. O’Malley. 























“AMERICAN BRAND’ 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 


“AMERICAN 
BRAND" 


Weatherproof and 
Bare Copper Wire 
and Cables 


You Sell Quality 
We'll Give Service 


When your customers buy 
“American Brand” Wire, 
they get quality and nat- 
urally expect service, which 
they get. 





Owning our copper mill 
and insulating plant makes 
this possible. 


Here’s an ideal combina- 
tion—quality and_ service. 
It’s something worthwhile 
selling. Pays the salesman 
big returns with no “grief.” 


Tell your‘trade that a 
sample of “American 
Brand” Weatherproof Wire 
will prove the quality and 
an order will prove the 
service. 


American Insulated 
Wire & Cable Co. 


CHICAGO 











"AMERICAN BRAND? | 
8 WEATHERPROOF WiRE AND Cases! 
HAS NO EQUAL 
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ment. 
in. unsewed cotton buff or 8x3% in. 
wire wheel are furnished as extras. 


any angle. 


New // h. p. 
Marathon ‘ 
Grinder 

Is a Quick Seller, on 
Both Quality and Price 


Its 
110 or 


This motor 


times 
found 


Grinding Wheels—834” 
No. 80 and No. 60 on regular equip- 





‘oO K” 


It embodies important exclu- 
features. 
totally-enclosed and dust- proof; 
B. thy 
60 cycle; operating at 1800 r. 
p- m. 
famous “ten-million-break” and 
switch, with steel-to-brass con- 
tact and ten 
tact-surface 
switches. 


motor is 
220 volt, 


has our 


the con- 
in other 


Norton, 


Hanson & Van Winkle 9x34 


odd-shap 


We also offer a %4 hp. combined 
Grinder and Buffer with 6” Norton 


and 7” buff for 


hotel and small machine shop use. 


Marathon Electric Mfg. Co. 


36 Island St., Wausau, Wis. 


Send for circular. 


Large size of wheels, and length 
of shaft give convenient clearance 
in handling 
Periphery speed of wheels 
right for best work, without burn- 


work. 
just 


ed 


On-and-Off Switch is wholly en- 
closed and protected by base of 
machine. 


Adjustable Rests—may be set at 
GUARDS protect oper- 
ator, yet do not interfere with his 
work. 


‘ 


Sold only thru established job- 
bing and retailing channels. 


household, 


University in 1896, afterward engag- 
ing in the street-railway business. He 
then became connected with the Stan- 
ley Electric Manufacturing Co., being 
one of its representatives on the 
Pacific Coast. He came into the 
service of the General Electric Co. 
and was made manager of the Pitts- 
burgh office in 1909, and from there 
was transferred to Philadelphia as 
district manager. He has made an 
extensive study of problems of dis- 
tribution and marketing. 

Mr. Houck is a native of Tennes- 
see and a graduate of the University 
of Pennsylvania. He has been in the 
service of the company since 1899, In 
that year he entered the testing de- 
partment of the company and on com- 
pleting his work there joined the 
lighting department. In 1902 he was 
transfered to the Cleveland local office 
as a lighting apparatus salesman and 
was later made manager of the supply 
department of the Cincinnati district 
and eventually assistant manager of 
the Cincinnati district office. In 1912 
he returned to Schenectady as assis- 
tant to D. C. R. Bullen, manager of 
the supply department. Since 1917 
he has been in charge of all business 
handled through distributors. 

Mr. Hall joined the Sprague Eleva- 
tor Co. at the Bloomfield factory in 
1895, and after that company was 
merged with the Interior Conduit & 
Insulation Co., and the Sprague Elec- 
tric Co. was formed, he was engaged 
with Robert Lundell in the develop- 
ment of the split-pole type of direct- 
current generators. In 1900 he was 
transferred to the New York office, 
in 1902 he became district office en- 
gineer, and in 1903 assistant to the 
manager of the hoist sales department. 
In 1905 he left the company to be- 
come sales manager for the Ham- 
merschlag Manufacturing Co., return- 
ing in 1909 to the Sprague Electric 


Works as Philadelphia district mana 
ger. Two years later he returned to 
New York as manager of hoist sales 
In 1912 he became manager of ap- 
paratus sales, and in 1914 sales mana- 
ger of the Sprague Electric Works. 

Mr. Wetherbie completed his work 
in the testing department of the Lynn 
Works in 1904 and entered the pro- 
duction department at that plant. Two 
years later he was transferred to the 
supply department as an electric fan 
sales specialist. When the fan sales 
section was organized, Mr. Wetherbie 
was chosen to head it, and he con- 
tinued in that position until about a 
year ago, when he was appointed as- 
sistant to Mr. Houck. 

J. A. Corcoran entered the engineer- 
ing department of the Stanley Elec- 
tric Manufacturing Co., at Pittsfield, 
in 1902. Eight years later he joined 
the street lighting section of the 
supply department, where he gave 
special attention to sales promotion. 
In 1917 he was selected to manage 
the commercial service section of the 
publication bureau, which, under his 
direction, has developed all the var- 
ious phases of dealer service carried 
on by the company, in addition to 
handling all its direct mail merchan- 
dising publications. 

G. T. Fielding began his electrical 
career as a boy of 14, serving an 
apprenticeship in line construction, 
telephone repairing, exchange installa- 
tion, power plant operation and house 
wiring. He later entered Kansas 
State College and completed the 
course in electrical engineering in 
1903, following which he was for 1 
year with the Chicago Edison Co. as 
inspector of wiring. He then entered 
the testing department at Schenectady, 
and then joined the power and min- 
ing department. In 1917 he became 
assistant to D. C. Durland, general 


manager of the Sprague Electric 






































That there is a brisk demand for electric heating appliances on the Pacific Coast 
is evidenced by this photo of the first unit of the new main plant of the Majestic 
Electric Development Co. in San Francisco, which was recently occupied by the 


company. 
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Works, and for the past four years 
has been assistant to the commercial 
manager, 

Mr. Ackley was born in New Jer- 
sey, and was graduated from Prince- 
ton. In 1912 he joined the adver- 
tising department of the General 
Electric Co., with which he remained 
until his recent transfer. For several 
years past he has had charge of that 
part of the advertising department's 
work which has to do with resale 
products. 

Mr. Reeves is a graduate of the 
University of Illinois, and has been 
with the company since 1910. On 
completing his work in the testing 
department he joined the street light- | 
ing section of the supply department, 
where he had charge of constant- 
current transformer sales. He was 
transferred to the publication bureau 
in 1917 and attached to the Philadel- 
phia office, where he had charge of 
publicity work and merchandising ma- 
terial such as dealer helps, etc. In 
1920 he returned to Schenectady in 
connection with general publication 
bureau work. 

Mr. Kimball was born in Barton, 
Vt., in 1861 and attended Massachu- 
setts Institute of Technology. He en- 
tered the employ of the Merchants 
Electric Light Co., Boston, in 1883, 
and later the American Electric & 
Illuminating Co. In 1884 he became 
assistant general manager of the 
Electrical Development & Manufac- 
turing Co., and two years later formed 
a partnership with Frank E. Davis | 
for the manufacture and sale of elec- | 
trical supplies. Subsequently Mr. | 
Kimball took over Mr. Davis’ share | 
of the business and operated it under | 
the name of Fred M. Kimball & Co. | 
until 1891, when he disposed of his 
interests and joined the Edison Gen- 
eral Electric Co., continuing there un- 
til the formation of the General Elec- 
trie Co., on which occasion he was 
made manager of the lighting and rail- 
way supply departments for the New 
England District. In 1898 Mr. Kim- 
ball was appointed manager of the 
small motor department, in which po- 
sition he has continued up to the 
present time. 





Grorce W. Beapte has been ap- 
pointed consulting engineer of the 
Intermational Radio Corp., 42 Bran- 
ford place, Newark, N. J., succeeding 
H. D. Burrell, who resigned on July 
31, 








YOU CAN SELL ’EM 
Circle S) Safety Switches 


There’s a posi- 
tive re-action from 
Circle S Safety 
Switch sales. 

Jobbers’ salesmen 
ARE SELLING 
Circle S_ Safety 
Switches and 
they’re getting re- 
peat orders. 

Circle S Safety 
Switches are just 
what the name im- 
plies; you need not 
hesitate in recom- 
mending them to 
your customers. 

This is an un- 
usually profitable 
line for jobbers to s 
tie to. There are . 


Ce ee ee 
. ’ 





a few choice territories still open for 

the right jobbers. In the complete line of Circle S 
Get our catalog and post yourself Safety Switches there’s a safety 

on our products. switch to meet every requirement. 


S. Schmukler & Son 
706 S. 2nd St. Philadelphia, Pa. 


Our Meter Switch has been approved for the state of New Jersey. 
Also in Brooklyn, N. Y. 




















pVERY person connected with the selling end of 

the electrical industry will find something of in- 
terest, something worth reading, in every issue of 
THE JOBBER'S SALESMAN 


The sales experiences of some of the leading men in 
the industry will prove interesting and instructive to 
many. Various other features will be well worth read- 
ing each month. 


We want you to become a regular reader of THE 
JOBBER’s SALESMAN 


Send a dollar for a year’s subscription. 


























































































































3-30 RE EWABLE 
FUSE PLUG 


Full Fuse Protection 


On SMALL POWER MOTORS 
Get the TIME LIMIT and FULL 
FUSE PROTECTION for Prac- 
tically the Same Cost You are 
Paying for Ordinary Fuse Plugs 


Most insurance regulating bodies 
and city electrical codes state that 
on 4 H.P. motors fuses of not 
larger than 10 amp. capacity must 
be used, yet with the ordinary fuse 
plug which does not have time 
element feature, it is necessary to 
fuse up to 30 amp. in order to take 
care of the starting load, thereby 
killing all protection to your motor. 


This same motor is fully protected 
with 10 amp, Federal Three-Thirty 
Limit Fuse Plug, the time limit fea- 
ture taking care of the starting 


load. Other sizes of motors and 
apparatus can be similarly pro- 
tected. 


Jobbers Salesmen—that’s the story 
of our September trade paper ad- 
vertising. Write us for full details. 


List’ Price, 
Complete with 
Renewable Fuse 
Cartridge, 


50c 


FEDERAL ELECTRIC CO.: 


Also Manufacturers of Federal-National 
Multiphase Time-Limit Renewable Fuses 


8700 South State Street 





TIME- LIMIT 
ENEWABLE 


CHICAGO 
130 W. 42nd St. 91 New Montgomery St. 
NEW YORK SAN FRANCISCO, 
CITY CALIF. 


BRANCHES IN ALL LARGE CITIES 






































Harmony—the kind that takes the “harm” out of the word and leaves “mon(e)y”— 
was prevalent at the first sales managers’ convention of the Signal Electric Manu- 


facturing Co., Menominee, Mich., held at the home office this summer. 


So states 


Charles E. Hammond, general manager, who presided at the business sessions, as- 
sisted by W. J. Tideman, superintendent of production, and M. Kennedy, chief engi- 


neer. 


Among the Signal sales representatives included in the picture are: Ross 


Osborne, Walter Dyer, Charles H. Wallis, George Underhill, W. B. Carter, A. Hede- 
man, R. F. Clark, E. C. Sterling, Harry Whetter, Harold Tideman, P. M. Dreyfuss, 


Max Lowenthal and G. C. Kowfeldt. 


9 





Tue Generat Evectric Co. has 
announced the erection of a second 
plant at Oakland, Calif., part of which 
will be devoted to increased facilities 
for the manufacture of switchboards 
and the remainder occupied by meter 
and instrument laboratories, service 
shops and offices. The tract where the 
new plant will be erected comprises 
24 acres in the vicinity of East Four- 
teenth and Fifty-fourth streets, Oak- 
land. The project represents an in- 
vestment of $200,000 and is the result 
of the initiative of Dr. Addison, Pa- 
cific Coast manager for the company, 
and E. O. Shreve, local manager. 


THe Popvurarity of the GS-1 
catalog which the Beardslee Chande- 
lier Mfg. Co., 218 South Jefferson 
street, Chicago, issued about a year 
ago has necessitated a second catalog 
devoted exclusively to glassware. The 
new one, GS-2, which is now being 
distributed, consists of 16 pages with 
about 140 illustrations of glassware 
for residential and commercial pur- 
poses. Particular attention has been 
given to decorated shades which are 
popular at present. Each illustration 
has a few words of descriptive matter 
regarding the glass shown as well as 
the list price, thus permitting the 
dealer to leave the catalog with his 
customer and sell at the list prices 


with an ample profit. A special insert 
which can be easily detached from 
the catalog contains the net prices to 
dealers. Approximate net weights 
are given on all standard packages 
as well as net prices on quantities, 
either standard packages or dozen 
lots. The catalog is complete in every 
way and is perhaps the only exclusive 
glass catalog issued by a chandelier 
manufacturer. In most cases the 
dealer can buy at the same price he 
would obtain from the glass factory 


Tue WestinGHouse Evectric & 
MANUFACTURING Co., East  Pitts- 
burgh, Pa., is distributing booklet 
4249-A describing its baking and air- 
drying varnishes, insulating com- 
pounds, finishing materials, insulating 
glue, soldering flux, and lubricating 
oil. 


THe Packarp Evectric Co. has 
moved its Chicago office to 420 Wrig- 
ley building, and has added Charles 
E. Drobnyk to its sales force. He 
will assist Fred B. Duncan, manager 
of the Chicago district office. 


Tue AppotnTMENT of H. A. Bren- 
nan as sales manager of the Allen D. 
Cardwell Manufacturing Corp., 81 
Prospect street, Brooklyn, manufac- 
turer of radio apparatus, has been an- 
nounced. 
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New Electrical Products, Illustrated 











The F. W. Wakefield Brass Co., 
Vermilion, Ohio, has announced that 
the Holophane Glass Co., New York, 
has standarized on Wakefield “Red 
Spot” hangers for its ceiling and sus- 
pension units. The above illustration 
shows one of the popular new “Holo- 
phane” designs equipped with a “Red 
Spot” ceiling unit. 








An electric cleaner which combines 
the advantages of a motor-driven 
brush with those of a suction sweeper 
has been brought out by the Electric 
Vacuum Cleaner Co., Cleveland, under 
the name of “Premier Duplex.” 








The “Little Giant” is a new pipe 
wrench with several interesting im- 
provements which has just been put 
on the market by the Greenfield Tap 
& Die Corp., Greenfield, Mass. One 
of its advantages is the ease with 
which it can handle pipes in corners, 
close walls and similar confined places. 
It can be set straight on the pipe in 
the same fashion as a pair of pliers. 
The “Little Giant” is being made in 
8, 10, 14, 18 and 24 in. sizes, of which 
the three smaller sizes are already on 
the market. 





A new ventilator designed for use 
in residences and offices, which is ad- 
justable to any size window and can 
be easily installed, has been brought 
out by the Autovent Fan & Blower 
Co., 780 West Monroe street, Chicago. 
The ventilator is equipped with a spe- 
cially designed motor for constant 
duty. It can be connected to the or- 
dinary lighting circuit and costs less 
than 1 cent an hour to operate. A 
feature of the equipment is that the 
window can be closed and locked when 
the ventilator is not in operation. The 
design is so arranged as to give a flex- 
ible adjustment up to 6 in. The min- 
imum sizes of the three styles when 
not adjusted are 25, 31 and 87 in. 











The portable solder pot shown above 
is one of the new developments of the 
Westinghouse Electric & Manufactur- 
ing Co., East Pittsburgh, Pa. Some of 
its advantages are that it decreases fire 
hazard, eliminates gas fumes, gives ab- 
solute certainty as to the time neces- 
sary to heat a given quantity of solder, 
insures maintenance of the right tem- 
perature, and greatly decreases metal 
loss by burning. It is made in 20 and 
80-lb. sizes. 





Above is an illustration of an elec- 
trically operated surfacing machine, 
recently placed on the market by the 
American Floor Surfacing Machine 
Co., 518 South St. Clair street, Toledo, 
Ohio. 








The Stuart Products Corp., 668 West 
Washington boulevard, Chicago, has 
brought out a two-way plug made of 
black heat-resisting compound, and of 
rugged construction. 














A glue pot with a rheostat control 
which permits an almost unlimited 
variation in temperature has _ been 
developed by the Westinghouse Electric 
& Manufacturing Co., East Pittsburgh. 
The possibility of an unstable temper- 
ature, a frequent condition when gas is 
used for heating, has been eliminated, 
a better grade of work is possible, and 
the removal of a cause of time waste 
are some of the advantages from the 
use of this product. The addition of the 
rheostat does not deprive the user of 
any of the advantages of the electric 
glue pot. The construction is rugged 
and simple throughout, the casing and 
bottom plate being of heavy sheet steel 
and the glue vessel of heavy spun cop- 
per. The pot is of the dry type, which 
has been demonstrated by test and 
practical experience to be superior to 
the old wet type. 
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Chhe 
Little Gins 


ig) Stove 


2167 East 3ist Street 


HE “Little Chef’ electric stove 

is the handiest little household 
necessity imaginable. In the kitchen 
for cooking, in the dining room for 
coffee or toast, in the bedroom for 
preparing baby’s food, in the bathroom 
for shaving-water—it proves itself the 
housekeeper’s handy assistant. 


The exceptionally attractive retail 
price attracts the thrifty housekeeper 
and assures your dealers the rapid 
turnover desired. 


Push the “Little Chef” and the 
Little Chef will boost your profits. 


Specifications 


cold-rolled 
steel construction. 
Copper coated and 
nickel plated. 72%” 
long, 628” wide, 234” 


2-piece 


high. Weight 22 
ounces. 6 ft. cord 
and plug. The heat- 


Sold only 
thru jobbers 
and retailers— 
no house-to-house 
canvassers. 


ing element is partic- 
ularly efficient. Water 
can’t “‘short,’”’ rust, 
nor corrode itt. 













THE W. B. McALLISTER COMPANY 
Cleveland, Ohio 











When you sell 


The 


Signlite with clear bulb 


Signlite with blue bulb 








The Brighter Light of 
Lower Current Cost 


customers will keep on coming back for more. 
concentrated filament 
the rugged construction that insures longer life and the 
10-watt guaranteed consumption all make for a lamp 
that gives absolute satisfaction. 
now and be prepared for the renewals needed for the 
longer fall evenings. 
Write today for discounts and full details 


Manufactured Exclusively for 


Save Sales Company 





















Signlites you are assured that your 


that gives brighter light, 


Order your fall stock 


261 Broadway 
New York City 

















Cuances AFFECTING the personnel 
of some of its district offices have been 
announced by the Westinghouse Elec- 
tric & Manufacturing Co. In the At- 
lanta office, R. H. Moore has been ap- 
pointed office manager, Thomas Fuller 
has been made manager of the cen- 
tral-station division and placed in 
charge of the sale of supply appara- 
tus. E. C. Means has been appoint- 
ed manager of the central-station and 
transportation divisions of the Denver 
office, and J. P. Sprunt, Jr., has been 
made manager of the merchandising 
division which was recently organiz- 
ed there. Mr. Sprunt will also have 
charge of the sale of supply appara- 
tus. J. G. Miles has been appointed 
manager of the central-station divi- 
sion and has been placed in general 
charge of the sale of supply apparatus 
in the Seattle district. A. A. Miller 
has been made special representative 
in large negotiations and power de- 
velopments in the Seattle office. O. 
P. McCord has been appointed man- 
ager of the New Orleans office, and 
C. R. Gilliland manager of the In- 
dianapolis office. In the Cincinnati 
office, C. L. Barton has been appoint- 
ed manager of the central-station di- 
vision and F. H. Nealis has been ap- 
pointed manager of the merchandising 
division. W. A. Munson has been 
transferred from the service depart- 
ment to become office manager of the 
Pittsburgh district. A. R. Sterner has 
been transferred from the Pittsburgh 
office to the Columbus office as chief 
correspondent and engineer. 


Tue Economy Fuse & Manvurac- 
tuRING Co., Chicago, has moved its 
Pittsburgh sales office from the Farm- 
ers Bank Building to the Peoples 
Bank Building, Fourth avenue and 
Wood street. 


Tue Norru American’ Rapio 
Corp., 442 First avenue, Pittsburgh, 
has been organized as the radio de- 
partment of Sperry & Bittner, com- 
bined with the Haller Saw Works. 
The officers are: President, William 
A. Bittner; vice-president, W. B. 
Haller; treasurer, B. M. Sapper; sec- 
retary, J. M. Redden. 


Tue E. D. MANvuFactTurING Co., 
33rd and Arch streets, Philadelphia, 
has been organized as the exclusive 
sales organization of the Electro-Den- 
tal Manufacturing Co. to merchandise 
a line of radio apparatus. The com- 
pany is headed by E. W. Sprankle 
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and R. W. Brown. A. Zillger is the 
chief engineer and he has designed a 
standardized panel mounting pesses- 
sing some unusual mechanical and 
electrical features which is now ready 
for the market. Mr. Brown will be 
remembered by many jobbers in the 
East as a former Philadelphia repre- 
sentative of the Square D Co. 


A New Meruop of merchandising 
lighting fixture glassware has been an- 
nounced by R. Williamson & Co. in 
conjunction with the sale of residential 
lighting fixtures under the Williamson 
plan. The company has made ar- 
rangements with five leading manufac- 
turers of glassware so that their prod- 
ucts can be handled through electrical 
jobbers, the idea being that the job- 
ber’s salesman who sells an order for 
lighting fixtures will also be able to 
sell the necessary glassware and to 
assure shipment of both from the job- 
ber’s stock. At first blush this pro- 
cedure might seem impracticable, but 
it is claimed that through unit pack- 
ing and. concentration on a number of 

















We had four pictures of C. D. 
Slaughter to choose from, but we selected 
this one because the wind was blowing 
when the others were taken and it most 
certainly spoiled the wonderful effect of 
those ice-cream pants. Dent, who is part 
of the Allied Industries of San Francisco 
and elsewhere, puts many a dent on order 
hooks with his trusty eversharp. The 
writer of this caption just received a nice 
long letter from Dent, saying everything 
is all right in San Fran. 
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Not Only 
“Sell ’em 


Something More” Something Better”’ 


SZ 


That’s Why National Products Sell Everywhere 


National Metal Molding © 


PITTSBURGH 





GUARANTEED 


Not for Merely ONE Year, but 


For the Life of the Clock! 


Which Is Many, Many Years 
The 
Mercury 


Automatic 


Time Switch 


Is the simplest device of its kind 
ever produced, 
A MERCURY CONTACT 
IS THE SECRET 





It eliminates all friction, arcing and corrosion. 
Many strong selling points, and we protect the jobber always. 
Prompt Service—Liberal Discounts. 
Send for Literature, 


Mercury Time Switch Co. 
31 E. Woodbridge St. 
Detroit, Mich. 
Eastern Representatives 
Manufacturers’ Distributing Co., 291 Broadway, New York City 


“Sell "Em Something More” 
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WHEREVER 


there is a show 
window or— 

an electric sign 

to be illuminated 
—if a storage 
battery is to be 
recharged, 

when street lights 
or a burglar alarm 
system is to be 


controlled 


SELL 
YOUR CUSTOMER 


HARTFORD 
















Sales representatives of the Dover Manufacturing Co. had a conference recently 
at the general offices and factory in Dover, Ohio, and discussed the construction fea- 
tures of the Vea “No-Burn-Out” heating element used in “A-Besto,” “Dover,” and 
“Domanco” electric irons. They also formulated a more extensive service guarantee, 
by which dealers are authorized to replace any burned-out Dover iron with a brand 
new one. Back row, left to right: L. O. Haug, C. Herman, C. Stocker, P. Rufenacht, 
C. Wenger. Third row: M. R. Vea, F. B. Chouinard, E. E. Buerkel, W. A. Braun, 
N. D. Vea. Second row: R. A. Murphy, T. H. Harris, Sr., R. Singleton, A. Wenger, 
Charles T. Johnson-Vea, P. J. Sturgis, C. E. Ruefly, R. D. Cummings, H. M. Dickerson. 
Seated: W. Fleming, T. H. Harris, Jr., F. Johnson, C. L. Hight. 

























You can give him a 
Hartford 
in just the right type 


standardized lines the method works 
out extremely well, and that the job- 
ber can do a large business with an 
inventory of less than $5,000 in glass- 
ware. Some of the advantages of the 
plan are that the contractor-dealer is 
enbled to use jobber service for his 
glassware, and so decrease his over- 
head; without increasing his cost per 
unit he can make his selections from 
samples, but if special glassware is 


dering direct from the manufacturer; 
breakage is decreased to a minimum 
through improved packing methods. 


Hersert H. Frost, 154 West Lake 


wanted he is not prevented from or- 


fluence of street lighting in decreasing 
accidents; recommendations are also 
made for the application of different 
kinds of units for street and highway 
lighting. Bulletin 47 is entitled “Bet- 
ter Electric Lighting in the Home,” 
and was prepared by G. R. Lawall 
under the direction of Ward Harrison 
and M. Luckiesh. It discusses the 
lighting requirements for different 
rooms of a moderate priced home. 


Henry Hyman & Co., 476 Broad- 
way, New York City, manufacturers 
of electrical specialties, have an- 
nounced, the appointment of J. J. 
Dreyfuss as Chicago district manager, 





























and capacity which 
will be the best 
automatic time switch 
he can possibly get 
for his purpose. 
Positively— 

The new Hartford 
Price List provides 
good profit for 


you! 


street, Chicago, is sending a broad- with offices at 212 West Austin 
side to the trade describing the line of avenue. Jack Weiner, formerly of 


“Frost” head sets and other radio ap- the Bright Star Battery Co., and Leo 
paratus. Ungar, formerly of the Franco Elec- 


tric Corp., have been added to the 


Turee New Butvetins on different Chicago sales force 


phases of electric lighting have been 

issued by the engineering department Tue Haruiwetr Execrric Co. has 
of the National Lamp Works of Gen- moved its headquarters to 113-119 
eral Electric Co. Bulletin 45, entitled Fourth avenue, New York City, where 
“Lighting Designs for Stores,” is a it has three times the floor space that 
compilation made by J. R. Colville and was available in the old place at 305 
C. E. Weitz, which gives practical East 43rd street. This is the second 
specifications for the lighting of the move in a little over a year, the 43rd 
most common classes of stores. Bulle- street factory, although’ amply sufi- 
tin 46 is entitled “Street Lighting and cient at the time it was secured, having 
Public Safety,” and is a reprint of a been completely outgrown. This com- 
paper prepared by Earl A. Anderson pany has made very rapid advance- 
in which he gives statistics on the in- ment under the management of 


HARTFORD 

TIME SWITCH CO. 
A. HALL BERRY 
General Sales Agent 


71-73 Murray St., New York, N. Y. 
U. S.-A. 
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The Last Word 


in Time Switches 


C Becdes RE is just 
about as much use 
in a person buying a 
key-winding watch to- 
day as there is for the 
use of a key-winding 
time switch. 


For years users have been 
looking for a 365-day Time 
Switch. 


The Barnes Self-Wind- 
ing Time Switch is now 
supplying this need. 


It needs no _ attention 
whatever. It can be for- 
gotten, but it never forgets. 


The Barnes is easily in- 
stalled and operates on a 
Heavy Duty Transformer 
or dry cells, but once in- 
stalled never needs atten- 
tion. 


See your local jobber. 
If he does not carry the 
Barnes in stock, write us 
for prices and full details 
of this Self-Winding Switch 
on which you can make 
considerable profit at little 
trouble. 


Ready for immediate de- 


livery. 


J. O. MORRIS CO 


Suite 1206, 1270 Broadway 
New York City 


BARNE S 


Self-Windin 
TIME SWITCH 


Richard H. Brown. Violet ray equip- 
ment, hair driers and vibrators are the 
main features of the line, but several 
new specialties are under contempla- 
tion. 


Tue Jouns-Pratr Co., Hartford, 
Conn., whose selling arrangements 
through the Johns-Manville Co. were 
recently dissolved by mutual consent, 
has established a New York office in 
the Liggett building, 41 East 42nd 
street, and a Boston office at 161 
Summer street, the latter being in 
charge of Daniel Fitts and Harold E. 
Morse. It is intended to have com- 
plete representation at these offices for 
the three departments of the com- 
pany: “Noark” fuses and protective 
devices, “Vulcabeston’”’ packing, and 
Johns-Pratt molded products. 


THe WestineHovuse Exrectric & 
MANvuFAcTuRING Co., East  Pitts- 
burgh, Pa., has collected and pub- 
lished in pamphlet form seven recent 
magazine articles upon the subject of 
street lighting. The titles of the art- 
icles are “Street Lighting,” “Value of 
Improved Street Lighting,” “Orna- 
mental Street Lighting,” “Highway 
Lighting,’ “Glassware for Street 
Lighting,” “Transformers, Constant 


























Besides being district representative for 
the Fostoria Division of the National 
Lamp Works, W. J. (Bill) Trott is side 
kicker to J. B. Weidegenant, of the C. J. 
Litscher Electric Co., of Grand Rapids. 
On account of his luminous job Old Sol 
and Bill should be great friends, but judg- 





along well together. 





ing from Bill’s actions they don’t get | 


| 


| 














It’s Perfect! 


Note the new way of 
assembling the 


BULL DOG 
KNOB 


Made and Sold Under 
License United States 
Patent, Feb. 3, 1920 


The placing of the 
central bushing on the 
cap instead of the base, 
places it in a class by 
itself. 


You will be safe in 
recommending this 
knob and all of our 
products to your cus- 
tomers. Write us for 
any further informa- 
tion desired. 


Illinois Electric 
Porcelain Co. 


Macomb, Ill. 































































































































Emerson 


A. C. Motors 


New bulletins have 
been issued, with 
revised lists and 
latest data of Emer- 
son single-phase 
motors. 


Bulletin No. 3156 
lists split-phased 
motors 1/30 to 1/2 ' 
hp. for all standard 
frequencies. 


Bulletin No. 3180 
lists Emerson "I-—R" 
repulsion start 
types 1/10 to 2 hp. 
in a greater variety 
than previously 
listed. Several 
additions have been 
made to the list of 
types regularly 
carried in stock. 


Stocks of Emerson 
motors are being 
built up as fast as 
possible and prompt 
shipments are now 
the rule. 


The new bulletins 
will be sent on 
request. 


The Emerson Electric 
Mfg. Co. 


New York St. Louis 














It can be perceived that Lloyd Hanlon, star salesman of the Alexander & Lavenson 





Electrical Supply Co., San Francisco, is getting nervous over the way Charlie Mus- 
ladin, his sales manager, is fussing around trying to park his Buick, Charlie thought 
he was putting his horse in its stall instead of a car; he went in forward instead of 


backing in. 





Current Regulating,” and “Safety 
Coils and Auto Current Transformers 
for Series Lighting Circuits.” The 
publication is known as reprint No. 
1238. 


THe Kirrark Exectric Manvu- 
FACTURING Co., St. Louis, manufac- 
turer of automobile fuses, fuse wire, 
soldering paste and other specialties, 
has' announced the appointment of 
Irving M. Popkin, Bowles building, 
Detroit, as its agent in Michigan. 
Until recently Mr. Popkin was con- 
nected with the Great Lakes Electric 
Co., but has gone into business for 
himself as a manufacturers’ agent. 
The Killark company has appointed 
the Nicholson Sales Co. as its agent 
for Kentucky and Tennessee. This 
company has just been formed by G. 
I. Nicholson, formerly sales manager 
of the Harry I. Wood Co., Louisville. 


Tue Freperat Evectric Co., Chi- 
cago has made a number of changes in 
the personnel of its sales organization. 
John Berkhardt, formerly with the es- 
timating engineering department of 
the Commonwealth Edison Co., has 
been appointed manager of the Kansas 
City office; W. A. Keating, fifteen 
years with the Duquesne Light Co., 
Pittsburgh, has been appointed mana- 
ger of the Pittsburgh office; E. W. 
Moore, previously eastern Europe 
manager of the Ingersoll-Rand Co., 
has been appointed district manager of 
the Cincinnati office; R. D. Williams, 
formerly assistant superintendent of 


_ construction of conduits for the Com- 





monwealth Edison Co., has been ap- 
pointed manager of the Louisville of- 
fice; J. W. Sieverling, formerly with 
S. P. Bowser & Co., Inc., Ft. Wayne, 
and Fuller & Smith, Cleveland, has 
joined the company as advertising 
manager; W. E. Brinkham has been 
appointed traveling auditor. The com- 
pany now has twenty-two branches 
in the United States. 


Grirritus & Graze is the name of a 
new firm organized by D. C. Griffiths 
and D. B. Graze, with offices in the 
Marshall building, Cleveland. They 
will be the Ohio agents for the M. B. 
Austin Co. and the Appleton Rubber 
Co., and will also distribute in certain 
parts of the state for the S. H. Couch 
Co. Mr. Griffiths has represented the 
M. B. Austin Co. in Ohio for three 
years, while Mr. Graze has been sell- 
ing power apparatus in the same ter- 
ritory for nine years. 


Tue NationaL TRANSFORMER Co., 
Chicago, has moved to larger quarters 
at 154 Whiting street. In addition 
to the line of electric toasters and low- 
voltage transformers, which have been 
featured for some time, the company 
is now manufacturing radio appara- 
tus. 


THe Macuen Rapio MANUFACTUR 
1nG Co., 4639 East Thompson street. 
Philadelphia, has been formed by thi 
officers of the Machen Electric Manu- 
facturing Co., manufacturer of wiring 
supplies, of which Charles H. Machen 
is president. The new company ha- 
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“CENTRAL” 
__Rigid Steel 
CONDUITS 


cause it wears weil before and 
after installation; because we 


keep large stocks of Conduit, 
Elbows and Fittings for quick 
delivery. 


A piece of “Central 
Black” wound round 
and round like wire, 
without buckling, flat- 
tening or chipping the 
enamel. The ductility 
and finish are exclu- 
sively “Central.” 
“Central Black” is en- 
ameled; “Central 
White” is galvanized. 
We have recently in- 
troduced new _ proc- 
esses in the manufacture of “Cen- 
tral White” and “Central Black” 
Conduits with the result that the 
finish of these products is now bet- 
ter than ever. By this new process, 
flaking or scaling of finish is elimi- 
nated. 

“Central White”’ “Central Black” 
™“(Galvanized): | (Enameled ) 


CENTRAL TUBE CO. 








PITTSBURGH, PA. 


BRUNT 
Guatity PORCELAIN 





QUALITY 


Our goods 
marketed 
through the 
Jobber. 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


THE BRUNT PORCELAIN COMPANY 


COLUMBUS, OHIO 














started production of filament rheo- 
stats, variometers and vario-couplers 
with wood and composition rotors and 
stators, and a complete line of tele- 
phone jacks and plugs. The company 
is also going to place on the market 
a 2400-ohm head set which has re- 
cently been developed, and later will 
manufacture crystal detectors, bulb 
sockets and dials. 


A NuMBER OF REDUCTIONS in prices 
are noted in a bulletin recently issued 
by the Remler Radio Manufacturing 
Co., 248 First street, San Francisco, 
chief among which is the retail price 
of the Remler No. 100 dial, which has 
been reduced to 75 cents. The price 


lists also show that the trade discounts | 


have been increased on some of the 
radio parts manufactured by this com- 
pany. 


Tue Ester MANUFACTURING Co., 
Marion, Ind., maker of “Jiffy” plugs 
and other specialties, has appointed 
the Standard Electric Sales Co., 105 
West Monroe street, Chicago, distribu- 
tor for the Central West. 


M. C. 
sales manager of the Westinghouse 
Electric & Manufacturing Co., has be- 
come associated with C. Brandes, Inc., 


| 237 Lafayette street, New York City, 
| as vice-president and sales manager. 


Mr. Rypinski, during his association 











No need to ask George P. Pritchett 
what the “P” in his name stands for, be- 
cause George, Jr., will be calling him 


“Pops” very soon. By the way, we failed 
to mention in a recent issue that Mr. 
Pritchett is the new resident engineer of 
the National X-Ray Reflector Co. in Phil- 
adelphia and is assisting J. R. Henry in 
that territory. 








Rypinski, formerly radio | 





White Frosting Solution 


Produces a smooth white frosted 
surface on any clear electric lamp 
by dipping the lamp in the solution 
and washing in water. Five or more 
lamps can be frosted in five min- 
utes, at a cost of a fraction of a 
cent each. Etch-O-Lite is clean, 
rapid and economical. Safe to use 
—no harmful or acid effect on hands 
or clothing. 


Guaranteed 
Permanent - Heat Proof 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 

Canada: Northern Electric Company. 


— 




















Every Business 


of consequence ought to have proper card 
REPRESENTATION 


WIGGINS| 


Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—supPeriority 
of engraving and the 

convenience of the book 
form style ex- 
plains why. 

Send for 

of specimens, 
detach them 
one one 
and observe 
their sharp 
edges and gen 
eral excellence 


The John B. Wiggins Company 


Established 1857 
Engravers Plate Makers Die Embossers 
1108 S. Wabash Ave. 
705 Peoples Gas Bldg. CHICAGO 
















= EARLY’S 
| COMMUTATOR 
: CEMENT 


Repairs pitted com- 
mutators in ten min- 
utes. Every factory, 
repair shop and deal- 
er is acustomer. Ask 
them to buy. 


The Edward E. Early Co. 


Canton, Ohio 
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BELL RINGING TRANSFORMER 


Dongan Electric Manufacturing Co, 


BELL RINGING & RADIO TRANSFORMERS 
Detroit Mich 











YAGER’S 


Soldering Flux 


Standard for 
nearly halfa 
century. Keeps 
diy and granular 
in new stylecon 
tainer. Non-cor 
rosive. See that 
your dealer has 
sufficient stock. 


ALEX. R. 
BENSON 
COMPANY 
HUDSON, N. Y. 








































The Valentine- 
Clark Co. 


CEDAR POLES 


New York Toledo Chicago 


Minneapolis Spokane 


HE secret of wood preser- 


vation is simple: Poison 


* your wood so it will not be at- 
tacked by fungi at the ground 
line, by using a HIGH-BOIL- 
ING OIL OF COAL TAR, 
This will forever hold the poison 
and not leach out. Results are 
permanent if properly applied. 


Specify V-C Butt Preservation. This 
guarantees you a perfect Process of 
Pole Butt Preservation. 

















with the Westinghouse company, had 
much to do with the erection of the 
KDKA broadcasting station at East 
Pittsburgh and other installations. 


ArtHur Warp Fox, formerly sec- 
retary and assistant treasurer, has 
been elected vice-president and gen- 
eral manager of the Johns-Pratt Co., 
Hartford, Conn. He has been asso- 
ciated with this company for -16 years, 
starting as a clerk and working up 
through the various departments, and 
is therefore well qualified to direct 
the manufacturing and sales activities 
of the company, which manufactures 
“Noark” fuses and protective devices, 


| “Vulcabeston” packing and insulation, 


and Johns-Pratt molded products. The 
Johns-Pratt Co. was incorporated in 
1886 and until recently marketed its 
products through Johns-Manville, Inc. 
Beginning with the administration of 
Mr. Fox as vice-president, all Johns- 
Pratt products will be marketed di- 
rect. 


Tue ReorGanizaTIon of the supply 
sales department of the Westinghouse 
Electric & Manufacturing Co. has re- 
sulted in the transfer of the indus- 
trial heating section from the supply 


| sales department to the industrial 


sales department. Wirt S. Scott, well- 
known industrial heating expert, is 
directing the activities of this unit of 
the Westinghouse sales organization 
and associated with him are M. R. 
Armstrong, A. T. Ruttencutter, H. 
W. Lincoln, John M. Strait and C. R. 
Dakin. 


Tue Lovis Auuis Co., Milwaukee, 
Wis., is the new name of the Mechani- 
cal Appliance Co., manufacturer of 
Watson alternating and direct-current 
motors. The change is in name only, 
and the personnel and ownership re- 
main the same. The officers are: Louis 
Allis, president; Edwin P. Allis, vice- 
president; O. F. Pihl, Jr., secretary- 
treasurer; J. M. Bar, general mana- 


ger. 


Tue Wuite Lity MANUFACTURING 
Co., Davenport, Iowa, has sent out a 
bulletin’ to the trade announcing a 
new model six-sheet cabinet electric 
washing machine which it has placed 
on the market. 


Tue Hart & Heceman MaAnvurac- 
TURING Co., Hartford, Conn., maker 
of wiring devices, is planning the con- 
struction of a four-story addition, 
180 by 55 ft., to its factory. 








PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 








CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 

















POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 


220 Broadway, 2844 Summit St., 
New York Toledo, O. 


Rialto Bldg., 


San Francisco, Calif. 

















NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashInOn BELL Poles 


SEND FOR LET CONTAINING~ 
VALUABLE 


SS 
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Why not take advantage of this helpful, interest- 
ing service? 


The Jobber’s Salesman is the only newspaper 
of the jobbing branch of the industry. 


It is the only clearing house for ideas and sales 
suggestions of those engaged in the jobbing 
branch of the industry. 


It is the only publication that is devoted exclu- 
‘ sively to the business in which you are en- 


Rate, $2.00.) 


Name 


SUBSCRIPTION COUPON 


THE JOBBER’S SALESMAN 
53 West Jackson Blvd., 
CHICAGO, ILL. 


Please enter my subscription to THE JOBBER’S SALESMAN 
for one year. I am enclosing $1.00 in full payment. 





Home Address 


Name of Company 


Position 





City and State 
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The Voice of Vision 


Mr. Vanderlip’s letter (reproduced below) written in 1918, at the 
time The Society for Electrical Development was organized, was in a 
way prophetic and the accomplishments of the Society during the past 
nine years show how truly our leaders in finance and industry visualize 
the future. 





He who seeks co-operation must be impelled by a desire to give co-operation in 
return. Thus and thus only can we get maximum benefits from such an organiza- 
tion as the Society. 


For information of what the Society is doing and why its function of creating 
markets for your product merits the support of all jobbers in the electrical industry 
will be furnished upon application to 


Staff Headquarters, 522 Fifth Ave., New York, N. Y. 






































EVEREADY STANDARD 
TUBULAR FLASHLIGHT 
FOR INDOOR USE 
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It takes but a small investment 
to carry a well assorted stock of 


Eveready Flashlights 





When you sell a dealer a stock of Eveready 


Flashlights you do much more for yourself 


than make a sale—you earn that dealer’s 
everlasting good-will and insure a contin- 
uance of orders from him! Because — 
1. The Eveready line leads the flashlight industry 
2. The Eveready line is emphati- 





cally advertised the year round 
through a continuous series of 





selling campaigns in every 








— 7] 
| FLASHLIGHT 
BATTERY | 
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avenue of publicity 


3. Eveready Batteries fit and im- 








prove all makes of flashlights 







—give a brighter light—last 








longer—a source of constant 





and increasing profit 


4. Only 2 sizes of Eveready Unit Cell Batteries to stock 


—little investment, easy sales, faster turnover 


It will pay to put yourself squarely behind Eveready 
Flashlights and Batteries now! And remember, every 
time your dealer sells a flashlight he creates a year- 
round call for Batteries that he will buy of you! 


NATIONAL CARBON COMPANY, Inc. 
Long Island City, N. Y. 


Atlanta Chicago Cleveland Kansas City San Francisco 


EVEREADY 


FLASHLIGHTS 
& BATTERIES 





























































HE service given by any motor-driven appliance is largely de- 

pendent upon the motor with which it is equipped. That is 
why users of washing machines, vacuum cleaners and other appli- 
ances are nearly always satisfied users when their appliances are 
R & M Motor equipped. R & M motors insure dependable 
service. 
Because of this satisfaction they give the user, leading manufac- 
turers of quality appliamces in ever increasing numbers, have 
adopted the R &.M motor as standard equipment on their ma- 


chines. 


And because manufacturers who use R & M motors are the kind 
who are building their products on a quality basis throughout, 
jobbers and dealers who specialize on quality find they rarely 
make a mistake when they select R & M powered devices. 


THE ROBBINS & MYERS COMPANY 
SPRINGFIELD, OHIO BRANTFORD, ONTARIO 


Robbins & Mvers te 
































